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fortieth Year, No. 8 


No Insurance Mystery 
Philadelphia Society 
Hears From Speakers 


Taggart and Parkinson Say Business 
Is Honest, Sound and 
Straightforward 


1,100 PRESENT AT DINNER 


Parkinson Comments on Washing- 
ton Hearings; Protests Against 
Confidence Destroying Tactics 











One of the best and one of the most 


cies is that of Philadelphia which’ 
thirty-eight years old. That’s not 
id as Philadelphia measures time, but 
s old enough to have demonstrated 
that it has «' ne much to better relations 
between Ph. adelphia insurance men; an 
is courses have given many m 
better grasp of the business. 
How well the Insurance Society of 
Philadelphia stands in the business was 
lemonstrated Monday night at the an- 
nual dinner when 1,100 attended. Presi- 
lent of the Society, which has 550 mem- 
bers, is John W. Donahue, resident 
vice-president of the Maryland Casualty. 
The speakers were the new Insurance 
Commissioner, Matthew H. Taggart, who 
had been commissioner more than a 
decade ago; L. E. Falls, president, In- 
surance Institute of America; and 
Thomas I. Parkinson, president of the 
Equitable Life Assurance Society—who 
s making dynamic addresses against 
prodigal waste in Government and gen- 
eral all-around muckraking down there. 
Col. Taggart Says There Is No 
Mystery In Insurance 
Col. Taggart extended the hand of 
inendship to the insurance fraternity. 
i am your friend, and I want you to 
be mine,” he said. “I do not intend to 








bea czar. I want to do my job to the 


best of my ability and I want you to 


p help me do it.” 


Col. Taggart said that when he joined 


| the Department some years ago—he had 


been a lawyer and knew little about in- 
‘irance—he was told by an insurance 
veteran: “There is no mystery in insur- 
ance. It is predicated upon honesty 
and common sense.” He said he had 
found the designation to be correct and 
m his observation since that time he 
Was more sure than ever of that hon- 
‘sty and common sense. 

In view of the hearings in Washing- 

(Continued on Page 21) 
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IN THE HIGHER BRACKET 


In business it is common for the cornerstone man, or 


And then, if without life insurance protection, may come 


some other valuable man, to die “at the wrong time.” | 
Sources of credit 


either disruption or a crippling loss. 
dry up, loans are called, and the end soon comes. Prin- 
cipals seek employment, and go back to clerical positions; 
homes are sold, and family life must be adjusted to the 
smaller income—luxuries are given up, and the children’s 
bright future is blighted. And the employees of the 


ruined corporation participate in the disaster. 


Businesses, big and little alike, employ life insurance 
as a sure preventive. It pours instantly into the stricken 
business a saving fund, and loss and disaster are avoided. 
Further, life insurance is an expander of credit—at bank 
and at other credit sources. 


Understandably, this is a higher-bracket type of life 
insurance service, in which only underwriters acquainted 
with corporation structure and corporation finance can be 


successful. The field is vast. 
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Institute Of Life 
Insurance Sets Up 
New York Office 


Joins With Three Other Organiza- 
tions in Sponsoring “Annual 
Message” Next Fall 


EARL TRANGMAR IN CHARGE 


For Time Being Will Be Acting 
Executive Secretary; 78 Com- 
panies in Institute 











The new Institute of Life Insurance 
got out of its swaddling clothes this week 
and arranged for offices in the Graybar 
Building, 420 Lexington Avenue, New 
York City. This office for the time being 
will be in charge of Earl R. Trangmar, 
who for some years has been with the 
Metropolitan Life and who has been 
named acting executive secretary of the 
Institute. 

Mr. Trangmar’s appointment was an- 
nounced following a meeting of the 
executive committee of the Institute in 
New York City which had invited to the 
meeting representatives of the National 
Association of Life Underwriters, Asso- 
ciation of Life Agency Officers and Life 
Advertisers Association. 

Annual Message of Life Insurance 


It was also announced that the An- 
nual Message of Life Insurance is to be 
continued and is tentatively scheduled 
for the Fall, Subject to approval of the 
board of managers the Institute’s execu- 
tive committee voted to sponsor the An- 
nual Message of Life Insurance jointly 
with the Association of Life Agency Of- 
ficers, National Association of Life Un- 
derwriters and Life Advertisers Associa- 
tion. A working committee of nine will 
be appointed from these groups at which 
plans for the 1939 message will be map- 
ped out. Each of the three associations 
is to appoint three representatives. 

Just what form the Annual Message 
of Life Insurance will take this Fall is 
not known, but the message will un- 
doubtedly be developed in a broad, com- 
prehensive set-up. 

Career of Earl Trangmar 

Earl Trangmar is a graduate of Mich- 
igan State College and became super- 
intendent of publications of that college. 
He entered newspaper work in Michigan 
and for eight years was on daily papers 
in Detroit and other cities of that state 
Among other posts held were those of 
editor of the Battle Creek Journal, state 
editor of the Lansing Journal. He also 
was a legislative correspondent. He left 
journalism to enter the advertising field 
and became a partner in the advertising 
agency of Ralph H. Jones Co., Cincin- 
nati and New York. For a time he was 
in charge of the New York office. After 
being in the advertising field for twelve 
vears he joined the Metropolitan Life. 
There he became director of sales man- 
agement service of the Group division; 
then was made director of advertising 

(Continued on Page 12) 
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GAINS IN 1938 


Increase in Insurance in Force: This important yardstick of growth increased 
$13,939,000 to a new peak of $658,569,000. 
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Record Premium Income: Renewal premiums of $21,537,000 were the largest in — 
- ee 

the 88-year history of the Company and exceeded the total for 1937 by 7%. last weel 

Addition to Surplus: This cushion of safety for policyholders was increased by wes cay 

$1,011,000, and the total now stands at $7,337,000. stg 
3 a 

Growth in Assets: With a 6% increase in 1938, assets are now at the new high third pre 

point of $237,487,000. appearing 

no good 

Favorable Lapse Ratio: Again, the Phoenix Mutual had one of the best records not have 

in this respect of any company in the United States or Canada. Only 4.7% of officer or 

the total insurance in force at the beginning of the year was terminated by lapse the comy 
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the afhliations of these directors. 
ments do not know. 


I 


Herbert S. Smith and Haughton 
Acacia Mutual. 





Texas made this statement: 


to my mind. 


there has been a good presentation. 


resume at the call of the chair.” 


Appearing before the Monopoly Com- 
mittee in Washington on Thursday of 
latt week President David F. Houston 
was emphatic in defending the distin- 
guished character of the trustees of the 
Mutual Life of New York and was the 
third president of a large life company 
appearing before the committee who saw 
no good reason why his company should 
not have deposits in a bank of which an 
oficer or director were also a trustee of 
the company. 

Mr. Houston told the committee that 
the Mutual Life has thirty-six trustees 
who are elected every second year in 
odd years. He was asked by Examiner 
Gerhard Gesell about a letter sent to 
Treasurer Turner of the Mutual Life 
by John K. Ottley, president of the First 
National Bank of Atlanta, who is trustee 
of the Mutual Life, about the Mutual 
making a deposit of $500,000 in Mr. Ott- 
ley’s bank, 

Mr. Houston answered: “In the first 
place, when I first knew the situation 
there I think our account was in another 
bank which was a branch of the bank 
whose headquarters were outside of At- 


lanta, and it seemed to us that where we 
ad an important agency, as we had in 
Atlanta, an t 
siderable business, it would be preferable 
) {0 have an account in a bank whose 
i headquarters were in Atlanta, and that 








The first phase of the insurance hearings of the Temporary tional E 
Committee in Washington was concluded on Friday of last week. The initial hear- 
ings were based on how directors are elected, what their duties are and facts about 
° Committee learned nothing that State Depart- 


“Now one concern can do it one way and another do it another way. 
have this advisory group that comes from these sources (editor’s note—addressing 
M. J. Cleary, president Northwestern Mutual Life), and somebody else doesn’t have 
them, but the great big difficulty stands in my mind, even at the conclusion of this 

| very illuminating, helpful presentation which this young gentleman has put on— 
(Gerhard Gesell, chief examiner of witnesses)—and which has been contributed to 
by the people who have come here. I feel that we are all indebted to the gentlemen 
of the insurance companies and others who have come to this hearing. 


certain when the committee will resume. 


important city, doing a con- 


Phase of Its Insurance Inquiry Which is 
About Election and Duties of Directors 


National Economic 


Those on the witness stand were Chairman Frederick H. Ecker of the Metro- 
olitan Life; Chairman Thomas A. Buckner of the New York Life; President David 
F. Houston of the Mutual Life; President M. J. Cleary of the Northwestern Mutual ; 
Harry H. Bottome, counsel of the New York Life; Hendon Chubb, president of the 
Federal Insurance Co., United States Guarantee Co., and a director of the Prudential ; 
Sell of the Mutual Life, and S. E. Mooers of the 
The last speaker was President Cleary. 

Just before the last hearing adjourned Vice-Chairman Hatton W. Sumners of 


“T haven’t myself as an individual member of this committee come to any con- 
clusion as to how a really effective, workable machinery could be put into operation 
which would actually give the distributed body of policyholders the power to control 

| the management of a mutual concern, and I am not certain that if they had the 
| power they could wisely exercise it. Those are the things that present themselves 


You 


I think 


“I understand that this phase of the investigation is now concluded and it is not 
It will determine that later and will then 


David F. Houston, Mutual Life Pres., 


Gives Views on Director Affiliations 


change was made, I think, considerably 
before this in the Fourth National which 
was afterwards merged and became the 
First National, and since after that time 
the accounts were increased, the treas- 
urer at the time when we were trying to 
find places where we could get some 
interest on deposits, made a time deposit 
in that bank of $500,000, I think it was, 
on which they allowed us one-half of 1%, 
and most banks were not allowing any- 
thing.” 

Mr. 


as a 


Gesell: My question was, Mr. Houston, 
result of that letter did your company 
make a deposit of $500,000 in the bank? 

Mr. Houston: I don’t know, it may 
been in spite of that letter. 

Mr. Houston said that Mr. Ottley’s 
bank had taken good care of the money 
deposited. 


have 


Accedes to No Unreasonable or 
Unwise Request 


Senator King: I suppose your company was 
interested, if you had funds and purposed de- 
positing them in banks, to get banks that had 
prestige and standing and could be of some 
service to the community and your organization. 

Mr. Gesell: Did Mr. Turner discuss with you 
making this additional deposit with Mr. Ottley’s 
bank? 

Mr. Houston: He usually does; I suppose 
he did in that case. I think really the account 
increased and I had no objection to having it 
increased; I would not have any objection to 
increasing it further. 

Mr. Gesell: Do you know if the 
would be increased because of the 
request of Mr. Ottley, your trustee? 

Mr. Houston: Unless we had thought it was 
a wise and desirable thing to do we would not 
have done it with Mr. Ottley or anybody 
else’s request. 

Mr. Gesell: Do you recall anything with re- 
spect to why that additional deposit was made 
in Mr. Ottley’s bank? 

Mr. Houston: No. I 


account 
special 


would have had no 


Washington Now Knows W hat State 


‘Monopoly Committee” Concludes First 


Departments Know 











HOUSTON 


DAVID F. 


object:on to increasing it on general principles. 


Interlocking Comment 


Mr. Gesell: May I ask you, Mr. Houston, 
whether it is the practice of your company to 
make deposits with banks which interlock with 
your company through directors who are anx- 


ious for those deposits? 


Mr. Houston: No, sir, not necessarily; we 
try to select banks—we have, of course, many 
banks throughout the country, especially where 


we have headquarters or agencies, and we try 
to select banks which we believe to be strong 
and sound, and which would withstand strain. 

The Acting Chairman: How many banks 
throughout the United States have you utilized 
for deposits? 

Mr. Houston: I cannot 
Senator, offhand; I 
130-odd accounts of 
accounts or company 
eighty-nine banks. 


give you the number, 
should say we have about 
duplicates, agency 
accounts. Probably about 


some 


Banks Not Chosen by Trustees 
Attorney Arnold asked this question: 
“If there were two banks, one in the 
situation of the bank in Atlanta where 
the director was writing you suggesting 
that his connection entitled him to some 
consideration, and the other bank which 
had no connection with you, suppose the 
banks were equally sound, you would be 
moved in selecting your bank by the con- 
nection with directors, would you not?” 

Mr. Houston: Well, if we already had 
an account in the other bank we prob- 
ably would not change it. 

Mr. Gesell: Which comes first, Mr. 
Houston? Do you choose your bank and 
then take your trustee, or do you take 


your trustee and let him choose the 
bank ? 

Mr. Houston: We do not let the trus- 
tee choose any bank. 

Senator King: I understood you to say that 


you had deposits in eighty-nine banks. 
Mr. Houston: That is throughout the country. 
Senator King: I mean throughout the coun- 
try. Now you meant to accept banks of strength 
and character, so in the event of any depres- 
sion, decline in values, you may feel the funds 
of which you are the custodians may be safely 


guarded and protected ? 

Mr. Houston: That is very true, and as I 
intimated a moment ago, I think the evidence 
of the case is the fact that during the depth 


of the depression the amount of money we had 
in suspension and suspended banks was neglig- 
ible, practically. 
Mr. Houston further said: “We would 
not make a deposit in a bank simply 
(Continued on Page 4) 


Washington Hearings 
Rarely Made First Page 


THE NATION’S PRESS ATTITUDE 

No Excitement Over Insurance in Edi- 

torial Columns; World-Telegram More 
Interested in Fighting Inflation 


The daily newspapers of America did 
not play up the Monopoly Committee’s 
hearings on insurance as a sensational 
event which comes under the category 
of “front-page news,” and in the edi- 
torial columns there was a calm view of 
the situation taken. 

On the first day of the hearing—which 
had been awaited with interest in edi- 
torial offices because of earlier news re- 
leases—there was a general front-page 
display in earlier editions of the after- 
noon papers, but as the hours passed the 
story began to appear inside of the 
papers. The initial stories generally used 
on the first day front pages were large- 
ly those of the Associated Press and of 
the International News (Hearst). Also, 
the United Press story was used by a 
number of papers it serves. The Asso- 
ciated Press story was quite generally 
used. 

\s the investigation continued, the 
front pages generally did not have the 
story, and towards the end of the hear- 
ing the favorite spot was the financial 
section, Longest stories were those of 
New York Times and New York Herald- 
Tribune, both of which papers had their 
own special writers at the hearings. 

Story occasionally appeared on front 
page of Hartford papers, which had their 
own correspondents and because of the 
importance of Hartford as an insurance 
city. The story got a good play in 
Washington, but the former Hearst pa- 
per there—“Times-Herald”—now owned 
by “Cissie” Patterson, used inside pages. 
Des Moines printed the stories inside, 
and as a rule the World-Telegram did, 
Towards the end of the hearing the 
stories dwindled until in some papers 
nothing was printed. 

Editorial Coverage 

Outside of the first day’s session the 
chief play was about the small group of 
Metropolitan agents, affiliated with CIO, 
but the rebuttal of the main body of 
agents, denying that they were engaged 
in any forgery of ballots for directors, 
was not much noticed. 

Hundreds of newspapers printed edi- 
torials about the hearing, but in the main 
they were calmly written. 

Probably insurance men looked more 
closely at the World-Telegram editorials 
than most of the others because that 
paper was recently unfriendly to life in- 
surance in a series of articles and edi- 
torials. The World-Telegram is prin- 
cipal paper in the Scripps-Howard chain 
and its editorial ran throughout the 
chain. Position taken by World-Tele- 
gram was that the most vital question 
concerning insurance and the Govern- 
ment now in millions of minds is whether 
the dollars in which policies are paid will 
be worth as much as the dollars being 
paid in premiums, What is most impor- 
tant, it said, is that the Government 
have a sound fiscal policy which is de- 
signed to safeguard Government credit 
and prevent the disaster of inflation. 

The New York Sun printed two edi- 
torials which treated the inquiry coldly 
and said that much of the facts devel- 
oped by the testimony were already 
known. 

A case to the point was some of the 

(Continued on Page 4) 
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M. J. Cleary President of Northwestern 
Mutual, Tells of Elections, Other Matters 


M. J. Cleary, president of Northwest- 
ern Mutual, was a witness before the 
monopoly committee in Washington on 
Friday. He said that his company had 
thirty-two trustees; that nine of them 
are elected every year for a term of four 


years. Policyholders have one vote 
apiece. 

Mr. Gesell: Do you make any use of your 
agency force in getting votes at the annual 
election? 

Mr. Cleary: None whatever. 


Mr. Gesell: You give notice in accordance 
with the Wisconsin law in Wisconsin papers and 
on the policy, on the premium notice and on 
the premium receipt? 

Mr. Cleary: That is right. 

Mr. Gesell: You get in a little less than 1% 
of the votes. 

Mr. Cleary: Yes, sir. 


Mr. Gesell: Am I correct in stating that 
a are prohibited under the Wisconsin 
ou} 


Cleary: Have been since 1907. 

Mr Gesell: Must the majority of your direc- 
tors 7 ae of Wisconsin? 

ear 

Mr. Gea: Mt Must they be policyholders? 

Mr. Cleary: Yes. F 

Mr. Gesell: Under the Wisconsin law will 
you tell us what the procedure is in case of a 
contested election? 

Mr. Cleary: One hundred policyholders may 
nominate an independent ticket. They file a 
certificate of their nominees with the Insurance 
Department and the secretary of the company. 
In case that happens a form of ballot is pre- 
scribed by law. : 

Mr. Gesell: And there is no use of proxies, 
even in_a contested election? 

Mr. Cleary: It | ~- specifically. 

Mr. Gesell: So if there is an inde- 
pendent nomination — a group is interested 
in placing on the board some individual by 
pooling their votes all against his name they 
have a much better chance of electing him, 
do they not? 

Mr. Cleary: They do. 


Directors Can’t Miss Three Consecutive 
Meetings 


Mr. Cleary said the company had 700,- 
000 policyholders. Greatest amount of 
insurance in force was New York with 
Illinois second and Wisconsin third. He 
said that three consecutive absences au- 
tomatically removes a man from the 
board and makes him ineligible to elec- 
tion for a fixed period of time. Sickness 
is not an excuse, nor is living too far 
away. There have been men eliminated 
from the board because of three consec- 
utive absences. The attendance record 
of directors is approximately 80%. 


Mr. Gesell: With respect to the election of 
men outside of the state, will you tell us 
what the policy of your company is in selec- 


tion? 
Mr. Cleary: First of all geographical. We 


never had two men from one state. 

In explaining how directors are chosen 
Mr. Cleary gave as an instance a va- 
cancy in Boston. ; 

He said the company made up a list 
of New England policyholders. The list 
was submitted to the company’s trustee 
in Connecticut, to its agents in Massa- 
chusetts, and to some other New Eng- 
land territory for finding the right man. 
An officer of the company also went into 
the area and checked with policyholders. 

Mr. Gesell: Since conflicting interest is sub- 
ject to a difficult definition, will you tell us 
just the type of men and the type of situa- 
tions that have arisen where you have felt 
that you had to eliminate a man because of 
oy relationship? 

Clea might use the case of Mr. 
Way of the ge he Electric Co. Mr. Way 


is president. At the time his name was con- 
sidered the company owned between eight 


and nine million dollars of securities of that 
company. We had considered the question 
as to whether the holding might not be too 
large, what our attitude would be in the 
event of refunding. It was felt that our atti- 
tude would be embarrassing to Mr. Way and 


possibly to the company. We dropped his 
name. 

Mr. Gesell: What about banking and in- 
vestment banking connections. Do you seek 
bankers and investment bankers as your 
trustees? 

Mr. Cleary: No. Five or six years ago we 


had a vacancy in New York and my recollec- 
tion is that we announced to the agents and 
others with whom we considered a selection 


thet we preferred to select outside of the 
bankine and investment house group. 

Mr. Gesell: Why was that? 

Mr. Cleary: Well, we wanted to be perfect- 


ly free, naturally, without any embarrassment 
in buying and se ling securities. We also want- 
ed to be perfectly free in dealing with our 
deposits in the New York area. Possibly, super- 
cautious, but— 

Mr. Gesell: You mean that there was the 
prospect that at some time you had a banker 
on your board, that you would want to de- 
posit money in his bank, and then his pres- 
ence on your board would be embarrassing, 
or you might want to buy securities through 
some investment banking house, and e pres- 


ence of that man on your board would be 
embarrassing? 

Mr. Cleary: That is a possibility, and I 
imagine one of the viewpoints that entered 


into our conclusion. 
Lawyers 

Discussing the elimination of Albert 
F. Wetten in selection of a Chicago 
trustee Mr. Cleary said that Mr. Wet- 
ten’s activity in the real estate field, 
which is large and widespread, might 
bring him in conflict with company in- 
terest, “as we, too, owned some Chicago 
real estate, have mortgages on some 
very sizeable properties there.” 

Asked why two lawyers were eliminat- 
ed and whether the company thought it 
had too many lawyers on the board, he 


said: “We have nothing against law- 
yers. I used to pretend to be one my- 
self. I think we did discuss in the case 


of one Chicago man the very wide varie- 
ty of interests we have in Chicago and 
preferred to be quite free in the de- 
cision as to who would represent us 
legally.” 

Fire Insurance 


Discussing fire insurance Mr. Gesell 
asked: “You distribute your fire insur- 
ance widely among many companies, do 
you not? 


Mr. Cleary: Yes, and through local agents, 
not through direct writing with the company 
except in the case of a contract with the 
National Fire which provides automatic cov- 
erage if a borrower lapses insurance or other- 
wise the insurance is terminated. 


He said that the company is solicited 
by practically every fire insurance agen- 
cy in Milwaukee; that it places about 
$6,000,000 of fire insurance on its home 
office property. That business is divid- 
ed among some fifty agencies. 


The Vice-Chairman: If you should do busi- 
ness, for instance, in Dallas—you would there 
do business through the local agent in Dallas 
as distinguished trom doing it through some 
company he represents? 

Mr. Cleary: Yes. 

The Vice-Chairman: Is that for the purpose 
of helping to establish yourself locally and get 
business and tie in with the community or for 
the _Purpose of security with your organiza- 
tion? 

Mr. Cleary: I don’t know what discussions 
resulted in the policy, Judge. 

The Vice-Chairman: But I imagine you know 


why you di it. 

i »- practice was established 
any connection. 
The Vice- Hh, Then I will 


r ask you 
why do you continue? 


THE HOME LIFE INSURANCE CO. of AMERICA 
PROTECTS THE ENTIRE FAMILY 


Home Life agents are equipped to serve every need for life 


insurance, 


Modern policies are issued, on both Industrial and 


Ordinary plans, from birth to 64 next birthday. 
A POLICY FOR EVERY PURSE AND PURPOSE 


Basil S. Walsh 
President 


INDEPENDENCE SQUARE 


Bernard L. Connor 
Secretary 





John J. Gallagher 


Treasurer 


PHILADELPHIA, PENNA. 


Press Attitude 


(Continued from Page 3) 


figures announced as news by the com- 
mittee. New York Sun said that this 
data had already becn made public in a 
talk by Julian Price before the As- 
sociation of Life Insurance Presidents 
last December. The Sun said: 

“The public has learned from the 
monopoly quiz in February what Mr. 
Price, a life insurance president, tried 
to tell them in December.” 

In another editorial the Sun said that 
the “monopoly” that is being investi- 
gated is a monopoly in the hands of 
sixty-odd million Americans, most of 
whom, having seen the New Deal in ac- 
tion, would not trust it with the baby’s 
bank, much less with the precious con- 
tracts of life insurance.” 


Smaller City Views 


The News-Tribune of Rome, Ga., con- 
cluded an editorial by saying: 

“The system of life insurance is sound 
as matters stand and no chance should 
be taken in attempts to alter any of 
its phases.” 

The Pioneer-Times of Deadwood, 
S. D., said: “If a concern is well man- 
aged ‘and does reasonably well what it 
is supposed to do, stockholders and pol- 


icyholders and voters little concern 
themselves.” 
The Charleston, W. Va., Mail said 


that it is difficult to understand that 
there are certain types of enterprises 
which would be prohibitive in cost and 
could return only strictly limited bene- 
fits to the people and investors if they 
did not possess large resources. Insur- 
ance companies are foremost in this 
type. 

“Possibly then an investigation might 
reveal facts and make possible further 
improvements, but there is absolutely no 
excuse for the attempts to convert the 
work of the TNEC into a witch hunt 
against a business that vitally affects a 
great portion of our population.” 


Mr. 
policy. 





Cleary: Because we think it is good 


Buying of Supplies 

Cleary said that no director of 
an company and no officer of the com- 
pany is connected with any organization 
from which it buys supplies, “and we 
buy great quantities, of course, of paper, 
labor-saving machinery and other equip- 
ment and supplies for the home office.” 
Getting back to fire insurance Mr. Cleary 
was asked if it did business with local 
agents representing companies on which 
it has directors. 

Mr. Cleary: I think we have two directors 
who are also directors of Northwestern Na- 
tional Fire Insurance Co. It is probable that 
some of the agents to whom we give business 
have placed some with Northwestern National. 

Mr. Cleary said the company does not 
attempt to dictate or influence the se- 
lection of any auditor who is to make an 
examination of its affairs on behalf of 
the policyholders. The policyholders’ 
committee of the company examines or 
interviews from ten to a dozen different 
nationally known audit companies and 
from that list selects a company to func- 


tion with. 
Audits 

Mr. Gesell: After the auditors have been ap- 
pointed by the committee who determines the 
specifications of the audit that will be made? 

Mr. Cleary: The audit company and the com- 
mittee. 

Mr. Gesell: Does the company participate in 
any way in determining the type of audit that 

(Continued on Page 
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A “PERSONALIZED” BUILDING 


OF ONLY 12 FLOORS 
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NEW YORK, N. Y. 





FOR PROFESSIONAL EXECUTIVE 
OFFICES - UNEXCELLED LOCATION 
ADJACENT TO FIFTH AVENUE 





A DIGNIFIED, QUIET BUILDING 
WHERE SURROUNDINGS OF 
CHARACTER BLEND WITH ALL 
MODERN BUILDING CONVENIENCES 





BUT A STEP FROM GRAND CENTRAL 





OPPOSITE BAR ASSOCIATION 





WHOLE INDIVIDUALIZED FLOORS 
OF 4,000 SQUARE FEET 
OR SMALLER UNITS 





OFFICE OF THE BUILDING ON PREMISES 
PHONE VAnderbilt 6-2678 








— 
D. F. Houston 


(Continued from Page 3) 
because we happened to have a trustee 
who was connected with that bank. I! 
we hadn’t a single trustee on a single 
bank in New York City we would have 





the money in those banks as we have 
today.” 
Mr. Gesell: 
in the same banks in the same amounts? 
Mr. Houston: 
mean large deposits, 


money somewhere. 
Men of Character and Standing 
Mr. Houston said he did not believe 
any trustees who wrote to the company 
about the banks were trying to do any- 
thing underhand or untoward. “They 
are men of character and_ standing,’ 
he said. : 
Mr. Houston was asked whether tt 
was determined by the management 0 
board of trustees or by a sub-committee 
in what way and as to what banks should 
receive deposits. Mr. Houston said: 
“Well, the treasurer has the matter 
immediately in hand, and then the finance 
committee considers the matter, and then 
not infrequently if there is any question 
that he thinks I ought to be informed 
(Continued on Page 12) 


You would have deposits | 


I can’t say that, but } | 
because they are} 
strong banks and we have to put our} 








OPEN TERRITORY 
In Michigan, Ohio, Indiana and Illinois. 


FOR MEN WHO CAN PRODUCE 
AND 
ARE AMBITIOUS TO BUILD OWN AGENCY 


PHILADELPHIA LIFE INSURANCE COMPANY 
Philadelphia, Pennsylvania 
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Atlantic City Wants 
NALU 1940 Convention 


sTRONG DRIVE AT LOUISVILLE 





:. That 12,000 Members of Associa- 
a Live Within 300 Miles of 


Jersey Coast Resort 





Through the three life underwriters’ 
ations in New Jersey, backed by 


associ ° “ 
the New Jersey State Life Underwriters 
jssociation and the various life associa- 


fons in New York State, an effort will 
be made to have the 1940 meeting of the 
National Association held in Atlantic 

y. 
"= is claimed that more than 12,000 
members of the association reside within 
90 miles of Atlantic City. 

Hotels Are Active 

The hotels in Atlantic City are back- 
ing the effort to get the convention to 
their city. It is planned by the various 
hotel managements to send to the Lou- 
«ville meeting small packages of salt 
water taffy with the inscription, “On to 
Atlantic City for the 1940 National Con- 
vention.” In addition a girl selected for 
her beauty will attend the Louisville 
meeting of the association as “Miss At- 
lantic City.” 

Howard C. Lawrence, president New 
Jersey State Life Underwriters, and gen- 
eral agent at Newark for Lincoln Na- 
tional Life, and J. Bruce MacWhinney 
of the John Hancock, president Life 
Underwriters Association of Northern 
New Jersey, plan to attend the meeting 
in Louisville to boost for Atlantic City. 
It is also expected that they both will 
attend the annual meeting at St. Louis 
in September to make their final plea 
for Atlantic City, which has never had 
this convention. 

Circular letters and other material will 
be sent throughout the country advo- 
cating holding the convention next year 
in New Jersey. It is reported that there 
is support among officers of the associa- 
tion and the trustees in favor of holding 
the meeting there next year. 


Nothhelfer Made Acting 
General Agent, Chicago 


John B. Nothhelfer, who has been 
more than nine years with State Mu- 
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Ro 


tual Life in Chicago, and nearly seven 
as agency supervisor, has been appointed 
head of the former Chicago Wiese office, 
with the title of acting general agent. 
State Mutual maintains two general 
agencies in Chicago, the other being un- 
der General Agent Joe C. Caperton. 
_Mr. Nothhelfer has had all his life 
mstrance experience in the same office 
of the State Mutual, beginning as agent 
in 1929. A graduate of Purdue, Class of 
1921, and a native of Chicago, Mr. Noth- 
helfer is forty-one years old. Since his 
graduation he has kept in contact with 
ls university as officer, both in the Pur- 
(ue Club and in his fraternity, Theta 
Psi. In addition to his supervisory du- 
ties last vear Mr. Nothhelfer earned a 
high position among State Mutual’s fifty 
leading producers, who comprise the 
company’s Pilgrim Club. 


CHICAGO GENERAL AGENT .. 

Old Line Life Insurance Co. of Ameri- 
ta has announced the appointment of 
Carl C. Knudson as general agent with 
headquarters in Chicago. For the past 
ten years Mr. Knudson has been asso- 
cated with the Ohio National, prior to 
which he was branch manager for an 
Eastern company. 


MOST AGENCIES GAINED 

Fifty of the fifty-six Bankers Life of 
OWa agencies made gains in life insur- 
ance in force during January. Leading 
lm percentages of gain were West Vir- 
ginia, Minneapolis, Wichita, Elgin, To- 
ledo and El Paso. Net new paid busi- 
ness for the month was $8,345,911. 


KELLY TORONTO MANAGER 


mpire Life announces appointment of 








[ William Bernard Kelly as branch man- 
' ‘ger for Toronto and vicinity. 














WHAT WILL BE THE PICTURE? 


If your prospect could visualize 
the future, what would he desire 
to see? 


Would it be a picture of a happy 
family—his family—growing to 
maturity under the care of a de- 
voted mother, even if he failed 
to survive? 


Or further along, if he lives, a 
picture of independence in his 
later years. 


Tell him how he can provide 
for future needs with life 
insurance 





Ged) eudential 


Insurance ¥ Company of America 


Home Office, NEWARK, N. J. 
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Emerson Made Assistant 
Director of Agencies 


NORTHWEST’N MUTUAL CHOICE 





Has Been With Company Since He Was 
in College; Winner of Many Hon- 
ors; Change Effective April 1 





Northwestern Mutual Life has appoint- 
ed Ralph Waldo Emerson assistant di- 
rector of agencies at the home office, 
effective April 1. Mr. Emerson, who has 
been supervisor of the Poindexter gen- 
eral agency of the company in St. Louis, 
fills the vacancy created by the resigna- 





RALPH WALDO EMERSON 


tion of Nelson D. Phelps, now general 
agent for Northwestern Mutual at Bos- 
ton. 

Mr. Emerson, a native of Kansas City, 
Kans., and a graduate of University of 
Kansas, has been with Northwestern 
Mutual since his second year at college 
when he was 19 years old. He began 
full-time selling for the company upon 
his graduation in 1929, becoming super- 
visor for the Kansas agency under C. H. 
Poindexter, general agent, a year later. 
When Mr. Poindexter became general 
agent in St. Louis in 1932 Mr. Emerson 
continued with the agency as supervisor 
in eastern Missouri. 

Has Won Many Awards 

Since joining Northwestern Mutual 
Mr. Emerson has qualified for the 
bronze, silver and gold button production 
clubs; was awarded the C. L. U. designa- 
tion in 1932; in 1933 was among the 
first group of men to receive the certifi- 
cate of agency management from the 
American College of Life Underwriters; 
was elected vice-president Northwestern 
Mutual Supervisors’ Association in 193, 
and president the following year, when 
he was also elected a member of the 
standing committee of the company’s 
association of agents, conducting the 1936 
annual meeting in that capacity. 

Mr. Emerson has been active in edu- 
cational projects of the St. Louis Life 
Underwriters Association as well as in 
the C. L. U. program. He was chair- 
man of the latter’s 1938 educational com- 
mittee at Jefferson College, teaching 
there and at St. Louis University. 





ULLRICH SUCCEEDS McKEOUGH 

Leonard Ullrich this week was appoint 
ed supervisor, life department, of W 
Alexander & Co., Chicago general agen- 
cy, Penn Mutual Life. He has been 
associated with W. A. Alexander & Co. 
for the past ten years. Mr. Ullrich as- 
sumes the post vacated several weeks ago 
by A. E. McKeough, who resigned to 
become general agent for the Ohio Na- 
tional Life. 


The Prudential Athletic Association 
will have a jamboree tonight in the com- 
pany’s gymnasium, Newark. 
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Greatest Co-Operative Movement 


Parkinson Says Insurance Is Widespread Recognition of 
Human Value Service; Society’s Record for 1938 
Given to Directors 


In his annual report to the board of the 
Equitable Life Assurance Society Presi- 
dent Thomas I. Parkinson said the total 
assets of the company at end of 1938 
were $2,260,913,149; that total life insur- 
ance in force at that time was $6,750,000,- 
000, (an increase of $14,645,900); that 
new Ordinary life insurance issued dur- 
ing year was $315,669,000; and that new 
Group Life was $100,311,179. Amount 
set aside for dividends to policyholders 
in 1939 is $32,702,568. 

Major Parkinson told the directors 
that he would like to stress the fact that 
despite the largeness of the figures they 
represent merely the efforts of numerous 
individuals to make provision, for the 
most part modest, for the uncertainties 
of the future. 

“A life insurance company furnishes 
the mechanism through which a large 
number of persons can cooperate to 
ward off the financial hardship which 
may come from untimely death or pro- 
longed life,” he said. “Individually, they 
could not perform this task. The fact 
that so many join such a co-operative 
movement is testimony to the widespread 
recognition of the human value of the 
service which we render.” 


Discusses Assets and Reserves 


In discussing the total admitted assets 
of more than two and a half billions 
Major Parkinson said it may not always 
be clear in the public mind whv a life 
company has so large a total of assets 


even thouch it is the instrumentality of- 


co-operation by a large number of policy- 
holders. He briefly sketched why. 

“Two hundred vears of life insurance 
history, here and abroad, have demon- 
strated that level premium life insurance 
is the only type of life insurance which 
operates to accomplish its permanent 
purpose. Since the rate of death in- 
creases as age increases, the premium, 
which would be necessary year by year 
to meet only the mortality charge of 
that year, would be a continuously in- 
creasing amount to each policyholder. 
Previous attempts to make premiums 
vary in that manner have demonstrated 
that most policyholders who reach upper 
middle life must eventually ceive up their 
insurance under the force of the increas- 
ing charge. By the level premium plan 
such consequences are avoided. The 
policvholder pavs more than is required 
for the mortality charge in. the earlv 
vears; the excess is accumulated with 
interest as a reserve fund to be drawn 
upon when the level premium is no long- 
er sufficient to meet the charges at the 
higher ages. This reserve fund accounts 
for the major part of the assets of a life 
insurance company.” 


Premium Income 

In 1938 the Equitable’s total receipts 
from life insurance premiums and an- 
nnitv considerations amounted to $278,- 
997,524 during 1938, which was less than 
the corresnonding total for 1937 by 
$269,319. First vear life insurance pre- 
miums and annuity considerations, which 
were $601601.203 in 1937. amounted to 
$59,550,292 during 1938. The amount of 
new insurance paid for was $415,980,099 
or 83.1% of the volume obtained during 
1937, an experience which coincides with 
that of companies generally. 

‘Tt is of interest in connection with 
our regular business to note the diversity 
of types of service which our newlv is- 
sued contracts represent,” said President 
Parkinson, “30% of the amount of new 
life insurance was on the Ordinary Life 
plan. Limited Payment Life policies rep- 
resented 18%: Convertible policies 7%: 


snecial family protection policies 5%: 
Economic Adjustment 3%; Juvenile Life 
policies 2%: Endowments of various 


types 11%; Term insurances ranging up 
to 20 years 18%. In addition, our new 


business contained annuities of various 
sorts, annual premium and single pre- 
mium, immediate or deferred, involving 
either one or two lives. It is our earnest 
effort to make available all classes of 
insurance and annuity contracts which 
are shown to serve a human need and 
to be within the proper scope of our 
business. The application of a wide vari- 
ety of available services to the particular 
circumstances of each policyholder calls 
for individual guidance. Our agency force 
is thus an indispensable part of adequate 
service to the public. Its purpose is to 
see that the type of contract fits the 
needs of each applicant—a service re- 
quiring thorough education in the tech- 
nical aspects of the business. But, in 
addition, the agent is in a position to 
apply a high order of skill in determining 
the manner of payment of the proceeds 
of policies to best fit the family circum- 
stances after the breadwinner is gone. 
The agent’s relationship to a policyholder 
is properly a continuing one, giving ap- 
propriate counsel by taking account of 
changes in the policyholder’s needs as 
they arise. The Equitable bends every 
effort to see that its agency representa- 
tives fulfill this high purpose with human 
sympathy, industry and skill.” 

Payments to policyholders during 1938 
were $190,761,068, of which $69,462,521 
represented death claims. 


Comments On Mortality 


The total of new policy loans during 
1938 was $49,365,453, or $1,691,797 in ex- 
cess of the corresponding total for 1937. 
The aggregate of policy loans outstand- 
ing at the end of the year was $253,868,- 
906, or $5,645,181 less than the total at 


from substantial repayment of loans. 

The ratio of actual to expected mor- 
tality was 58.22% compared with 60.36% 
in 1937, and for the regular business 
alone the mortality experience was 
58.71% as compared with 59.50% in 1937. 
“We should emphasize, in this connec- 
tion, that it is the actual mortality ex- 
perience, which is significant as an in- 
fluence upon the cost of insurance, rather 
than the particular mortality table which 
may be applied in the calculation of pre- 
miums. It is essential that a mutual life 
insurance company base its premiums on 
conservative assumptions as to mortality, 
which will assure the payment of every 
obligation, despite such contingencies as 
war or epidemics. To the extent that 
improvements in mortality occur, policy- 
holders derive a benefit by the resulting 
contribution to our capacity to maintain 
dividends.” 

1938 Investments 

The Society purchased bonds during 
the year, exclusive of United States 
Government obligations, at an aggregate 
cost of $361,156,337. In addition, the 
total cost of guaranteed and preferred 
stocks purchased was $3,178,517. The 
average yield on these corporate secur- 
ities purchased during the year was 
3.61%. The Society invested nearly two 
and one-half dollars in high-grade cor- 
porate securities during 1938 for each 
dollar of increase in ledger assets. 

“We took advantage of the opportunity 
which arose in the market for railroad 
securities during 1938 to invest $73,510,- 
808, in the principal amount of $75,526,182, 
in high-grade railroad bonds,” he said. 
“While we recognized the problems con- 
fronted by the railroads of the country, 
we made this investment because of our 
confidence in the underlying liens of the 
more strongly situated railroad systems. 
After taking account of these purchases, 
the percentage of total assets represented 
by railroad securities is substantially the 
same as it was six years ago. The larger 
part of security purchases, however, com- 
prised the obligations of industrial cor- 
porations. The total amount invested in 
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All of these obligations of borrowers en, 
joying high credit are relatively shop, 
term and involve either serial redemp. 
tions or the operation of substanty 
sinking fund provisions. While giving 
us a reasonable rate of return, maturitie 
are such as to facilitate the administra. 
tion of the Society’s investments in a¢. 
cordance with developments during th, 
years ahead. , 
“The total net consideration from the 
sale, redemption and maturity of stocks 
and bonds during the year was $343,860 - 
629. The sale of United States Govern. 
ment obligations comprised a large part 
of sales during the year. The net de- 
crease in the Society’s investment jp 
Government obligations was $149,159 .6¢9 
during 1938. The sale of a large volume 
of these securities at high premiums ap- 
peared to be indicated, in view of the 
uncertainty in the outlook for the tay. 
exempt feature in outstanding obligations 
and the availability of a satisfactory 
volume of short-term securities of indys. 
trial corporations. Total net profit from 
the disposal of stocks and bonds during 
the year was $13,264,827. In this general 
connection, it is interesting to note that 
for the ten-year period ending December 
31, 1938, the aggregate of net profits— 
after absorbing all losses on sale of ge- 
curities—obtained by the Society from 
the sale or maturity of securities was 

$30,517,764. 
Bond Yield 


“The yield for 1938 from all bonds 
owned by the Society was 3.30%. The 
rate earned on all bonds, other than 
United States Government obligations, 
was 3.80%. An important consideration 
in the amount of these yields continues 
to be the proportion of short-term bonds | 
maturing within fifteen years. The ratio 
of bonds in this category to the total of | 
bonds owned at the end of the vear was 
55.9%. The Society received 94.7% of all 
interest falling due on bonds held during | 
the year. The yield for the year on the | 
investment in stocks was 4.98%. The 
combined yield for 1938 from the Soci- 
ety’s entire investment in bonds and | 
stocks, which at December 31, 1938 | 
amounted to $1,410,674,065. was 3.40%, a 
slight improvement over the correspond- | 
ing rate for 1937. 





Mortgage Loans 

“At the end of 1938. the Society held ; 
34.735 mortgage loans for a total amount 
of $283,978668. This represented an in- 
crease during the vear of $26,946,116, the 
first increase in the Society’s mortgage 
loan investment since 1931. It should 
be stressed that this increase was not 
accomplished by a relaxation of conserva- 
tive standards in the appraisal of prop- 
erties offered as security for loans. The 
gross rate of return on the total mort- 
gage investment for the year was 5.11% 
while the corresponding rate for 1937 . 
was 5.33%. During the year, 2,349 cash 
and purchase money mortgages were 
made in the amount of $57814.659. which 
compares with 1,203 for $23,657,275 dur- 
ing 1937, 

“Mortgage interest received during the 
vear amounted to $13.753,852, which was 
97% of the interest falling due in 1938 
The corresponding ratio for 1937 was 
95%. Despite this improvement in collec- 
tions and the increase in the mortgage 
loan investment, the total of mortgage 
interest received during 1938 was slightly 
less than the amount received during 
1937. This, of course, reflects the com- 
petitive situation in the mortgage loan 
field. which imposed the necessity of 
lending at lower rates of interest. 


Real Estate 

“The book value of real estate owned 
by the Society at the end of 1938 was 
$165,245,014, of which $151,136,215 repre- 
sented real estate acquired through fore- 
closure of mortgages. There was a small 
decrease during the year in the Society's 
investment in foreclosed real estate, the 
first during this decade. The foreclosed 
real estate at the end of 1938 consisted 
of 17,037 properties, of which 438 were 
business and apartment buildings, 10,534 
were dwellings, and 6,065 were farms. 





After the payment of all direct expenses 
(Continued on Page 10) 
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A | of Defense 


As a method of building up a secure, 
non-fluctuating estate—a bulwark of 
defense against the unknowable fu- 
ture—the importance of life insurance 
can hardly be overestimated. And 
its ultimate aim—adequate financial 
security for a family—is so vital that 
it must surely be considered a neces- 
sity by all clear-thinking people. 


—Massachusel Mutual 


LIFE INSURANCE COMPANY 
Springfield, Massachusetts 
Bertrand J. Perry, President 
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Managers’ Committees 
Meet in Joint Session 


VISION CONSTRUCTIVE PROGRAM 


Life Managers Association of Greater 
New York Behind Plan to Build 


Organizations Here 


Harry F. Gray, in his first action as 
president of the Life Managers Asso- 
ciation of Greater New York called to- 
vether four committees last week repre- 
senting the Round Table Group and the 
Midtown Managers Association of New 
York City, the Life Managers Associa- 
tion of Brooklyn and the Life Managers 
Association of Northern New Jersey to 
discuss a program of growth and co 
operation suggested by the planning com 
mittee last year when Mr. Gray was 
chairman. A resolution leading up to 
this meeting was adopted at the Decem 
ber meeting of the Life Managers Asso- 
ciation of Greater New York. 

At the joint meeting held last week 
at the Bankers Club representatives of 
the four groups of life managers showed 
an enthusiastic interest in the possibilities 
of a program which would build the four 
smaller organizations, geared through 
their monthly luncheon meetings to the 
development of good fellowship and un- 
derstanding, while at the same time it 
would strenethen the larger organization 
in meeting the broad problems which 
concern the whole. 

No attempt was made at the meeting 
last week to reach conclusions but the 
four committees were asked to return 
to their respective groups and to discuss 
the things which they want the Life 
Managers Association of Greater New 
York to do both for the individual groups 


in the Greater New York area and for 
the whole 

These committees took part at the 
mectng 

Round Table Group: Edward W. Allen, 


New England Mutual; Harry Gardiner, 
John Hancock, and George A. Kederich, 
New York Life. 

Midtown Managers Association: Leroy 
Sowers, Mutual Life of New York; Ben 
Hyde, Penn Mutual, and John A. Me 
Nulty, Prudential. 

Brooklyn Managers: 


Alfred Johannsen, 


Northwestern Mutual; Harold Parker, 
Phoenix Mutual, and Harold B. Wen 
dell, Massachusetts Mutual. 


Alex 


Newark Managers Association; 


ander F. Gillis, Provident Mutual; W. 
Everett Rowley, Northwestern Mutual, 
and Alvin R. Metcalfe, National Life of 
Vermont. 

Representing the Greater New York 
\ssociation were Harry F. Gray, Con 
necticut Mutual, president; H. Arthur 
Schmidt, New England Mutual, secre 
tary-treasurer, and Osborne Bethea, 


Penn Mutual, chairman of the planning 
committee for 1939, 


Robert Brindle Retires From 
John Hancock; Name Decelle 


Robert Brindle, manager at Woon- 
socket, R. I., John Hancock, will retire 
on February 28. Mr. Brindle completed 
his fiftieth anniversary of service with 
the John Hancock on February 20. He 
started as an agent in Pawtucket, was 
promoted to an assistant at that office 
two years later and has been manager 
of the Woonsocket office ever since his 
appointment on March 2, 1896, 

Arthur J. Decelle has been appointed 
manager to succeed Mr. Brindle. Thirty- 
two years with the John Hancock in the 
Woonsocket office, he began as a clerk 


and in 1908 was promoted to cashier 
Since 1929 he has been assistant-at- 
large . 


DR. J. McFADDEN DICK DEAD 

Dr. J. McFadden Dick, a director of 
the Continental American Life, died at 
his home in Salisbury, Md., February 16. 
He had been closely associated with the 
company since its beginning as one of 
its earliest stockholders and policyhold 
ers and as a medical examiner. 


Factory Symbol Marks 
Haas Sales Congress 


PITTSBURGH AGENCY MEETS 
Each Salesman a Business Concern in 
Himself; Must Have Cooperation 
of All Departments of Agency 

\n outstanding agency conference was 
held in Pittsburgh last week by the A. F. 
Haas agency of the Mutual Life. It 
took the form of a one-day sales con- 
gress, was held at Hotel Schenley, and 
from the home office came Vice-Presi- 
dent and Manager of Agencies George 
\. Patton. Charles Benjamin, the agen- 
cy’s leading producer and president of 
the Pittsburgh Avency Field Club, 
opened the conference 

The speakers were these: 

Executive department—-Mr. Patton 

Treasurer’s department--R. K, Eastman, agen- 


cy cashier. 
Bookkeeping department—R. S. Koehler, Jr., 


Mutual Benefit. 

Public relations department—A. E. Wright, 
Mutual Life. 

Research department—Erroll Ripley, North- 
western Mutual. 


Timekeeping department—W. B. Lichliter, Mu 
tual Life 

Sales department— Mott V. 
Advertising department ! 
Life. 


Hyde, Mutual Life. 
1. Latiano, Mutual 


Dynamo Motivation Theme 

Of particular interest was the method 
by which the theme of the conference 
was built. In the morning, spotlighted 
in the center of the stage was a paint 
ing, four feet by six feet, showing a 
salesman marching out the highway to 
the horizon of success. As each speaker 
was introduced a section of a factory 
was superimposed upon the painting. 

By the time the last speaker had de- 
livered his address the factory was com- 
plete and the analogy between the sales- 
man and a going business concern was 
complete also except for the power to 
drive the factory. That power was sym 
bolized by a large dynamo connected 
to the factory by four electric wires and 
was set up just as Manager Haas was 
introduced to make his address on “What 
Puts the Into a Going Concern?” 
At the of his address he intro- 
duced Vice-President Patton, who dis- 
cussed life insurance as a sales career 
and also complimented the agency on 
its achievements. 

Throughout the day the idea was 
stressed that each salesman is a business 


Go 


close 


concern in himself; that while many 
may attribute success or failure to the 
presence or lack of sales ability, the 
difficulty is often to be found in other 


departments. 

In the evening there was a_ banquet 
and dance held in the ballroom of the 
Schenley. Songs especially written for 
the occasion were sung with spirit. 

All of this led up to the evening’s 
principal event which was the corona- 
tion of the leaders by Manager Haas 
and former Manager J. M. Dalbey. At 
the beginning of the ceremony the room 
was darkened and a spotlight thrown 
on a long white carpet leading up to the 
speakers’ table. As the name of each 
leader was called, a page boy escorted 
him from his seat to the place of corona- 
tion. As he knelt before the speakers’ 
table Manager Haas placed upon his 
head the crown which marked his par- 
ticular achievement. 


ADVERT Site 


DEPT 


LMLATANO RAE 


Chicago Clinic 





\t the recent Business-Getter Clinic of 
the Chicago Association of Life Under- 
writers four of the younger members of 


the association were questioned in an 
interesting quiz. None had been in the 
business as long as a decade and they 
were designated by the general agents 
and managers division as “on the way 
up.” Idea was to bring out methods 
of this quartette in assuming production 
leadership in their agencies. 

The four agents were F. A. C. Tocque, 
Howes agency, Berkshire; Ernest Krug, 
Hastie agency, Mutual; Walter Leck, 
Wiese agency, State Mutual; L. Mortimer 
Buckley, CLU, Ewing agency, Provident 
Mutual. 

On this page is a picture of Berrien 
Tarrant, manager Canada Life, an in- 
vestigator; F. J. Budinger, CLU, mana- 
ger Franklin Life, and Edwin S. Hew- 
itt, CLU, Connecticut Mutual. 

Among others taking part in the clinic 
as members of investigating committee 
or special prosecutors were these: Fran- 
cis P. Clish, John Hancock; L. Wheeler 
Tracy, New York Life; D. Miley Phipps, 
CLU, John Hancock. 


New York CLU to Meet; 


Start Review Course Soon 
The next meeting of New York Char- 
tered Life Underwriters will be held at 
Martinique Hotel, New York, February 
28. After the regular luncheon meeting 
a special executive session will be held 
for members only. At the luncheon 
Joseph Trachtman, New York attorney, 
will speak on some things life under- 
writers should know about wills. 
The review course at Fordham Uni- 
versity will begin March 15, with In- 
structors J. Fred Speer and Alfred J. 


Johannsen. The classes will be held on 
successive Wednesdays from 4 to 5 
o’clock and cover Parts I and II in 
preparation for examinations, tuition 
fee, $15. 


Information and application blanks may 
be obtained from Dr. Hugh S. O'Reilly 
at 233 Broadway (Cortland 7-2790), or 
from C. Lamont Post, 17 John Street 
(Cortland 7-5300). Fordham University 
is not co-educational and the course, 
therefore, is not open to women. 





A. F. Haas Agency Display at Sales Congress 


Bankers National Has 
Good Business in 1938 


MADE INCREASE IN ORDINARY 


Surplus Computed Only After Settin 
. g 
Aside Reserves to Cover Every 
Predictable Contingency 
Successful operations of the Bankers 
National Life in 1938 are enumerated by 
Alexander White, agency secretary, in a 
letter to the field force in which he says 
that assets increased more than 9% to 
$6,386,483. Liabilities and reserves were 
$5,501,370, leaving $885,112 for capital 
and surplus, the highest figure that item 
has reached. The ratio of assets to lia- 
bilities is more than $116 for each $100, 
Actual mortality experienced was 46%, 
Mr. White congratulates the field force 
on the showing made in Ordinary, the 
volume of which increased more than 8% 
over 1937. Ordinary in force increased 
$5,747,670 to a new high mark. Total of 
all kinds of insurance in force reached 
$71,691,108, an increase of more than 
$4,000,000. _ 
This year dividends to policyholders 
will be made on the same basis as in 


1938 and interest on dividends and on 
policy proceeds left with the company | 


will be 34%. 
Many Reserves Provided 
The annual statement shows that after 
setting up the statutory reserve and be- 
fore computing the aforementioned capi- 
tal and surplus of $885,112, the company 
set aside the following funds: For claims 





unreported and in process of settlement, | 


$95,192 ; for instalment settlements—pres- 
est value of amounts due beneficiaries in 
the future, $78,057; for policyowners’ 


funds, with interest, left with the com- | 
pany to accumulate, $320,236; for divi- | 


dends and coupons payable to policyown- 
ers in 1939, $124,251; for premiums and 
interest received in advance, $61,127; for 
taxes, licenses and other items payable 
in 1939 on 1938 business (estimated), 
$58,132; for reserve for depreciation of 
home office building, $9,000; for miscel- 
laneous obligations, $14,176; reserve for 
fluctuation in security values, $100,000. 





AETNA TROPHY AWARDED 
Elmer Abbey, San _ Antonio, 


President’s National Memento; Re- 

gional Honors Also Provided 

In recognition of an outstanding rec- 
ord during 1938, the Elmer Abbey gen- 
eral agency for Aetna Life at San An- 
tonio was named winner of the national 
President’s Trophy award by S. T. What- 
ley, vice-president of the company. Re- 
gional President’s Trophy awards went 
to general agencies at Portland, Me, 
Toledo, Minneapolis and El Paso. 

The annual awards are made to the 
agencies showing the most general im- 
provement in increased business, devel- 
opment of full-time organization, conser- 
vation record, quality of production and 
improvement in other phases contrib- 
uting to a progressive organization. The 
national award goes to the outstanding 
agency and the regional awards to the 
highest ranking agencies in the four re- 
maining regional divisions of the com- 
pany’s field organization. ; 

General agents who head the agencies 
winning the regional awards are: Boyce 
Thomas, Portland, Me., eastern; Clyde E. 
Blosser and John A, Hill, Toledo, cen- 
tral; F. E. McMahon, Minneapolis, west- 
ern; A. L. McKnight, El Paso, pacific 
Mr. Abbey’s agency was the representa- 
tive of the southern region. 





AETNA GRADUATES TWENTY-SIX 


Diplomas have been awarded to 4 
group of twenty-six graduates of the 
first life insurance school of 1939, Aetna 
Life, which was completed at Hartford 
February 19. The five-week classes were 
conducted by E. H, Snow and W. C. Ab- 
bey, field supervisors. Students came 
from some far-away agencies, including 
Dallas, New Orleans, Oklahoma. Cit) 
and Omaha. Applications are coming 10 
for the next school, from July 10 f 
August 12. 
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Aetna Life Makes 
Additions to Staff 


pr. PAUL, H. H. PELTON, RETIRE 





A. Henry Moses, Se. Mental Aeteens 
Treasurer; J. J. McKinley and J. A. 


Blanchfield, Assistant Secretaries 





Following, the meeting of the directors 
tthe Aetna Life last week several ad- 
fitions to the official staff were an- 
nounced and the retirement of Dr. G. P. 
Paul, associate medical director of the 
company since 1925, and also that of 
H. H. Pelton, assistant secretary, who 
tires after thirty-eight years’ service. 
Dr. Paul, previous to coming with the 
\etna Life, was state director of the In- 
ernational Health Board of Rockefeller 
Foundation and was a director of the 
jepartment of hygiene at Antioch Col- 
lee. Mr. Pelton has been assistant sec- 
retary in charge of the new business de- 
partment since 1924. Brief report of 
these changes was made in The Eastern 
Underwriter February 10. 

Additions to the official staff of Aetna 
Life are the election of A. Henry Moses, 
Ir, as assistant treasurer, James J. Mc- 
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Kinley, assistant secretary, life depart- 
ment, John A. Blanchfield, assistant sec- 
retary, life claim division, Edwin H. 
Snow and William C. Abbey, field su- 
pervisors, life agency division. 

Mr. Moses graduated from Trinity 
College in 1928, first joined the Group 
department of Aetna and transferred to 
the investment department in 1929. Mr. 
McKinley went with the Aetna in 1909 
in the policy dividend division, was ap- 
pointed a supervisor in 1924 and in 1936 
was given supervision over the policy 
loan department. Mr. Blanchfield is a 
native of Hartford, went with the Aetna 
in 1924 in the claim division of which 
he was later made superintendent. He 
isa graduate of the Hartford School of 
Law. Mr. Snow comes from Chicago, is 
a graduate of Northwestern University 
and came to the home office through the 
Chicago agency, being made agency as- 
sistant in 1935. Mr. Abhev is a gradu- 
ate of Princeton. Class of 1925, was for- 
merly vice-president and merchandising 
manager of a department store in Texas, 
coming with the Aetna in 1934 and to 
the home office in 1937. 


Johannsen Gives Ideas On 
Raising Production Levels 


To raise a man to a higher level of 
production discover which of the prime 
requisites for success he already pos- 
sesses and then strengthen those char- 
acteristic, Alfred J. Johannsen, general 
agent, Northwestern Mutual Life, told 
members of the Brooklyn Life Managers 
Association at their meeting last week. 
Mr. Johannsen’s method starts with se- 
lection. He said: “If there are eight 
requisites for success, don’t waste time 
on the fellow who has only one or two 
of them. Take a man who has four or 
more and build those qualities.” 

Alfred G. Correll, general agent, New 
England Mutual, president of the Brook- 
lyn managers, presided at the meeting. 

Pointing back to school days, Mr. Jo- 
hannsen said that he recalls hours and 
hours of drill and study, memorizing, 
reciting and review but he has observed 
with most men when they stop school 
they stop study. He told the story of 
an agent who had been in the business 
eleven years. Mr. Johannsen made him 
select a prospect, learn a sales talk for 
his situation, memorize it, rehearse it, 
learn the answers to objections. The 
agent was sent back three times to study. 
after the fourth rehearsal he was con- 
sidered ready to see his prospect. The 
agent returned to the office with the 
largest application he had ever written 
and reported the easiest interview he 
had ever had. 

Mr. Johannsen told the managers that 
men must forever keep training them- 
selves as they did in school. He thinks 
it is a good idea for an agent at least 
once a month to contact a prospect who 
can buy $25,000 or more in order to build 
self-confidence and prestige. 
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INTO THE PICTURE EARLY IN 1939 


, HE WAY to guarantee a prominent place in the 

1939 New Business Picture is to get in early and 

stay there. That is the slogan of Union Central field 

men. They started the year with an increase of 81% 

in January over the first month last year—the largest 
January in several years. 

What has made this possible? Perhaps it is the 


extra work put in by Union Central agents. Perhaps 


it is better business conditions. Perhaps it is the 


The UNION CENTRAL LIFE Insurance Compan 





extensive line of modern contracts offered by Union 
Ccntral—for example, the new Complete Protection 
Plan which provides $200 a month for a man’s family 
if he dies—$200 a month for him if he lives to 60 or 
65. Perhaps it is the impressive national magazine 
advertising campaign with full-page ads like the one 
illustrated above. 

Perhaps it is a combination of all these. Regardless 
of why, the important thing is that this gratifying 


increase for January is an accomplished fact. 


CINCINNATI, OHIO 
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James W. Simpson of Sun 
Dies; Known World-Wide 


WAS SUPERINTENDENT AT LARGE 





With Company Since 1902; Familiar Fig- 
ure at American Insurance Con- 
ventions; Toured Globe 


James W. Simpson, for many years 
one of the most prominent of all pro- 
duction figures in the international field 


of insurance, died in Montreal last week. 
At the time of his death he was superin- 


He 


Ee hee... 2. ae 
tendent-at-large of the Sun Life. 





Rice, Montreal 

JAMES W. SIMPSON 
was 61 years old. He had done a lot 
to foster better understanding between 


insurance companies and was frequently 
seen at conventions in this country, both 
of company organizations and of the 
National Association of Life Underwrit- 
ers. From 1934 to 1936 he was on the 
board of directors of the Life Insurance 
Sales Research Bureau. 

Mr. Simpson had been with the Sun 
since 1902 and early showed ability as 
an organizer. He became inspector for 
Canada in 1909 and five years later was 
named inspector of the agency bureau. 


In 1916 he became superintendent of 
home agencies. During this time he had 
been establishing a high reputation 


among outside insurance organizations 
with the result that in 1922 the Asso- 
ciation of Life Agency Officers appoint- 
ed him a member of the executive com- 
mittee, while the Canadian Life Agency 
Officers Association named him chairman 
at their 1926 convention and later, pres- 
ident. 


Honored on 25th Anniversary 


In May, 1927, Mr. Simpson’s record 
of twenty-five years’ service with the 
Sun Life was marked by a _ banquet 
tendered him by the president and of- 
ficers of the company. Further promo- 
tions had meanwhile taken place and, 
as superintendent of agencies and, later, 
as chairman of the agency executive 
committee, he carried out his duties with 
every satisfaction. 

In 1931 Mr. Simpson made an exten 
sive world tour covering all of his com- 
pany’s branch offices in the foreign field. 
His last appointment—that of superin- 
tendent-at-large, came early in 1936. 

3ecause of his wide travel and ex 
tensive acquaintance in all parts of the 
world he was an unusually good racon- 
teur. His social side was pronounced 
and he took a prominent part in the 
convention in Quebec last year of the 
National Association of Insurance Com- 
missioners. His attention to detail at 
that convention and his interest in the 
guests made a marked impression upon 
those who attended the convention, gen- 
erally regarded as a high mark in enter- 
tainment of insurance people on this 


side of the water. There was wide- 


Thomas I. Parkinson Made 
General Campaign Chairman 


Of Greater New York Fund 


Thomas JI. Parkinson, president Equi- 
table Society, has accepted the general 
campaign chairmanship of the Greater 
New York Fund for the 1939 campaign, 
which opens April 17. James G. Blaine, 
New York banker is president of the 
Fund. 

In his acceptance speech Mr. Parkin- 
son declared that the economics, cultural 
and social welfare of the city of tomor- 
row depended upon its health and social 
welfare program of today. 

“None of us will be inclined to ques- 
tion the fact that the extent to which 
a city can conquer disease, delinquency 
and despair determines to a large ex- 
what the city of tomorrow shall 
be,” he said. “In turn, these factors 
depend largely upon our providing sup- 
plementary funds necessary to carry 
out the welfare and health program of 
379 voluntary agencies affiliated with the 
Fund.” 

The announcement of Mr. Parkinson’s 
appointment was the beginning of the 
recruiting of an army of volunteer 
workers to aid in the raising of the 
$10,000,000 needed by the 379 voluntary 
health and welfare agencies participating 
in the Greater New York Fund. 





spread regret in insurance circles when 
news of his death became known as 
hundreds of insurance people knew “Jim- 
mie” Simpson. : 


Berkshire Life Gained 
In Business Last Year 


ASSETS AT NEW HIGH FIGURE 





Allen T. Treadway, William A. Burns 
and Laurence R. Connor Placed 
on Board of Directors 





President Frederic H. Rhodes, Berk- 
shire Life, reported at the annual mceet- 
ing of policyholders a gain in assets for 
the year of $2,645,767, bringing the total 
to $61,547,269, a new high for the com- 
pany. New business showed a gain of 
6.7% over the previous year and the 
amount of insurance in force also showed 
an increase. The excess of income over 
disbursements was $2,791,363. 

During the year $5,237,403 was paid to 
beneficiaries and living policyholders, an 
increase of $249,000. The annual report 
shows an increase in reserves for de- 
preciation of assets and an increase in 
surplus. 

Vacancies in the board of directors 
were filled by the election of Allen T. 
Treadway, congressman; William A. 
Burns of the Massachusetts Superior 
Court and Laurence R. Connor, presi- 
dent, Agricultural National Bank, Pitts- 
field. 

The policyholders voted to change the 
date of the annual meeting from Jan- 


uary 20 to February 8 beginning in 1940. 





SECURITY MUTUAL RESULTS 

Security Mutual Life reports an in- 
crease of business in force during 1938 
of $1,150,000. 
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Louisville Program For 


Sales Congress Ready 


Holgar J. Johnson, president National 
Association, and a quintet of top rank. 
ing producers will be the headliners for 
the seventh annual sales congress Spon- 
sored by the Louisville association in 
Louisville April 1 in conjunction with the 
mid-year meeting of the N.A.LLU, Na- 
tional Council March 31 and board of 
trustees April 1. Mr. Johnson will speak 
at a luncheon between morning and 
afternoon sessions, 


List of Speakers 


Scheduled on the sales congress pro- 
gram, the theme of which will be “Soly- 
ing 1939 Sales Problems,” are the fol- 
lowing speakers and subjects: Grant Tag- 
gart, million dollar producer at Cowley 
Wyo., for the California-Western States 
Life, “Seizing Your Opportunities”: 
Ralph G. Engelsman, Penn Mutual gen- 
eral agent in New York, “Sales Forum’: 
Paul C. Sanborn, Connecticut Mutual 
general agent at Boston, “Business In- 
surance”; Stanley E. Martin, State Mu- 
tual Life, Columbus, O., “Closing,” and 
Harry T. Wright, associate agency man- 
ager at Chicago for the Equitable So- 
ciety, “Counteracting Current Sales Re- 
sistance.” 

E. W. Baker, manager for John Han- 
cock and the Louisville association’s na- 
tional committeeman, is general chair- 
man in charge of all local arrangements, 
John K. Taylor, agency manager, Equit- 
able Society, is chairman of the local 
entertainment committee. 


P. F. Clark Among Speakers 


Among the many entertainment fea- 
tures already planned by Mr. Taylor 
and his committee are a luncheon March 
31 for the national councillors, a get- 
together cocktail hour that evening, to 
be followed by a buffet supper, and a 
breakfast for the trustees the next morn- 
ing. Guest speaker at the _ breakfast, 
which is being sponsored by the Louis- 
ville General Agents & Managers Asso- 
ciation, will be Paul F. Clark, vice-presi- 
dent, John Hancock. The National As- 
sociation officers, trustees and _ out-of- 
town general agents and managers, and 
local association presidents, are invited 
to attend. 





Equitable Society 


(Continued from Page 6) 


of operation, including taxes and repairs, 
net earnings amounted to $4,485,009, 
which was equal to 2.94% of the book 
value of the foreclosed property. 

“The Society sold 1,324 properties dur- 
ing the year for a total consideration of 
$9,732,533 at a profit over book value 
of $1,412,306. Since the peak in acquisi- 
tions of properties through foreclosure 
has, presumably, been passed, the prob- 
lem now paramount is the orderly liqui- 
dation of the real estate investment. 
The Society’s properties have been well 
maintained under a systematic program 
of repairs and rehabilitation, the costs 
of which, in practically all instances, have 
been met out of the incomes from the 
properties. With an organization equip- 
ped, as it is, to evaluate individual prop- 
erties, as well as the trend in the demand 
for real estate throughout the country, 
the Society is in a satisfactory position 
to avail itself of opportunities which will 
assure the sale of its properties on 4 
sound basis. 

“The net rate of return on the aggre- 
gate of the Society’s ledger assets, after 
deducting all investment expenses, in- 
cluding taxes on assets, was 3.45%, com- 
pared with 3.57% for 1937. In addition, 
the profits on sales of assets were equal 
to .71% of the aggregate of ledger assets. 





DUNSMORE HAS BEST JANUARY 

The Dunsmore agency of the Equitable 
Society at 150 Broadway, New York, 
had the best January in its history when 


$1,300,000 of Ordinary was paid for. Of 


that, $640,000 was Manager William J. 


Dunsmore’s personal production. 
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Victoroff Led Company 


IRVING VICTOROFF 


Starting from scratch in the Fall of 


1935 Irving Victoroff of Jersey City, 
N. J, has built his general agency for 
the Bankers National Life of Montclair, 
N. J, to the point where it became the 
leading agency of the company for 1938. 
\Ithough Mr, Victoroff gave much of 
his time to recruiting, training and su- 
pervision of new men he still put in 
enough time in the field to account for 
more than $600,000 of personal produc- 
tion for the year. Mr. Victoroff re- 
tuned a few days ago from a West 
Indies cruise. 








Hays Challenges CLU’s 


Not to Rest on Laurels 

W. Eugene Hays, himself a C. L. U. 
who came from Los Angeles just six 
months ago to become director of agen- 
cies for New England Mutual Life, 
threw down a direct challenge to Char- 
tered Life Underwriters in his address 
to the Boston Chapter last week, charg- 
ing them that they must not rest on 


their laurels but assume even greater 
responsibility, 
Mr. Hays said in part: “It is tre- 


mendously important that the policy- 
holder have his life insurance properly 
fitted to his needs, and the responsi- 
bility for the ‘fitting’ lies completely in 
the hands of the agent.” 


President M. Luther Buchanan, Richard 

Blackmur agency, Massachusetts Mutual Life, 
was joined at the head table by Mr. Hays, the 
speaker, James W. Daniels, Union Mutual Life, 
secretary; Vernon H. Blagbrough, John Han- 
ock, treasurer; Fitzhugh Traylor, Equitable of 
New York, chairman educational committee; 
James E. Warren, Blackmur agency, program 
chairman, and Miss Corinne V. Loomis, Eastern 
Massachusetts agency, John Hancock, immediate 
past president, Boston Chapter, and New Eng- 
and regional chairman, National Chapter Char- 
tered Life Underwriters. 





Two Equitable of Iowa 
Agents “Way-Out-in-Front” 


The Equitable Life of Towa announces 
that R. O. Claypoole, Philadelphia, and 
R. R. Coudert, New York City, each 
had sufficient paid premiums during Jan- 
wary to earn full premium qualification 
lor the company’s 1940 production clubs 
convention. They thereby earned mem- 
bership in the Royal Order of WOIF, 
an annual honor organization of the 
Equitable of Iowa, membership in which 
1s achieved by securing premium quali- 
heation for one of the company’s pro- 
duction clubs by June 30 of the qualify- 
Ing year—hence being Way-Out-In- 
Front. : 

. This is the second time since the crea- 
tion of this honor group in 1931, in 
which two agents have won the dis- 
tinction of WOIF membership in the 
hrst thirty days of the year. Members 
of the Royal Order of WOIF are suit- 
ably recognized at convention time and 
are the production pacemakers of the 
Company throughout the year. 


Financial Section 
Program Completed 

G IN CHICAGO 

Investment Authorities to Be Heard; 


School for Life Company H. O. 
Officials Being Furthered 


ALC. MEETING 








The mid-year meeting of the Financial 
Section, American Life Convention, will 
be held at the Palmer House, Chicago, 
March 27 and 28. D. F. Roberts, treas- 
urer, Acacia Mutual Life, is chairman 
of the section and announces that his 
program is almost complete. 

Company financial men, so far secured, 
who will speak to the section are Perry 


Bower, assistant treasurer, Great-West- 


Life, on “Influence of Current Yields on 
3ond Investment Policy”; R. B. Rich- 
ardson, president, Western Life, “Econ- 
omies in Investment Management”; 
Howard Holderness, vice-president, Jef- 
ferson Standard Life, “Policy With Re- 
gard to Sale of Foreclosed Property.” 
To Hear Investment Men 

The program will likewise include in- 
vestment authorities outside the insur- 
ance field, among whom are Fairman R. 
Dick of the investment banking house, 
Dick & Merle-Smith, New York. Mr. 
Dick will deliver a paper on the rail- 
road situation, being one of the coun- 
try’s authorities on that subject. Cor- 
win A. Fergus, director, division of re- 
search and statistics, Federal Home Loan 
Bank Board, will discuss some of the 
problems with which the board has been 
faced and will correlate the experience 
of that organization with the problems 
now being faced and which will prob- 
ably be faced in the future by life 
insurance companies in connection with 
home financing. Paul Ryan, chief statis- 
tician, American Gas Association, New 
York, will speak on “Some Economic 
Aspects of the Gas Industry.” 

The mid-year meeting will occupy two 
days this year instead of one, which has 
been the custom. Officers of the Finan- 
cial Section, and the special committee 
of which Alex Cunningham, vice-presi- 
dent, Western Life, is chairman, which 
committee was authorized at the con- 
vention meeting last October, spent two 
days in Chicago developing the subject 
of an investment school for life company 
home office officials. It is anticipated 
that a portion of the time during the 
meeting will be devoted to determining 
sentiment on this matter. 


John Hancock Advances 
Two in Actuarial Dept. 


John Hancock has appointed Harold A. 
Grout associate actuary and Harold A. 
Garabedian assistant actuary. Both Mr. 
Grout and Mr. Garabedian have served 
with the John Hancock for many years 
in its actuarial department. Mr. Grout, 
who is a graduate of Brown University 
with the degree of Master of Arts, has 
been with the company for twenty-five 
years and has been an assistant actuary 
since 1931. Mr. Garabedian, who has 
been mathematician since 1931, began his 
service with the John Hancock nine- 
teen years ago. He is a graduate of 
Tufts College with the degree of Bach- 
elor of Science. 








ELECTED BY NEW YORK C. L. U. 


New members of the New York Chap- 
ter Chartered Life Underwriters elected 
at the last meeting are these: Harper 
R. Dowell, Warner agency, New Eng- 
land Mutual; Nathan B. Cohen, Jacoby 
agency, Home Life of New York; L. E. 
Replogle, Dunsmore agency, Equitable 
Society; Field Robinson, Northwestern 
Mutual, Yonkers; Julius Seligson, Ott 
agency, Equitable Society, and Vernon 
L. Johntry, Bragg agency, Guardian. 





GOTTSCHALL IS SPEAKER 


Walter Gottschall, Chicago, agency 
director, central division, Equitable So- 
ciety, addressed a recent conference of 
district managers and field assistants of 
the Andrew B. Shea agency, Minneapolis. 








Alfred G. Correll Agency 


New England Mutual Life 
Insurance Company 


16 Court St. TRiangle 5-9651 
Ideas which bring results. 
Friendly and _ Intelligent 
Counsel. Cooperation and 

Assistance 


“SERVICE WHICH SERVES” 











January Business Shows 


Decidedly Better Trend 


New life insurance in January was 
23.9% more than for the first month 
of 1938, says the Association of Life 
Insurance Presidents. New writings 
amounted to $729,954,000 last month in 
comparison with $589,165,000 in Janu- 
ary of last year. ee 

Ordinary insurance was $578,692,000 
against $377,789,000, an increase of 53.2%. 
Industrial was $99,363,000 against $179,- 
975,000, a decrease of 448%. Group 
amounted to $51,899,000 against $31,401,- 
000, an increase of 65.3%. 





Michigan Legislature Would 

Legalize “Aviation Clause” 

The Michigan Department, which has 
been unable to approve, under existing 
code provisions, the writing of limited 
coverage policies for aviators and per- 
sons engaging in much flying other than 
on regular commercial routes, is sup- 
porting a legislative move to legalize the 
“aviation clause” in life policies. Sen. 
J. T. Hammond, Benton Harbor, chair- 
man of the Senate insurance committee, 
has offered a bill on the subject, It 
would allow a rider on life policies which 
would limit the insuror’s “liability with 
respect to risks incident to aviation; pro- 
vided, that no limitation shall be made 
with respect to fare-paying passengers 
of commercial airlines flying on regu- 
larly scheduled routes between definitely 
established airports, and providing fur- 
ther that the liability of the company 
under such a provision or rider shall 
in no event be fixed at any amount less 
than the full reserve of the policy and 
any dividend additions thereunder, less 
any indebtedness on or secured by such 
policy.” 


HANCOCK WRITES MANY GROUPS 

Lindy’s Restaurant in Los Angeles, 
Grand National Pictures, Inc., and Selz- 
nick International Pictures, Inc., have 
become Group policyholders of the John 
Hancock. Other Group cases closed in 
January are the American Society of 


Composers, Authors & Publishers; 
Charles G. Allen Co., Barre, Mass.; 
Schult Trailers, Inc., Elkhart, Ind.; 


Pennsylvania Coal Products Co., Petrolia, 
Pa.; W. C. Ritchie & Co., Chicago, and 
the Simpson Electric Co., Chicago. 





APPOINTED SUPERVISOR 
The Northern Life has appointed 
Charles F. Breckon as supervisor in 
Kingston, Ontario, under the Ottawa 
agency. 








All-Year-Round 
Sales Appeal 


Quality Accident 
Insurance 


In the past few weeks the 
need for accident and health 
insurance has been stressed as 
never before. A. & H. Week 
gave the line a big impetus 
and the interest is being sus- 
tained. 


The PREFERRED ACCI- 
DENT’S 55th Anniversary Pol- 
icy is unusually attractive to 
applicants who may qualify, 
and it contains many liberal 
features at a low premium cost. 
It is one of many accident poli- 
cies issued by this company of- 
fering exceptional opportuni- 
ties to the 


LIFE INSURANCE AGENT 
talk 


accident insurance during his 


who is not afraid to 


interviews. 


These policies are backed by 
a casualty company that has 
specialized in offering quality 
accident insurance to preferred 
classes of risks for more than 
fifty years. 


the 
insurance to 


Accident insurance is 
easiest form of 
sell. Everyone is a prospect, 
daily newspapers are full of 
leads, the demand is increas- 
ing and April’s Accident & 
Health Week observance cen- 
ters the attention of the nation 
on this line. 


You might as well capital- 
ize on this form of insurance 
as you go along. If you don't 
someone else will. 


Send for complete details on our 
accident policies and direct agency 
contracts. 


The 
PREFERRED ACCIDENT 


Insurance Company of New York 
80 Maiden Lane 


New York, N. Y. 
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Institute of Life Insurance 


(Continued from Page 1) 


and research under Third Vice-President 
James L. Madden. ‘Then, he became 
associated with Henry E. North in the 
first Lite Insurance Week. When Mr. 
North was made chairman of the Asso- 
ciation of Life Agency Officers American 
College of Life Underwriters committee, 
Mr. ‘lrangmar did fine work in increas- 
ing the interest in the life insurance 
fraternity in the CLU activities. Henry 
kE. North was succeeded by Cecil North, 
third vice-president, and Mr. Trangmar 
has continued this work under him. In 
the last three years CLU enrollment has 
tripled, number of CLU’s now being 
4,000. 
How National Message Week Started 
Lhe fixing of a specific period of time 
for a nation-wide concentration on lite 
insurance by producers as a scheduled 
event was started some years ago when 
it was decided to have a Life Insurance 
Day as one of the features of the Thrift 
Week of the national committee of the 
Y. M. C. A. Albert G. Borden, second 
vice-president of the Equitable Society, 
who was chairman of the Life Insurance 
Day committee of the Association of Life 
Agency Officers, in 1932 offered two 
prizes of $50 and $15 respectively to local 
life underwriters associations in the coun- 
try in order to make Life Insurance Day, 
January 21, 1932, a most complete and 
effective demonstration. Later, the As- 
sociation of Life Agency Officers de- 
cided to have a Life Insurance Week. 
The Annual Message of Life Jnsurance 
is the outgrowth of Life Insurance Week. 
For a number of years, under the au- 
spices of the committee of the Associa- 
tion of Life Agency Officers, one week 
was devoted to making the public more 


life insurance conscious. Some of the 
leading agency officers of the United 
States were chairmen at various times 


and the week grew in popularity until 
many local associations of life underwrit- 
ers concentrated on it, generally start- 
ing with a breakfast which got wide- 
spread publicity, acquainting the commu- 
nity with the event, and this was fol- 
lowed by meetings and newspaper arti- 
cles. It was finally decided to change 
the name to The Annual Message of 
Life Insurance and there has been some 
uncertainty as to exactly what form this 
week should take. Some people in the 
business thought it should be more than 
a week; others made numerous sugges- 
tions as to its operation, The last chair- 
man of the week was Joseph C. Behan, 
vice-president, Massachusetts Mutual 
Life. 

Views of President McCarroll of L. A. A. 

The successful launching of Institut 
of Life Insurance—it now has seventy- 
eight companies as its sponsor — has 
given great pleasure to the various pro- 
duction forces of the country and to the 
advertising and publication men of the 
business. 

John H. McCarroll, president of the 
Life Advertisers Association, said, after 
Friday’s meeting: 

“I think I can speak for members of 
our association as being particularly grat- 
ified that the Institute of Life Insurance 


is now an assured fact. It will fill a 
need, and from what I heard at the 
meeting I am sure that the entire busi- 


ness will be benefited by the better ac- 
quaintance which the public will have or 
life insurance which has protected and is 
protecting so many millions of individuals 
and so many homes. We are also grati- 
fied that there is the fine recognition 
that is being given to that phase of in- 
surance administration which has to do 
with cementing of relationships between 
the public and the companies and their 
representatives. That we can all work 
together for the highest standard of life 
insurance achievements will be demon- 
strated by the Institute. No people in 
America have a loftier conception of 
their daily work than those engaged in 
the insurance business, and recognition 


if that fact cannot be too wide.” 
Major Hull’s Views 
Major Roger B. Hull, managing direc- 
tor of the National Association of Life 


Underwriters, said to The Eastern Under- 
writer: 

“I have been saying to life insurance 
agents that they are the public relations 
officers of their company; that their 
consumer public is demanding something 
more of them today, in the way of higher 
performance, than it has ever demanded 


before; that this demand cannot be sat- 
isfied by the companies. I still believe 
that very definite responsibility rests 


upon the agents. But since, to my mind, 
the historic meeting in New York on Jan 
ary 24, when 76 (now 78) legal reserve 
life insurance companies organized the 
Institute of Life Insurance, I have been 
saying also that the companies are now 
for the first time organized to meet the 
present day confusion in the public mind 
and to carry on, through their agency 
forces and otherwise, a broad program 
of public information. In my opinion 
this is the most important step taken 
on behalf of life insurance and the insur- 
ing public—at least since I came into 
the business nearly thirteen years ago.” 
Those Present Last Week’ 
Those present at the New York City 
meeting last week in connection with the 
Institute’s affairs were John A. Steven- 
son, president, Penn Mutual; Frazar B. 
Wilde, president, Connecticut General; 
Charles G. Taylor, Jr., second vice- 
president, Metropolitan Life; M, Albert 
Linton, president, Provident Mutual; 
James A, Fulton, president Home Life; 
Ray D. Murphy, vice-president and actu- 
ary, Equitable Society; Fred L. Fisher, 
advertising manager, Lincoln National; 
Karl Ljung, Jr., superintendent of agen- 
cies, Jefferson Standard; John H. Mc- 
Carroll, advertising manager, Bankers 
Life; C. S. V. Branch, Sun Life. 
Representing National Association of 
Life Underwriters were Roger B. Hull, 
general manager, and Charles J. Zimmer- 
man, Chicago, vice-president. 
Representing Association of 


Life 





considerable traveling. 


he is and what he has done. 





SUPERVISOR 


An old established eastern company will add to its home office staff q 
supervisor who can show the desired qualifications in background, train. 
ing, success record, and personality. This is a salaried staff job, requiring 
Among other qualifications, the man we want 
should be able to sell himself on paper, in a clear factual picture of who 
Correspondence confidential. 


Box No. 1347, The Eastern Underwriter, 94 Fulton St., New York 


WANTED 


Address 





D. F. Houston 


(Continued from Page 4) 

about, the treasurer will consult me, and 
broadly speaking, our desire is to keep 
our money where it is needed and in 
the soundest institutions that we can 
discover. That is our general principle.” 

Another statement made by Mr. Hous- 
ton was this: 

“IT don’t know of any member of our 
board where any real conflicts of interest 
developed or persisted, who wouldn't 
tender his resignation from one or the 
other.” 


Mr. Arnold: The fact that these directors 
on your company are enabled to have a possible 
preferred treatment gives your board an _ enor- 
mous amount of power in. building up one 
sound bank as opposed to another sound bank, 
doesn’t it? 





Agency Officers—Cecil North third vice- 
president, Metropolitan Life; Frank L. 
Jones, vice-president, Equitable Society ; 
Jerome Clark, vice-president, Union Cen- 
tral; John Marshall Holcombe, Jr., man- 
ager, Life Insurance Sales Research 
Bureau. 

Representing Life Advertisers Agsocia- 
tion—Messrs. McCarroll, president of 
the association, Fisher and Ljung; Sen- 
eca Gamble, Massachusetts Mutual Life. 
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Houston: I 


never thought of  buil 
institution, ing 


Mr. Arnold: In this case you have two powe 
ful hodies getting together, one the large bank 
and the other the large insurance company 
and the fact that the directors sepresens the 
bank does constitute a getting together of hn 
already large forces, does it not? - 

Mr. Houston: That getting together rath 
suggests that members of boards seem to lie 
awake at night conspiring to see what é 
can do, I have never heard in any of th 
boards of which I have been a member dis. 
cussion of anything at any time except the 
immediate matter before the board on its merits 
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and the public interest, 


Great Care Taken to Get Directors 
Who Meet Highest Requirements 


The Vice-Chairman: Mr. Houston, has there 
been developed the point as to whether or not 
there is any reciprocal advantage of this ar. 
rangement with reference to trustees? Do the 
insurance companies derive any benefit from 
strong associations, such as have been indicated? 


Mr. Houston: Judge, it is a very difficult 


matter always to find the right sort of a man 
to go on your board, and our one aim is to | 
find a man of high character, ability, experi. | 
ence and knowledge who can be of the utmost | 


service to the policyholders, and we don’t think 
that he is connected with this or that except 
as it has a bearing on his experience, and we 
try to get men who can be of the most service 


to the policyholders by reason of their experi. | 


ence, and think we have men on the board 
who are invaluable for that reason, and whose 
services the ordinary policyholder couldn’t buy, 
which we get for little or nothing. That is the 
sole object that we have in mind. 


M1 Cle 


(Continued from Page 4) 


is going to be made of its affairs on the part 
of the policyholders? 

Mr. Cleary: Absolutely no. 

_ Mr. Gesell: Does the committee call before 
it various executives and officers of the com- 
pany and question them concerning the poli- 
cies and the operations of their divisions? 

Mr. Cleary: It usually calls all of the so- 
called senior officers and many of the junior 
officers for questioning and discussion. 

Mr. Gesell: You mean they might take 
the man in the farm mortgage loan division 
and call him up and ask him about the dis- 
tribution of his loans, how they are made, 
and how foreclosures are coming, things of 
that character? 


Mr. Cleary: Yes, and then call in his farm 
man, his city man, his sales manager and s0 
forth, so that it does not mean just the head of 
the department, but major subordinates, also. 

Mr. Gesell: They go right down_ into the 
daily operations of the company and question 
people concerning the way the company is 
managed ? 

Mr. Cleeary: That is true. 

_Mr. Gesell: Does the company prepare some 
kind of set program for its policyholders com- 
mittee when it meets, so it all runs off like 
clockwork, or does the policyholders committee 
itself determine what it wants to go into and 


what it is interested in? 
Mr. Cleary: The company in no way 23 
tempts to prepare for or to suggest to this 


committee its program, 

Mr. Gesell: May I ask if you feel that this 
procedure which your company has adopted 
results in putting an effective p upon each 
man in your company which he has in the back 
of his head at all times as he conducts the 
day-to-day business of the company? 

Mr. Cleary: I have said a good many times 
that we are not permitted to decide that we 
own the company. We are kept conscious 0 
the fact that we are hired men up there and 
that the policyholders are the boss. These 
fellows put us through real examinations with 
reference to what we are doing, how we af 
doing it, what results we are getting, why we 
aren’t doing something different. 





GREAT LAKES BUYS BUILDING 
Cyril J. Bath, president, Great Lakes 
Life, announces that the company_has 
acquired quarters in the building at East 
Ninth Street and Vincent Avenues, Cleve- 
land. After March 1 the building will 
be known as Great Lakes Life Building 
This is a six-story building of limestone 
construction. 
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“HEARD on the WAY 


Two of the most interesting figures at 
the insurance hearing in Washington last 
eek were lawyers Arthur Atwood Bal- 
sae -epresented the New York 
jantine, who represe - 
’ 4 = 
Life, and John Lord O’Brian, who repre- 

2 ’ ey . . 
sented the Metropolitan Life. 

\Mr. Ballantine has degrees from Har- 
yard, Northeastern University and Ham- 
Iton College. He began the practice of 
law in Boston with Gaston, Snow & Sal- 
tonstall in 1906; was admitted as a mem- 
ber of the firm in 1912. Later, he became 
,member of the firm of Goodwin, Proc- 
‘or & Ballantine and is now_a member 
of the firm of Root, Clark, Buckner & 
Ballantine of New York City. For some 


vears he was a prominent figure in 
Washington. His first position there 
was as advisory counsel on taxation 


matters, United States Treasury Depart- 
ment. That was in 1917. He then be- 
came solicitor of internal revenue in 
1918: advisor of Joint Committee of Con- 
cress on Internal Revenue Taxation in 
1927, and in March, 1931, was named as- 
sistant secretary of the United States 
Treasury. He was promoted to under- 
secretary of the United States Treasury 
and served until 1933. He has been an 
instructor in Harvard Law School and 
Northeastern Law School. 

John Lord O'Brian lives in Buffalo. He 
has degrees from Harvard, University of 
Buffalo and Hobart. He began the prac- 
tice of law in Buffalo in 1898; was a 
member of the firm of Slee, O’Brian, 
Hellings & Ulsh. He was a member of 
the New York Assembly for two years 
and was United States attorney, Western 
District of New York, from March, 1900 
to December, 1914. He was a delegate- 
at-large of the New York Constitutional 
Convention in 1915 and special assistant 
to the Attorney General of United States 
for war work from 1917 to 1919. He was 
assistant to the Attorney General of the 
United States from 1929 to 1933. During 
the World War he was chairman of the 
draft board of appeals, Western New 
York. He has been decorated by Bel- 
gum. He is president of the Joint 
Charities and Community Fund of Buf- 
falo, and is a member of many associa- 
tions and clubs. 


Clever American. life insurance adver- 
tising is read with eagerness as well as 
curiosity in England and some of it 
makes a deep impression. One recent 
ad which has attracted considerable at- 
tention in England and with admiration, 
too, was some copy of the Northwestern 
National Life in which the following is 
an extract from the sales talk used: 

The Review of London used this text 
as basis for a long comment in which 
this British reaction was given as fol- 
lows: 

“Can any one after reading this ad- 
vertisement thoughtfully contend seri- 
ously that there is not a great deal in 
the study of salesmanship ? 

“Consider the force it has. Then look 
to see how cunningly the force is con- 
tinued; how cleverly the pictures of good 
times ahead are tinged with the sugges- 
tion that instead of good times may come 
bad unless something is done—some 
Preparation is made against them. 

“How did the writer of that copy come 
to have such skill? Is one to imagine 
he was born with it; or that he drew 
the inspiration out of the air? Of course 
not. He developed his skill as the result 
of study, 

“In fact, the full advertisement has 
not been quoted above. What we have 
quoted is presented as by a man as hav- 
ing been said to him a good many years 
ago. He goes on to admit that for 
years he has been glad that he was ‘pes 
tered to death,” that he has thanked that 
man particularly for the care and 
thoroughness with which he worked out 
us life insurance plan—a plan which 
Protected his wife and children during 
the years the youngsters were growing 


up, provided money for their education 
and, finally, made it possible for him to 
look forward to a peaceful, happy old 
age. ‘The law,’ he concludes, ‘won’t let 
me hunt ducks nine months out of the 
year—but just sitting in the sun isn’t 
the worst sport in the world!’ 

“The one doubtful note in this copy, 
to our ears, is the suggestion in one part 
of it that the man in his retirement will 
be looking for a place ‘to hunt ducks 
for nine months’ of the year, and the 
confession in another part that the law 
won't permit it. There is thus struck 
what sounds, to our ears, like a false 
harmony. The reader is set wondering 
what the explanation of the apparent 
contradiction is, and his mind is thus 
drawn away from the real message. We 
imagine, however, that this is peculiar 
to our ears, and that there is a meaning 
in the contradiction which will be evi- 
dent to American eyes and ears, and 
even add to the force of the message, 
though it is hidden from us.” 

Uncle Francis. 


Led Hancock Last Year 


Emerson Carey, Jr., who led the John 
Hancock last year in the production of 
insurance, lives in the city of Hutchinson, 
Kan., and is with the 
H. Lee Leavell gen- 
eral agency at Wich- 
ita. 

Mr. Carey was 
graduated from 
Hutchinson High 
School in 1923 and 
entered Cornell Uni- 
versity at Ithaca, N. 
Y., the same year, 
graduating from the 
law school of Cornell 
in 1928 with an LL.B. 
degree. 

After finishing law 
school Mr. Carey be- 
the Emerson Carey 











E. Carey, Jr. 


treasurer of 


came ' 
Investment Corp. of Hutchinson, Kan. 
He entered the life insurance business 


in 1936 as an agent for the Columbus 
Mutual at Columbus, O., and the follow- 
ing year resigned to become district 
agent for the John Hancock, in which 
capacity he now serves. 





CHANGES IN INDIANAPOLIS CO. 

Perry W. Lesh, president of an Indi- 
anapolis paper company, has been elect- 
ed to the board of directors of the State 
Life of Indianapolis to replace William 
J. Mooney, Sr., who died recently. Mr. 
Lesh is a native of Indianapolis and 
a graduate of DePauw University. Rob- 
ert E. Sweeney, president ~ the com- 
pany, also announced the lection of 
George C, Van Duren as treasurer, suc- 
ceeding Harry N. McClelland. 





STATE EXAMS FOR AGENTS 


A bill has been introduced in the 
Indiana House of Representatives which 
would further tighten restrictions on the 
appointment of insurance agents in the 
state. The bill provides that persons 
applying for new insurance agents’, so- 
licitors’ or brokers’ licenses shall take 
a written examination given by the state 
Department of Insurance. The bill pro- 
vides for a registration fee of $10 before 
the examination is taken. 


REELECTED COM’RCE DIRECTORS 


The Baltimore Association of Com- 
merce has reelected as directors Charles 
H. Roloson, Jr., Central Insurance Com- 
pany, and Stanford Z. Rothschild, Sun 
Life of America. 





DR. WILBUR L. RICKARD DEAD 

Dr. Wilbur L. Rickard, Brooklyn phy- 
sician who died February 15, was for 
twenty-five years a medical examiner for 
the Mutual Life of New York. 
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On September 25, 1938, 
the Golden Gate Bridge was 


struck by a 75 mile wind. 


The bridge swayed laterally 
1315 feet. But no harm was 
done as the engineers had so 
suilt the span that it could 
swing 35 feet in either direc- 
tion without damage. 


... Yet Flexible Under Strain 


Like San Francisco’s famed Golden Gate Bridge 
whose piers go deep below the surface into bed 
rock, NWNL has its foundations safely anchored 
in the sound, conservative principles of manage- 
ment which govern every phase of the Company’s 


operations. As its depression record demonstra- 


ted, NWNL also is built to meet any emergency— 
to absorb financial shock or strain. ~ Consider, 
for example, these typical extra margins of 
SECURITY which NWNL gives its policyholders: 


* For a number of years the reserves on new business have 
been augmented by setting aside in Contingency Reserves 
—as a surplus item and, in a test of solvency, not a liabil- 
ity—an amount equal to the difference between a 3 per 
cent reserve and the 3)4 per cent reserve on which the 
Company’s policies are issued. More than 50 per cent of 
the Company’s business was thus protected by a 3 per cent 
reserve at the year’s close. 


%* Rather than take credit for any asset about which there 
is any question, the Company’s surplus funds and yolun- 
tary contingency reserves of $5,265,319 have been placed on 
an unusually conservative basis by reducing to actual 
market values, through an appropriate asset fluctuation 
reserve, bonds on which market prices suggest possible 
losses, even though these bonds are eligible for amortiza- 
tion, have high credit ratings, and are in no way in default. 


* The statement still holds, as it has for many years past, 
that if on December 31, 1938, the impossible had happened 
and every policyholder and beneficiary had come and de- 
manded from the Company all the cash to his credit— 
guaranteed cash or loan values, dividends and policy pro- 
ceeds left with the Company, premiums paid in advance, 
etc.—the Company’s bonds, sold at market prices on that 
date, alone would have been more than sufficient to have 
paid all such demands in full, leaving many millions in 
other sound assets untouched. 


SECURITY for policyholders is NWNL’s first 


and foremost consideration. 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


O. J. ARNOLD. parsiwent 


STRONG~- Minneapolis Minn. ~ LIBERAL 
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By Paul Troth 


IDEAS that CLICK | 


No two agents sell insurance in exactly 
the same way, which also applies to the 
way they get prospects. What they sell 
and how they sell it is principally an tdea. 
Some ideas which have proved successful, 
and which are now being employed, will 
be offered readers of The Eastern Under- 
writer in this column from time to time. 


No. 73 

In the United States cavalry men are 
first taught to ride their horses bareback. 
The result is that when they later have 
the help of saddle and stirrups the job of 
riding is made easy by comparison and 
there is little likelihood of a man’s los- 
ing his seat 

Chatting in his office last week, Major 
R. F. Migdalski, former cavalry officer 


“F2.9- Tasth—. 


They learn to like it the hard way first! 
and now Brooklyn branch manager, 
Mutual Benefit, drew a comparison be 
tween cold canvass selling and the old 
cavalry method of teaching a man to 
ride. The major, coming straight from 
the army into life insurance selling, 
started in by way of cold canvass. He 
said: “Approaching a man cold canvass 
was like learning to ride bareback and 
when I approached a man with an intro- 


duction or a reference it was just as 
easy as riding in with saddle and stir 
rups.” 


Major Migdalski has some ideas about 
cold canvass selling. His first rule is al- 
ways to be a gentleman. Another is 
never to try to sell a man standing up. 
He walks into a man’s office introduces 
himself, tells his business and sits down. 
In answer to the usual objection the 
major answers: “I can understand that 
you may not be interested in life insur- 
ance right now, Mr. Prospect, and even 
if you were, there is no reason why you 
should buy from me whom you have just 
met for the first time. But I should like 
to show you an idea in which I believe 
you will be interested and which you 
may want to use someday whether you 
buy vour life insurance from me or from 
somebody else.” On a piece of paper 
he outlines his plan before the prospect. 
If he finds his man too busy at the mo- 
ment, he asks permission to return the 
next day. He practices his sales talks 
on clerks and small buyers in order to 
get their objections. 

Stopped by a secgetary in the outer 
office, Major Migdalski found it neces- 
sary to state his business in a way that 
would get interest. When the secretary 
asked his business he would say: “Tell 
the manager that I am placing contracts 
for business insurance.” Usually he was 
given a chance to tell his story on that 
approach. He found it better to ask for 
the manager or the treasurer rather than 
to take a name off the door 





Boston Agents Hear 
Worthington Speak 


WHICH SALES METHODS TO USE 
Home of New York Superintendent of 
Agencies on Plans for Beginners 
And Also Older Men 
A natural subject to draw a_ record 
attendance of salesmen, “What Sales 
Methods Should a Man Use?”, brought 
out representatives of all the Greater 
Boston life insurance agencies for the 
luncheon meeting February 16 to hear 
William P. Worthington, superintendent 
of agencies, Home Life of New York. 

Sasing his information on the Home’s 
estate planning presentation and its re- 
action in stepping up the average case 
of the agent, Mr. Worthington said, 
“Methods depend almost entirely on 
natural contacts—the temperament of 
the salesman. This is one business where 
the salesman can select his clientele.” 

For the novice or one who is shy of 
good contacts, Superintendent Worthing- 
ton recommended the policy selling 
method based on the package sale, a 
one-interview method, usually a_ high 
pressure means and necessitating twenty 
interviews a weck. Selling to meet 
methods he offered as the next 
sugeesting for the more skilled 
underwriters the clean-up, family in- 
come, retirement income and readjust- 
ment plans, which will mean fifteen in- 
terviey.s a week. 


needs 
step, 


Programming Advantages 
skilled underwriter estate 
planning and programming was_ rec- 
ommended. This means low pressure 
selling by discovering men’s aims in life 
and helping them sell themselves insur- 
ance by a life-time program to satisfy 
the individual’s aims and desires. 
“Estate planning and program selling 


For the 


on the first interview uncovers the 
prospect’s problems and aims; on the 
second interview shows how to fulfill 


through planned life insurance the needs 


and desires mentioned by the client. 
This form of presentation gives the 
agent the ‘feel’ of the service of life 


insurance; its ‘whys’. It makes the agent 
study the prospect and his human prob- 
lems, understand them and apply life 
insurance as a solution.” 

Fitzhugh Traylor, second vice-presi- 
dent, Boston Association, called atten- 
tion to the New England all-day sales 
congress to be held March 17 at Hotel 
Copley-Plaza, with several members of 
the Million Dollar Round Table to be 
speakers as well as Holgar Johnson, 
president, National Association. 








ELECTED VICE-PRESIDENT 
H. Clay Evans Johnson, son of the 
company’s president, was elected vice- 
president of the Interstate Life & Acci- 
dent Co. at the annual meeting of stock- 
holders. He was formerly assistant man- 
ager of agencies. 





WILSON SPEAKER AT ST. LOUIS 

J. Hawley Wilson, a trustee of the 
National Association of Life Underwrit- 
ers and an agent for Massachusetts Mu- 
tual in Peoria, Ill, was the principal 
speaker at a luncheon meeting of the 
St. Louis association February 16. His 
subject was “Methods for Getting Busi- 


ness.” 





RESIGNS RENO MANAGERSHIP 

Vaughan R. Harlan, district manager 
at Reno, Nevada, for Occidental Life 
since 1936, has resigned and is return- 
ing to the home office general agency, 
where he will act as assistant manager 
in charge of the Premier Unit. 





ZIMMERMAN AT GARY, IND. 

Charles J. Zimmerman, general agent 
at Chicago for the Connecticut Mutual, 
and vice-president of the National As- 
sociation of Life Underwriters, talked 
before the Gary, Ind., association § re- 
cently 








BARROW, WADE, GUTHRIE & CO. 
(Established 1883) 
CERTIFIED PUBLIC ACCOUNTANTS 
Members of The American Institute of Accountants 
120 Broadway. New York City 
Offices in the principal cities of the United States and Canada 


a , 





Van Patten Now Treasurer 
Security Mutual, New York 


Cornelius C. Van Patten has _ been 
elected treasurer of Security Mutual 
Life, Binghamton. He joined the com- 
pany two years ago from a position as 
auditor with the Endicott Trust Co., 
Endicott, N. Y. 

President F. D. 
the directors an increase of business in 


Russell reported to 





CORNELIUS C. VAN PATTEN 


force to $91,403,000; increase in surplus 
from $446,000 to $531,000, besides a con- 
tingency fund of $100,000, and a new 
low for 1938 expected mortality of 47%. 

Fourteen death claims were paid by 
the company during 1938 on policies in 
force less than one year, for a total of 
$32,000. The total payments to bene- 
ficiaries and to living policyholders was 
over $2,000,000 last year. Over half of all 
death claims paid were from either heart 
disease or cancer. President Russell 
predicted continuance of low interest 
rates as a result of the increase in 
excess reserves caused by the huge in- 
flow of gold to this country, but pointed 
out that in spite of this difficult invest- 
ment situation the present book value 
of the company’s defaulted bonds is only 
1.9% of the total bond account and .7% 
of the total invested assets. 


SOUERS ON COM’RCE COMMITTEE 

Sidney W. Souers, executive vice- 
president, General American Life, has 
been named vice-chairman of the St. 
Louis Chamber of Commerce military af- 
fairs committee. 








E. F. EUBANKS RESIGNS 

E. F. Eubanks, who last year was ap- 
pointed general agent for Occidental 
Life at Bakersfield, Calif., has been 
forced to give up general agency work 
because of poor health. He will return 
to Fresno to enter the personal produc- 
tion field for Occidental. 


ce, 


COIN CLOCKS 


will help you sell more life insurance, 
For full details write to: 


COIN CLOCK SERVICE Co, 
700—Prospect—4th Bldg. Cleveland, Ohio 


World’s Oldest Co. Drops 
Without-Profit Policies; 
Profit Policies in 2 Types 


The Equitable Life of London, oldest 
insurance company in the world, has 

















decided to cease issuing without-proft 
policies, except in regard to a fey 
special tvpes of insurance. 
Henceforth, the company will divide 
with-profit policies into two types, t 
be called major profits and minor poli- 
cies respectively. The former will be 
on exactly the same terms as existing 
with-profits business, but the latter will 
be entitled to share in the profits only 


after the major profits policies have re- | 


ceived a standard rate of bonus. This 
standard rate will be at the rate assumed 


by the office in the bonus reserve valua- | 


tion made as at December 31, 1935. 
The rates of premium for minor profits 
policies will naturally be lower than for 
major profits policies and will approxi- 
mate closely to those previously applying 
to without-profits policies. 


issued on virtually the same terms as 


the old non-profit policy, will be in a | 


more favorable position because of the 
right to share in a part of any surplus 
profits which may be available in favor- 
able periods. 





WHEELER ON ESTATE PROBLEMS 
Estate problems, with special attention 
to life insurance options and settlements, 
were discussed at a meeting of the Home 
Office Life Club, Minneapolis. The 
speaker was Walter Wheeler, legal de- 
partment Northwestern National. Alan 
Kennedy of the publicity department re- 
ported on the recent meeting of life in- 
surance advertising executives. 





KRUEGER ON CLU BOARD 

Edward A. Krueger, past president 
Indianapolis Chapter, Chartered Life Un- 
derwriters, who has been elected to the 
board of the National Chapter, is widely 
known to the insurance field in Indiana. 
He is manager of the field service di- 
vision, State Life, Indianapolis. 





GILLIS ADDS TO FORCE 

Alexander F,. Gillis, Newark, general 
agent in northern New Jersey for -Prov- 
ident Mutual, has announced appoint- 
ment of two full time agents. They are 
George E. Griscom, 3d, who was former- 
ly an assistant buyer in a Newark de- 
partment store, and John C. Sundholm 
of Brooklyn. Both are graduates ol 
Duke University. 





1 _ The result | 
is that the lower-grade policy, although | 





WOODWARD and FONDILLER, Inc. 


* Consulting Actuaries * 


90 John Street, New York 
Telephone BEekman 3-6799 








Consulting Actuaries 
Woodward, Ryan, 
Sharp & Davis 


90 JOHN STREET, NEW YORK 
Telephone BEekman 3-5656 








HAIGHT, DAVIS & HAIGHT, Ine. 


Consulting Actuaries 
FRANK J. HAIGHT, President 


INDIANAPOLIS 





Omaha Kansas City | 
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(rane Agency Holds 
Its Victory Dinner 


NORTHWESTERN RN MUTUAL UNIT 
Advanced Last Year to Sixteenth Place 
Among All Representatives of Com- 

Leading Producers 





pany; 
Michael J. Cleary, president North- 
western Mutual, attended the annual 
meeting of the E. A. Crane general 


agency in Indianapolis, February 9, ob- 
serving eleven years of business for that 
agency, and sixty- five years the North- 
western has been represented in Indiana, 
One hundred insurance men and _ their 
from. twenty-seven counties, con- 


wives, 
As special guests 


yened for the session. 
the agency had A. E. Keller, the com- 
pany” s local loan agent, and his office 
staff, and also the medical examiners of 
Indianapolis. 

In the course of his talk Mr. Crane 
said: “Life insurance production requires 
keen, alert salesmanship. The business 
of life insurance has been built upon 
agency organization. Without it there 
would be no company development, for 
in the final analysis the general public 
does not know very much about indi- 
vidual companies, but the public does 
know their individual agents. The agent 
in the field is the company. The agent 
is not judged so much by the company 
he represents, but more the company is 
judged by the agent who represents it. 


It is quite obvious, therefore, that as 
agents we dare not give less than our 
best. We must make the job of life in- 


a business in every sense 
of the word, It means that every agent 
whether in a large or small community 
must adopt and show good business prac- 
tices, the first of which is to keep him- 
self at work. The second is to acquire 
the necessary knowledge of his busi- 
ness to render adequate and honest serv- 
ice to his clients. It always has been and 
always will be the aim of this agency to 
assist our agents in getting more knowl- 
edge of our business, to equip them to 
do a better job, and at the same time in- 
spire them to do a good day’s work.” 

The Crane agency claims that the de- 
gree of Chartered Life Underwriter has 
been conferred upon more men in that 
agency than in any other, of any com- 
pany, doing business in Indiana. 


surance selling 


Leaders in Production 


Mr. Crane was 
victory banquet. 
volume of business of any 
the history of the agency, which helped 
lift it to sixteenth place among all the 
company’s agencies. Leaders in sales for 
last year, and winners in a fourth quar- 


toastmaster for the 
It marked the large st 
December in 


ter contest, were honored. Those who 
led for the year were: In amount and 
premiums, Chester W. Albright; leader 
in lives, Frederick D. Leete, Jr.; leading 
district agent, William G. Batt, Rich- 
mond; leading new agent, Dan A. Kauf- 
man, and leading part-time agent, John 
M. Duffy, Shelbyville. J. Lowell Craig 
was the first prize winner in the fourth 


quarter contest which was a cooperative 
plan to beat last year. 

_In the “Indiana Big 
tor the vear, the agency 
ten leaders in volume 
ten leaders in lives. 

declared he was well 
iob done by the agency. 


Ten” standing 
had nine of the 
and five of the 
President Cleary 
pleased with the 


MASON TALKS ON 
How to become a poorer 
the title of an address by Dewey R. 
Mason, Syracuse, N. Y., general agent 
tor Aetna Life, to about 400 members 
of the Pittsburgh Life Underwriters at 
their February meeting. Mr. Mason re 
lated stories which demonstrated some 
of his mistakes as an agent. He point 
ed out that the majority of mistakes are 
not made as a starting agent, but occur 
after we become more “mature” o r per- 
haps too conscious of the secliiaciveal 
idea. He said that the average agent 
“overlooks the obvious.” The longer we 
are in the business the more difficult 
it is for us to recognize a good prospect. 


MISTAKES 


agent was 





VICTOR B. HARRIS 


New superintendent of agencies, central 
United States division, Sun Life of Can- 
ada, as announced in The Eastern Un- 
derwriter February 17, is Victor B. 
Harris, pictured above. Mr. Harris en- 
tered the Sun Life at Montreal early in 
1920. Most recently he has been assistant 
superintendent of Canadian agencies, 
holding that position since 1934. 


GIVEN INTENSIVE TRAINING 
Twenty-three Bankers Life of Iowa 
salesmen, representing sixteen of the 
company’s agencies, received a week of 
intensive training under Assistant Su- 
perintendent of Agencies Ben H. Wil- 
liams, February 13-17. Graduates of the 
training school, held in Chicago, were 
these: 

Paul W. Edstrom and Gordon 
Mrs. Hazel Bickett and 
Ottumwa; Stuart M. Bolhuis, 
Fitch A. Roe, Lincoln; Thomas Rugg, 
Albert R. Krouse and Don C. 
Mayfield, Indiana; Wilson F. Albertsen and 
Tom Greer, Peoria; Merryl O. Havener and 
Frank G. White, Toledo; C. H. Hetzel, Hunt- 
ington; Ray W. Schultz, Mankato; Thomas W. 
Kane, Omaha; William E. Stauffer and Rob- 
ert F. Stickler, Madison; Harry S. Coleman 
and James J. Friedline, Jr., Pittsburgh; Har- 
iand W. Farrar, Kansas City; Robert W. 
Zeinemann, Milwaukee and James D. Anderson, 
Saint Paul. 


Forsyth, Des 
Floyd S. 
Grand 


Moines; 
Young, 

Rapids; 
Minneapolis; 





CHICAGO JOINT MEETING FEB. 28 

The annual joint meeting of the Chi- 
cago Association of Life Underwriters 
and the Chicago Chapter of Chartered 
Life Underwriters will be held at La- 
Salle Hotel February 28. It is to be a 
luncheon meeting presided over by Paul 
W. Cook, general agent, Mutual Benefit, 
and president of the Chartered Life 
Underwriters. Speakers will be Walter 
N. Hiller of the Stumes & Loeb agency 
for Penn Mutual, who will conduct an 


information forum, and Earl M. 
Schwemm, general agent, Great-West 
Life, who will talk on “What’s In a 
Policy ?” 





M. L. WILLIAMS IN NEWARK 


Malcolm L. Williams, assistant man- 
ager of agencies, Provident Mutual Life, 
was the scheduled speaker for the meet- 
ing of the Life Agency Supervisors As- 
sociation of Northern New Jersey held 
in Newark on Tuesday evening. His 
topic was “Going Places in Supervisory 
Work.” <A graduate of the University 
of Pennsylvania, Mr. Williams has been 
with the Provident eleven years. He 
was promoted to his present position in 
December, 1931. 





J. H. WALBRIDGE DIES AT 78 


John Henry Walbridge, retired New 
York banker and business executive, who 
died last week, was a director of the 
Equitable Society. He was 78. 


Insurance Lightens 
Burden on Citizens 


JOHNSON PALM BEACH SPEAKER 





Calls Life Insurance Socialistic Institu- 
tion in Capitalistic Society; 
Average Policy Small 





Life insurance is a truly socialistic in- 
stitution in a capitalistic society, but it 
is only possible in such a society under 
personal initiative, said Holgar J. John- 
son, president National Association of 
Life Underwriters, to the Palm Beach 
County (Fla.) Life Underwriters Associa- 
tion, February 20. 

Explaining that life insurance reaches 
all the people and is under the control 
of all the people, Mr. Johnson said, “The 
institution is not for the rich alone; it 
does not pretend to be a rich man’s me- 
dium, The average policy size today is 
just over $1,700. 

Responsibilities Ignored 

Mr. Johnson pointed out to a large au- 
dience of Palm Beach citizens the social 
aspect of one man’s insurance as it af- 
fects all the others who live in his com- 
munity. “If I have no life insurance; if 
I have made no provision for my future 
welfare,” he said, “I have not recognized 
my responsibilities, and those responsi- 
bilities are in a measure transferred to 
you. If my family and I become wards 
of the state, it means an additional prob- 
lem to you in the form of taxation and 
care of the needy. 

Lesson of Depression 

“But if I am_ wise and foresighted 
enough to recognize my future responsi- 
bilities, I pay a social service to the com- 
munity as a whole by taking care of 
them while I am able to. Those respon- 


sibilities, together with the full social 
aspects of life insurance, were never 
clearly or adequately recognized until 


1930, but since that time they have be- 
come increasingly evident to people of 
every class in America. Among the many 
lessons that the depression has taught 
us is the stern one that if we do not 
prepare for our future ourselves, the 
community at large will have to do it, at 
a definite cost to others in all levels 
of the social structure.” 


JOHNSON ON SPEAKING TOUR 








Busy President of National Association 
Going From Richmond to New Eng- 
land, Then to Louisville 
Official visits to ten association cities 
will be made during March by Holgar 
J. Johnson, president National Associa- 
tion of Life Underwriters. After speak- 
ing in Richmond February 28 he will 
address the Norfolk-Portsmouth associa- 
tion March 1. On March 14 he will be 
the guest of honor at a special meeting 
of the Fort Wayne association and on 
the following day will speak at a sales 
congress conducted by the Detroit as- 

sociation. 

March 16 Mr. Johnson will be at the 
Connecticut state sales congress, Hart- 
ford, and a dinner meeting of the Rhode 
Island association at Providence. The 
following day he will speak before the 
Boston association’s New England sales 
congress. He will address a sales con- 
gress at Altoona March 23, give talks 
in Charlotte and Asheville as features 
of a North Carolina state caravan March 
29 and 30, and attend the mid-year meet- 
ings of the National Association at Lou- 
isville March 31 and April 1. 


150 AGENTS GET DIPLOMAS 

Dr. Herman B. Wells, president Indi- 
ana University, was principal speaker 
recently at a graduating dinner and 
award of diplomas to 150 life underwrit- 
ers who completed a twelve-week life 
insurance service clinic. Exercises were 
held in the American United Life home 
office building. George H. Newbauer, 
Indiana insurance commissioner, award- 
ed the diplomas. The graduates were 
guests of the insurance company at the 
dinner. The series of clinics was spon- 
sored by the Indianapolis Association of 
Life Underwriters and the Indianapolis 
General Agents & Managers Association. 





Bart Leiper Chairman 
Press Committee L. A. A. 





BART LEIPER 


Bart Leiper, manager of advertising 
and sales promotion, Provident Life & 
Accident, has been named chairman of 
the press committee, Life Advertisers 
Association. Serving with Mr. Leiper 
will be Kenneth R. Miller, Atlantic Life ; 
A. H. Cooper, Provident Mutual, and 
E. S. Wescott, Bankers Life of Lincoln. 

Mr. Leiper was a charter member and 
first secretary of the L. A, A. and has 
been constantly active and influential in 
association affairs. With his many years 
of newspaper experience prior to enter- 
ing life insurance, he has a apg ye 
which fully qualifies him for the job of 
dispensing public information on activi- 
ties of the Life Advertisers Association. 





COMPANY REPORTS SECURITIES 





North American Reassurance Prepares 
Annual Booklet and Financial State- 
ment; Assets $16,741,572 
The North American Reassurance Co., 
99 John Street, New York City, of which 
Lawrence M. Cathles is president, has 
prepared in booklet form its financial 
statement for 1938, giving a full list of 
securities owned. The company reports 
total assets of $16,741,572. U. S. Govern- 
ment bonds total $6,557,158; public utility 


bonds $3,394,799 and railroad bonds 
$4.549,790. Policy reserves are $13,912,- 
639. The company reports capital of 


$1,000,000 and surplus of $1,200,000. 





WHYNOTT’S NEW POST 


Vernon Whynott has been made as- 
sistant district manager of the John Han- 


cock in Portland, Me. He began his 
insurance career in the home office as 
a clerk. Then he took a debit in the 
Henry G. Schafer agency, Somerville, 
Mass., district. He led the Schafer 
agency in Weekly Premium in 1937 and 
1938 and in Monthly Debit Ordinary in 
1937. 





R. J. WIESE MAKES CHANGE 


Raymond J. Wiese, general agent State 
Mutual, Chicago, for ten years, resigned 
from that company this week. He will 
become associated with the Northwestern 
National Life of Minneapolis. It is un- 
derstood that he will be in charge of that 
company’s offices in the One LaSalle 
Building. The State Mutual agency’s 
offices are og go in charge of Su- 
pervisor John B. Nothhelfer. 


NOW WITH OLD LINE LIFE 


F. G. McNamara, formerly supervisor 
in Wisconsin for the Lincoln National, 
has been appointed field superintendent 
for Old Line Life, Milwaukee. He has 
been engaged in life insurance about nine 
years. 
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Questions Coming In 
For New York Congress 


THEME IS WHAT’S THE ANSWER? 





Interest Growing in Sales Session on 
March 9 Which Will Feature Four 


Panels; Einstein Chairman 





Several hundred questions have already 
been received by John M. Hughes, man- 
aging secretary, Life Underwriters Asso- 
ciation of New York City, which will 
furnish the munition for the nineteenth 
annual sales congress of the association 





LESTER EINSTEIN 


to be held at the Hotel Pennsylvania all- 


day March 9. “What’s the Answer” is 
the theme of the congress which will at- 
tempt to provide an answer for every 
bothersome sales question and a solution 
for every sales problem. 

Chairman of the congress is Lester 
Einstein, Mutual Benefit, who with his 
assistant, Hubert Davis of the Union 
Central, and their several committees 
now have plans for the annual event 
virtually completed. A committee will 
soon go to work to edit and select the 
questions to be presented before the four 
panels. They will award prizes for ev- 
ery question used and an additional five 
dollars for each question which stumps 
the “experts.” 

3en Salinger of the Mutual Benefit 
has coined a slogan which describes the 
day’s events—“How to get them—How to 
see them—How to tell them and How to 
sell them.” The Sales Congress will 
open at 9:15 A. M. Luncheon recess 
will be held at 12:30 and the Congress 
will reconvene at 2 P. M. continuing to 
5 

A seventeen jewel gold wrist-watch, 
the grand prize at the Sales Congress, 
will be on display in the show-window 
of Hoey & Ellison, managers of the 
Equitable of Iowa, 99 William Street, 
commencing February 27. 





FRANK P. EBERTZ DEAD 


Frank P. Ebertz, retired manager of 
the National Life of Vermont and for 
more than twenty years manager at San 
Francisco for the Prudential before join- 
ing the National, died February 18 from 
an ailment which caused his retirement 
from business about four yearsago. He is 
survived by his widow, a son and a 
daughter. Mr. Ebertz was at one time 
president of the San Francisco Life Un- 
derwriters Association, 





CAMPS AGENCY PASSES QUOTA 


On February 15, just eight months 
after the agency was started, The Man- 
uel Camps, Jr., agency, John Hancock, 
New York City, fulfilled the quota which 
the home office had set for the agency 
to achieve in twelve months. The agency 
started on June 15 last year is manned 
entirely by new agents who had no pre- 
vi life insurance experience. 


Annual Banquet Plans 
For New York Include 
Harvey Weeks as Speaker 


Harvey Weeks has been chosen to ad- 
dress the Life Underwriters’ Association 
of the City of New York at the fifty- 
third annual banquet, which will be held 
in the Grand Ball Room of the Hotel 
Pennsylvania on March 9. He will be 
backed up by a program of entertain- 
ment, music and dancing, which is plan- 
ned to make this the outstanding social 
event of the year for the life insurance 
fraternity. 

Harvey Weeks is assistant vice-presi- 
dent, Central Hanover Bank and Trust 
Co. He is well known in life insurance 
circles, having been general agent in Buf- 
falo for eight years up to 1929 for the 
Provident Mutual Life. He was Presi- 
dent of the Buffalo Life Underwriters’ 
Association and a member of the execu- 
tive committee, National Association of 
Life Underwriters. 


LECKIE ON CRIME DETECTION 
A. B. Leckie, special agent in charge 
of the Federal Bureau of Investigation, 
addressed the Philadelphia Chapter, 
Chartered Life Underwriters, February 
8 on “Crime and Detection.” He said 
that there are 4,700,000 persons registered 
in the bureau. It takes but three min- 
utes to make a search for a fingerprint, 
and he added it was practically impos- 
sible to destroy a fingerprint. 








SUN LIFE PRESIDENT HONORED 


Arthur B. Wood, president, Sun Life 
of Canada, has been appointed joint 
president, executive committee, City of 
Montreal, for the coming visit of the 
British King and Queen. His associate 
in the office is Beaudry Leman, president, 
La Banque Canadienne Nationale. 


Conn. General Hill 
Climbers Are Feasted 

THIRTY-NINE AGENTS QUALIFY 

Six Weeks Sales Effort Results in Pro- 


ducing 160% of Campaign Quota; 
Those Winning Recognition 








Thirty-nine agents of Connecticut Gen- 
eral Life, winners in a six weeks’ sales 
campaign in which about 160% of the 
campaign quota was reached, assembled 
in Hartford February 20 for a “Guides’ 
Feast.” The sales effort took the form of 
a mountain climbing campaign in which 
contestants qualified as third, second and 
first-class guides, leaders in the latter 
group becoming delegates to the guides’ 
feast. 

President F. B. Wilde was master of 
ceremonies at the feast, held at the 
Hartford Club. Other speakers were 
J. C. Blackall, Insurance Commissioner 
of Connecticut, and Actuary E, C. Hen- 
derson, sponsor of the winning team in 
the campaign. After dinner, Colonel A. 
J. McNab, Jr., U. S. A., retired, gave an 
illustrated talk on his recent expedition 
to Africa. The campaign winners who 
qualified for attendance at the dinner 
are: 

W. Houghton and H. M. Sturges, Bridgeport, 
Conn.; C. B. Phillips, Buffalo; N. K. Allison, 
P. T. Aubin and D. L. Swank, Chicago; F. B. 


Newman, Cleveland; J. P. Davis and C. M. 
Maxwell, Des Moines; H. J. Curtis, Detroit; 
J. H. Rockwell, Elmira, N. Y.; E. Waldo, 


Erie, Penn.; Leon Case, P. I. Holway, J. M. 
McGauley, F. O. H. Williams, H. T. Bass and 
D. T. Smith, Hartford; J. Black, R. C. Bless- 
ing, J. C. Hargrave and K. O. Stokes, Indian- 
apolis; R. G. Sparks, Kansas City, Mo.; E. C. 
Austin and F, M. Pistor, Los Angeles; J. S. 
Dey, Newark, N. J.; W. H. Barber, P. R. 
Clark, R. Dixon, D. W. Hughes and R. W. 
Fairbanks, New York; J. C. Nelson, Norfolk, 
Va.; G. W. Markham and E. B. McElfresh, 
Olean, N. Y.; G. S. Gross. Omaha; C. Claxton, 
M. M. Kallman and R. S. McClure, Philadelphia; 
M. M. Bridgman, Toledo, Ohio. 


First Unit of Metropolitan’s Big 
Community Project Ready Oct. 1 


First unit of the Metropolitan Life’s 
$65,000,000 community housing project in 
the Bronx, New York City, will be ready 
for occupancy October 1, was announced 
this week by Frederick H. Ecker, chair- 
man of the board, who is taking personal 
charge of this, the largest housing devel- 
opment ever attempted. 

Of the total of 129 acres, thirty-five 
and a half will be occupied by fireproof 
buildings of varying heights, averaging 
seven to eight stories and equipped with 
automatic elevators. There will be in all 
171 buildings, yet they will occupy only 
27.4% of the land. Sixty-six and six- 
tenths acres, or 51.4% of the area, will 
become landscaped, garden and recrea- 
tional spaces, while 27.4 acres, represent- 
ing 2.2% of the space, will be utilized for 
streets, 

The community will contain 12,312 
apartments with a total of 42,882 rooms, 
and they will house approximately 42,- 
000 persons. In addition to the dwelling 
units, parks and recreation areas, the de- 
velopment provides for two theatres, 
shopping areas and stores, garages and a 
central heating plant. 


See $12 Per Room Rent 


Rental schedules are now being pre- 
pared, and while Mr. Ecker’s statement 
mentioned no figures previous announce- 
ments indicated rentals would begin at 
about $12 monthly a room. The pri- 
miary intent of the Metropolitan Life, 
Mr. Ecker has pointed out, was to meet 
the demands for families of moderate 
incomes for adequate accommodations, 
to aid. in relieving the unemployment sit- 
uation and to make a sound investment 
of company funds. It is not a “slum 
clearance project” and is planned to be 
economically self-sustaining without ben- 
efit of subsidies in any form. 

The ttact, acquired by the Metropoli- 
tan early last year at a price said to be 
in the neighborhood of $4,000,000, con- 
sists of a rough square within the area 
bounded by East Tremont, Castle Hill 
and McGraw Avenues and White Plains 


Road, in Bronx Borough, New York City. 

Nearly two-thirds of the land was 
purchased from the New York Catholic 
Protectory, the remainder acquired in 
individual plots, The 129 acres are cross- 
ed diagonally by two broad avenues 
which divide the developments into four 
quadrants. One of these thoroughfares 
is Unionport Road, now being widened; 
the other will be a new road, leading 
from the Hugh J. Grant Circle, East 
177th Street station of the Pelham line 
of the I. R. T. subway system, in a broad 
arc to Castle Hill Avenue. At the inter- 
section of the two avenues, in the heart 
of the development, will be a large land- 
scaped traffic oval. 

Maximum Light and Air 


The apartment buildings are grouped 
informally in the four quadrants, and so 
placed as to obtain the maximum of 
light and air. There will be no courts 
or yards; each apartment will look out 
upon lawns and landscaped gardens. 

The business and shopping center will 
be near the Hugh J. Grant Circle, where 
several of the buildings, ranged about a 
plaza, will have first-story store sites, 
with apartments above. There will be 
two theaters. 

Each quadrant will contain a park 
with playgrounds, playfields and wading 
pools. A fifth park will occupy the large 
oval in the center of the community. The 
plans provide for grass areas for soft- 
ball, tennis and handball courts, roller 
skating and bicycle paths. 

Design Board in Charge 

The development of the property was 
in the hands of a board of design under 
the chairmanship of Richmond H. 
Shreve, of the firm of Shreve, Lamb & 
Harmon. Associated with Mr. Shreve 
are Andrew J. Eken, president, and Rob- 
ert W. Dowling, vice-president of Star- 
rett Brothers & Eken, Inc., builders of 
the Hillside and Williamsburg projects; 
Henry C. Meyer, Jr., of Meyer, Strong 
& Jones, consulting engineers; Irwin 
Clavan, one of the associate architects 


F. B. Wilde’s Appraisal 
Of Agent’s Usefulnes, 


In his annual report President F B 
Wilde of Connecticut General Life, mare 
this comment: “The success of the jp. 
surance business in this country can hy. 
attributed as much to the effectiveness 
of its selling methods as to any one thing 
That means chiefly that the salesman ha; 
played a larger part than in any busines 
of comparable size. Good automobile 
will practically sell themselves ; good |if, 
insurance is almost never bought. A lif. 
insurance program is purchased, a family 
is protected, old age is guarded agains 
because of the knowledge, persistence 
and industry of some agent. There is q 
consistent improvement in the training 
and character of the agents of good 
companies. This improvement will be 
continued in due proportion as the pub. 
lic appreciates and requires of its insyr. 
ance adviser the high quality of know. 
edge and capacity which the companies 
are trying to build in their field organi- 
zations.” 

Items appearing in the company’s an- 
nual statement, and showing its success- 
ful operations last year, have already 
been published in The Eastern Under- 
writer. 


Where to Find New Men 
Brooklyn Meeting Topic 


The first of a series of three meet- 
ings on the selection and training of 
new agents was held Tuesday by the 
Brooklyn Life Supervisors Association. 
Topic of this first session was where 
to find the new man. A _ variety of 
sources presented themselves with super- 
visors reporting various results with re- 
cruiting through personal friends, through 
old agents, direct mail and newspaper 
advertising. One of the most. success- 
ful sources seemed to be men brought 
into the organization by old agents, In 
using direct mail one supervisor reported 
good results with a letter which went 
straight to the point with this opening 
sentence: “Do you know a man who 
wants to better himself?” Car] E. Haas, 
Mutual Benefit, presided. 








LONDON LIFE APPOINTMENTS 

The London Life now has an Indus- 
trial office in Smith’s Falls, Ont., the 
superintendent being J. M. Alexander, 
formerly an agent there. New appoint- 
ments to the superintendency of Indus- 
triat branches in the following centers 
are: W. M. Fergus, Sudbury, Ont.; C. 
L. Hopper, Peterboro, Ont.; E. W. A. 
Morrow, Sault Ste. Marie. 





BEST SALES IN SEVEN YEARS 
Sales of new applied-for insurance by 
Monarch Life in January reached the 
highest point for that month in seven 
years, according to an announcement 
from G. C, Cumming, general manager. 


GANTZ IN LOS ANGELES 
Joseph M. Gantz, Cincinnati general 
agent for the Pacific Mutual, spoke be- 
fore the Life Underwriters Association 
of Los Angeles on Tuesday, giving his 
yo ae Insurance Can Be Merchan- 
ised.” 


HAMILTON MADE PRESIDENT 

Bedell Hamilton, Standard Life of 
Edinburgh, has been elected president of 
the Life Underwriters Association of 
London, Ontario. 











SALES IN CITY OF NEW YORK 

City of New York estimates January 
sales in its territory at $64,744,000. Janu- 
ary sales in January, 1938, were 
$45,959,000. 





WALTER CULLIS GILBERT DEAD 

Walter Cullis Gilbert, supervising 
auditor of the Travelers, died last week 
at his home in Port Washington, Long 
Island. He was 85. 





of the Williamsburg development, and 
George Gove, formerly secretary of the 
New York State Board of Housing, and 
now manager of housing projects for the 
Metropolitan Life. 
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“Forged” Ballots Looked 
Into by New York D. A. 


GETS MONOPOLY TESTIMONY 
Acts of Eleven C.1.0. Agents, Viewed as 
Innocuous by Washington Committee, 


Now Has Kickback 


It became known in Washington early 
this week that New York District Attor- 
ney Thomas E, Dewey had asked SEC 
for a transcript of the testimony given 
before the Monopoly Committee two 
weeks ago by Edward Schurr and Bruno 
Silbiger, agents of the Metropolitan Life 
who testified at the insurance inquiry 
that they had signed names of policy- 
holders to ballots in connection with the 
biennial election of directors of the com- 
pany. It was learned in this city that 
District Attorney Dewey had subpoenaed 
both Schurr and Silbiger but it was not 
known whether he intended to seek in- 
dictments against them. 

The testimony was the sensation of the 
Monopoly insurance hearings and caused 
an indignant ejaculation from Senator 
King of Utah, saying: “You ought to be 
in the penitentiary,” a remark he imme- 
diately caused to be withdrawn from the 
record. Not only did both these agents 
state that they had signed policyholders’ 
names to election ballots but they said 


that they witnessed the signing of pol-. 


icvholders’ names by a fellow agent. 
President Lincoln of the Metropolitan 
rose and stated with indignation that this 
practice was without the knowledge of 
any officer of the company and it would 
not be countenanced. Further testimony 
along the same line by other agents 
made it plain to the Monopoly Commit- 
tee that as far as the effect on the elec- 
tion of Metropolitan directors was con- 
cerned this activity of agents was with- 
out importance because there was no 
opposition to the administration ticket 
and agents regarded the filling out of 
election ballots as a mere formality and 
a detail of their work which they sought 
to get out of the way as easily as 
possible. 
Saw Kickback on Agents 

But the circumstances of the revelation 
put the whole matter in an entirely dif- 
ferent light. Testifying under oath be- 
fore a legislative body with power to 
subpoena witnesses, the question was in 
the minds of the committee and many 
others in the room who heard the agents 
confess to signing policyholders’ names 
and witnessing admittedly forged signa- 
tures whether they were confessing to 
compounding a felony. So serious did 
Chairman O’Mahoney regard the testi- 
mony that he stopped the questioning 
when John Lord O'Brian, Metropolitan 
special counsel, demanded names of oth- 
ers who had signed ballots. Chairman 
O’Mahoney asked Counsel Gesell if the 
witness had come to the hearing of his 
own volition or was under subpoena. 
Gesell said he was subpoenaed. Sena- 
tor O’Mahoney then stated: “The wit- 
ness is here under subpoena and is not 
represented by counsel. He is entitled 
to be warned that anything he might say 
can be used against him and that he 
cannot be compelled to give information 
which would tend to incriminate him.” 
The chairman spoke in slow, measured 
tones to impress upon the witness the 
Seriousness of the situation he was then 
In as a witness under oath. When Met- 
ropolitan Counsel O’Brian demanded that 
the witness name names he refused to 
answer. An independent agents’ union 
composed of agents of Metropolitan Life 
charged at the hearing that, the C.1.O 
had engineered the appearance of the 
agents as an attack on the Metropolitan 
management. 

At the close of that session there was 
Some discussion among newspaper men 
Present and some members of the com- 
mittee as to whether the Temporary 
National Economic Committee was a 
joint legislative body which would confer 
immunity upon witnesses. There are on 
the committee three Senators, three Rep- 
resentatives and ten representatives from 
different departments of the Federal 
Government. The complexion of the 


Canadian Golfing Poet-Editor 
W. Hastings Webling, Brantford, Ontario, Will Have Been 
With Travelers 35 Years in July 


There are few literary men in the production end of the insurance business, and in 
that category can be correctly placed W. Hastings Webling, representative of the 


Travelers at Brantford, Ontario. 


Mr. Webling, sometimes called the Canadian golfing 


poet, is about to celebrate his thirty-fifth anniversary with the Travelers. The Eastern 
Underwriter was gathering some facts about Mr. Webling in Hartford when it reached 
the conclusion that possibly it had better permit the unusually talented Mr. Webling to 


tell his own story. 


To tee up at number one, may I drive 
off by stating the somewhat unimportant 
fact that I first saw the light of day. in 
the year 1868 in the city of Cheltenham, 
England, noted for its ladies seminaries, 
its nasty (mineral) waters, and as being 
the birthplace and residence of those fam- 
ous cricketers, Dr. W. G. Grace, and his 
brothers, long the idols of British cricket 
in the years gone by? 

However, we did not stay there long. 
When I was 2 years old my parents moved 
to London where I received a_ limited 
education and later started my business 
career as a junior clerk in a Quaker firm 
of tea importers, whose offices were quite 
near the Tower of London. 

Comes to Canada : 

After reaching man’s estate I came to 
Canada as representative of British Fruit 
Brokers, who specialized in the importa- 
tion of Canadian apples. After some ex- 
perience, I tried shipping on my own ac- 
count. But alas my first big shipment was 
frozen in transit to New York. That 
naturally came under the heading of 
“frozen assets,” and, my small capital thus 
depleted, I look around for something a 
bit safer. 

It was about this time I happened to 
meet Col. James Gardiner White, one of 
the most successful producers of the Trav- 
elers in Boston. Inspired by his enthusi- 
asm, and armed with a letter of introduc- 
tion to the Travelers manager in Montreal, 
I succeeded in obtaining the district agency 
in Brantford, Ontario, where I had friends 
and relatives. That happened thirty-five 
years ago, and if I am spared till July 
of the present year, it makes me, I under- 
stand, dean of the Travelers Canadian 
field force, although I trust not the Dizzy 
Dean. 

Playing Golf and Writing About Golfers 

As to my hobbies, my principal interest 
has been golf if that can be called a 
“hobby”. Anyway, for more than a quar- 
ter of a century I have tramped many a 
famous course in England, Scotland, Can- 
ada and the United States, mostly playing 
the class of golf that causes no thought of 
envy, hatred, malice in the heart of one’s 
opponent, and usually resulted in my con- 
tributing a bit towards his family budget. 
However, I have played with many mighty 
interesting people, including peers of the 
realm, preachers, politicians, plumbers, et 





Here’s the way he did it. 


W. HASTINGS WEBLING 


al, and found them as a rule delightful 
companions, which made everything quite 
worthwhile. 

Possibly I have derived the keenest 
pleasure, and some profit, from my writings 
and press associations. This began when 
I acted as associate editor of the Canadian 
Golfer from its first issue, until it changed 
ownership some years later. I also wrote 
the golf column for “Toronto Saturday 
Night,” and am now contributing editor 
for Bridle & Golfer, Toronto. Of course, 
I wrote a lot of stuff for other magazines, 
including short stories, and verses, some 
of which were afterwards published in 
book form. The last, by the way, “Locker 
Room Ballads” was published by Bren- 
tano’s of New York, who sold the Can- 
adian rights to the late Sam. Gundy of the 
Oxford University Press. I mention this 
specially as the Canadian edition proved 
a profitable proposition. As a matter of 
fact a fire occurred in the office and the 
whole edition promptly went up in smoke— 
it was well insured! 

I think, Mr. Editor, that brings us 
about to the 19th hole. 





“Sound Health” Provision Construed 


In an action on a life policy, the New 
York Appellate Division, McDermott v. 
Metropolitan Life, 8 N.Y.S. 896, said, on 
appeal from a judgment for plaintiff, that 
the “sound health provision” clause con- 
strued in Flynn v. Metropolitan, 252 App. 
Div. 78, 297 N.Y.S. 349, 1019, and other 
cases, has been replaced by a new clause 
which the court was called upon to con- 
strue. As the parties intended that the 
policy should be effective when issued 
accordance with the rule referred to in 
the Flynn case, upon the insurance com- 
pany to show the breach of the condition 
in the clause to avail itself of the rem- 
edy therein reserved. 

In the opinion of the Appellate Divi- 
sion, under the new clause if the com- 





committee seemed to raise some doubt 
as to whether it automatically conferred 
immunity. If not, the record of sworn 
testimony contains some serious admis- 
sions for possible action against the 
agents testifying. 


pany shows attendance by a physician, 
or other breach of condition, and no ref- 
erence to the condition by endorsement 
on the policy, it establishes prima facie 
breach of the policy condition. “The 
new agreement then requires the claim- 
ant to show that the treatment or atten- 
tion rendered by the physician was not 
for a serious disease, injury, physical or 
mental condition. If the claimant gives 
competent evidence in support of this 
requirement then an issue of fact as to 
serious disease is presented. As there 
is no condition precedent claimed and a 
violation which voided the policy, but a 
condition establishment of which would 
render the policy voidable by the com- 
pany, the burden of proof remains upon 
the insurer to establish its defense. Here 
the claimant gave no proof that the ail- 
ment for which the insured was treated 
was not a serious disease or condition, 
and defendant was entitled to a direction 
of verdict on its motion.” 

On reargument this was modified by 
reducing plaintiff’s recovery to $11, with 
costs. 


United States Life 
Operations in 1938 


SEVERAL INCREASES OVER 1937 





Capital Structure Improved During Year 
By Stock Issue; Foreign Busi- 
ness Contributes Gains 





C. V. Starr, president, United States 
Life, says of last year’s operations, that 
the total of all forms of paid-for new 
business, revivals and increases in 1938 
was $12,225,348, which is 19.3% over 1937. 
The company’s total new Ordinary busi- 
ness, including revivals and increases, 
during 1938 was $10,538,833, which is 40.7% 
above 1937. Net gain in insurance in 
force was $4,445,583 which brings that 
item to $50,186,897 for the first time. 
This is a net increase over 1937 of 9.7%. 

Foreign Operations 

Net gain in insurance in force in 1938 
was 36.1% greater than in 1937. In the 
latter year the proportion of net increase 
attributable to foreign operations was 
approximately one-third. In 1938, al- 
though there was a wholesome increase 
in total domestic business written and in 
force, the corresponding increases in for- 
eign business were considerably larger 
by comparison. The <esult is that 62% 
of the net gain in insurance in force in 
1938 resulted from foreign operations. 

Premium Income 

Income from all sources in 1938 shows 
an increase of 14.6% over 1937. Owing 
to an unusually large volume of single 
premium business in 1937, comparison of 
the total premium income of 1937 with 
that of 1938 is somewhat distorted, show- 
ing an increase of only 1.2% for 1938. If 
the item of single premiums is omitted 
from both years, the 1938 total premium 
income shows a 17.4% increase over 1937, 
which is more in line with the other gains 
affecting this factor. Mortality experi- 
ence in 1938 struck a mean level between 
the 68.71% of the expected in 1936 and 
the quite low figure of 47.24% in 1937, 
being 59.48% in 1938. Net admitted as- 
sets show an increase of 8.8% over 1937. 
Commenting on these figures and on the 
company’s progress in general, President 
Starr says: 

Capital Increased 

“Undoubtedly the most important and 
significant step taken in recent years is 
the change the company made in its 
capital structure during the last quarter 
of 1938. The company had suffered re- 
ductions in its surplus due both to the 
marked increase in new business and to 
revaluation of investments. Not only 
was $150,000 added to surplus but $200,- 
000 was added to the company’s paid-in 
capital. The stock issue required to ef- 
fect this was promptly oversubscribed. 
This strengthening of our capital struc- 
ture provides a margin of safety above 
our liabilities substantially in excess of 
legal reserve requirements. December 
31, after setting up reserves for every 
contingency and revaluing all assets ac- 
cording to strict New York standards, 
the company’s paid-in capital stood at 
$500,000, with net surplus $139,081.” 


HARRY T. WRIGHT SPEAKER 

“Counteracting Current Sales Resist- 
ance” was the subject of a talk given 
before the Milwaukee Association of Life 
Underwriters by Harry T. Wright, sec- 
retary, National Association of Life Un- 
derwriters, and associated with the 
Equitable Society in Chicago. 


AWARD TO PACIFIC MUTUAL 

Pacific Mutual Life has been awarded 
the Lord & Thomas bronze medal for 
excellence of its advertisements used in 
national newspaper campaigns. 








CANDIDATE IN SHEBOYGAN 

Fred Runzel, special agent at Sheboy- 
gan, Wis., for Equitable Society and 
active in local political circles, has an- 
nounced his candidacy for mayor of She- 
boygan. 


James Y. Murdock, K.C., president, 
Noranda Mines, and a director of the 
Canadian National Railways and other 
industrial concerns, has been elected a 
director of the Mutual Life of Canada. 
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PROPERTY INSURANCE IS MER- 
CHANDISE ON SHELVES OF 
AGENTS 
Insurance Co. 
Co., in 


the 
cur- 


and 
Insurance the 
of The Accelerator, 

publication, tell that 
on their shelves is the 


The Boston 
Old 


rent 


Colony 
their 
the 
in- 


issue 
agency agents 
merchandise 
surance they are ready to write. In order 
to do the most profitable business these 
shelves must be well stocked with cover- 
that meet the needs of the 
munity. The Accelerator calls attention 
to the fact that the and Old 
Colony write seventy-two different lines 
the great majority of those 
The buyer 
faith in 
a professional rela- 


aces com- 


f ston 


of insurance, 


coverages being side lines. 


insurance puts implicit his 
It is 


He expects his insurance man 


of 
agent. really 
tionship. 

and rightly so- 
of the 
to study 


to keep him informed 
progress of insurance protection ; 
his insurance needs; and then 
recommend and explain and give him op- 
portunity to buy forms of insurance that 
will take 
High 
The 


ing 


needs. 

not 
agent is really an assistant purchas- 
the insured. Side 
necessity, but they help 
Agen- 
retail 


care of those 


pressure selling is wanted. 


agent for lines 


not only are a 


win new customers for an agency. 


cies need new customers just as 


The stores often bring people 


by 


stores do 


inside their doors merchandising 
tricks, 
where 


The 


goods 


such as advertising cut-rate goods 


the store does not make a profit. 


stores “loss leaders,” 


the 


advertise 


marked below usual 
price, 


cutting is 


sharply 
selling 
to sell 
stands on its 
should be 


the 

Every coverage 

merit. If 
purchased. 


Rate- not way 
insurance. 
own necessary, it 
fairly 
BREATHING SPACE 
WASHINGTON 
Now that the 


surance hearings 


AFTER 

HEARINGS 

initial phase of the in 
the National Tem- 
porary Economic Committee is concluded 
spell 
the 
tion to see what has been accomplished. 
after all the consumed 
information gathered little 
to the 
Departments do not 


of 


has a_ breathing and 


checking 


everybody 


there is some up on situa- 


Certainly, time 
and the was 
state 


already 


disclosed committee which 
Insurance 
know. The 


of 


just great a 
responsibility as the 
ment has. The commissioners of insur- 
ance are closest the policyholders; 
are intent on protecting their interests. 
They know all about how directors are 
elected and they are not of the opinion 


states have 


as 


sense Govern- 


to 


1907, at the post office of New 


York City under the act 





insurance companies 
“putting anything over” on policyholders 
in their methods of electing directors, 
which differ, by the way, each company 
electing them in the way it thinks best 
for the interests of all. If anything 
were flagrantly wrong the Departments 
would know it and make it public and 
the policyholders could then act. The 
tremendous success of the companies in- 
dicates that the rights of the policy- 
holders are respected. 

Nothing was brought out in Washing- 
ton reflecting on the integrity of direc- 
tors. It is true that in the case of some 
interlocking directorates there 


that the great are 


is a busi 


ness relationship, but it is not an un- 
ethical one. 
Take an illustration outside of the 


insurance business. 

There is no more able, honest public 
official in Washington than Charles 
Edison, Assistant Secretary of the Navy 
Thomas A. 
Because he is a junior cab- 


who is also president of the 
Inc. 
inet officer does not bar the Thomas A. 
Edison, Inc., from to 
the U. S. Navy. It and there is 
nothing untoward about doing so. 

The Washington 
their preliminary 
of which take 
expensive 
Yet, 
reflecting 
companies. 


Edison, 
selling materials 
does 
proceedings with 
questionnaires, some 
fill out, 


well 


weeks are de- 


cidedly as as time con- 


nothing has been brought 
the 


That apparently is the opin- 


suming. 


out on administration of 
ion of the daily press of the country, as 
the hearings have generally had coverage 
on inside pages, while the editorial treat- 
ment discloses that 
not think advantage 
policyholders, 
rights 


of America 
taken 
believe 


editors 
has been 
do 


not being 


do 
of 


the:r 


nor they 


are protected. 

Foster A. ‘Siaiail « assistant general 
agent of the Gordon H. Campbell agency. 
\etna Life, Little Rock, was re-elected 
chairman of the Greater Little Rock 
Library Association February 3. The or- 
ganization will sponsor the inauguration 
of a bookmobile trailer service to supply 
books to outlying neighborhoods of the 
city, and a campaign will be inaugurated 
to raise funds to purchase the_bookmo- 
bile and put it into service. The asso- 
ciation will also sponsor various events 
for formal opening of an annex which 
has been built on the Public Library 
suilding. 

* * * 

Norman S. White, who recently left 
the Insurance Co. of North America to 
take an official position with the New 
3runswick Fire of the Home of New 
York Fleet, is now located in Room 803 
at 31 Clinton Street, Newark. His duties 
for the present will be confined to the 
New Jersey field 


eS 











EVELYN HALPRIN 


Evelyn Halprin, who won first prize 
in the examinations taken in the brok- 
ers’ qualification course of the Insurance 


Society of New York, is the daughter 
of a life insurance man and became in- 
terested in insurance through hearing 
it discussed at home. She lives in the 
3ronx, New York City. Second prize 
was won by James L. Sindt, Northern 


Insurance Co.; third prize by Herbert 
S. Ellison, Jr., Clancy D. Connell 
agency, Provident Mutual Life. The 


prizes, offered by Vincent Cullen, presi- 
dent National Surety, are each year 
awarded to students obt: lining the high- 
est average mark in all four examina- 
tions given in this course. 

Hunter Lyon, prominent Miami 
ance agent and one of America’s 
colorful insurance agents, spoke 
WOR Saturday from the Hialeah 
racetrack and introduced Joseph E, Wid- 
ener, president of the track association. 
Mr. L yon’s association with Mr. Widener 
is a close one and Mr, Lyon has done 
considerable public relations work for 
Hialeah Park which draws to Miami and 
Miami Beach every year thousands of 
people. 


insur- 
most 
over 


Park 


* ok * 

Howard C. Lawrence, president New 
Jersey Life Underwriters Association, 
and often a leader with the Lincoln 
National Life, was the guest speaker at 
the dinner meeting of the Trenton Life 
Underwriters Association recently. 

* * 


Martin Mullally, president, 
Association of Insurance Agents, has 
been re-elected for a second term as 
president of the Century club of Muske- 
gon, a club for business and professional 


Michigan 


men, He was also elected recently to 
the directorate of the Snowhite Baking 
company there. 

x * * 


John J. Dorman, executive vice-presi- 
dent of the Modern Industrial Bank and 
former Fire Commissioner of New York, 
has been appointed by President Roose- 
velt to the annual Assay Commission. 
The commission met recently in  Phil- 
adelphia to make tests with reference to 
the weight and fineness of certain coins 
to determine whether there has been 
conformity to the law. 

* * * 

B. P. (Sonny) Carter, Jr., first class- 
man at Virginia Military Institute, and 
son of B. P. Carter of Richmond, for- 
mer president, American Association of 
Insurance General Agents, participated 
last Saturday in the weekly ride of the 
Deep Run Hunt Club at Richmond. He 
plans to enter insurance after he finishes 
at the Institute next June. 





HARRY NEWMAN 





Harry Newman, former Philadelphia 
general agent of the Union Central Life 
and now publisher of the weekly maga- 
zine, Judge, has taken another fling in 
the publishing business by issuing a new 
magazine in Washington which is called 
“The Senator.” The first issue contains 
a letter from Franklin D. Roosevelt 
wishing Publisher Newman well in his 
new venture. 

* -* 

A. S. Hinshelwood, chairman of the 
Fire Offices Committee, London, ad- 
dressed the Danish Insurance Associa- 
tion at Copenhagen recently on the func- 


tions and structure of the Fire Offices 
Committee, of which a number of Danish 
offices are associate members. Mr. Hin- 


shelwood returned to London by way of 
Berlin, where he met a number of Ger- 
nan insurance leaders who visited the 
United Kingdom on a_ delegation last 
year, 
* * x 

C. M. Gulland, assistant 
the Scottish Equitable Life, 
appointed investment secretary. He en- 
tered the service of the society as an 
apprentice in 1923 and passed the final 
ictuarial examination in 1928. He is a 
member of the Investment Research 
Committee the Faculty of Actuaries 


secretary of 
has_ been 


ot 





Ella Barnett 
Mr. and Mrs, R. J. Maclellan, aboard 


SS. Nieuw Amsterdam, for cruise arow 


South America. Mr. Maclellan is presi- 


dent of Provident Life & Accident of 


Chattanooga. 


February 
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William L. Mooney 


William L. Mooney, former vice- 
president of the Aetna Casualty & Sur- 
ety, and for years head of the production 
forces of that company, calls himself a 
farmer now that he has retired from the 
insurance arena. His home is four and 
a half miles from Hartford’s city hall, 
the place consisting of eighteen acres. 
Most of it is woodland, but he has more 
than 200 chickens and two cows. 

Following the flood he was made a 
member of the Connecticut Rehabilita- 
tion Commission, which has completed 
its work and reported to former Govern- 
or Cross. Another member of the com- 
mission was T. W. Russell of Allen, 
Russell and Allen, Hartford insurance 
general agents. 

One of Mr. Mooney’s principal inter- 
ests at present is a social welfare one— 
anew State Hospital and training school 
for the feeble minded at Southbury, Conn 
He is a member of the commission ap- 
pointed by former Governor Cross to 
select a site to erect buildings and oper- 
ate the institution. About $4,000,000 will 
be spent on the buildings. Among mem- 
bers of the commission are Charles A. 
Moser, Stamford, a retired capitalist, 
who is chairman; Mrs. Sarah Crawford, 
lormer member of the legislature, and 
at present state secretary, and Grover F. 
Powers, New Haven pediatrician. Mr. 
Mooney succeeded Morgan B. Brainard 
on the commission. 

_ Mr. Mooney is chairman of the Hart- 
ford Club’s house committee. He and 
Mrs. Mooney spent several months 
abroad last year, traveling extensively, 
and are now in Florida. : 

* * 
Sentimental Angles to A. W. Whit- 

ney’s Twenty-fifth Anniversary 

A. W. Whitney, who in his quiet man- 
her 1s one of the great safety pioneers 
in stock casualty insurance ranks today, 
Was given a delightfully sentimental 
party a few days ago on his twenty-fifth 
anniversary which will be long remem- 
bered. He walked into his office at 60 
John Street after two months of relaxa- 
tion back in his home state of Califor- 
Ma to find on his desk a huge bouquet 
of roses, and a testimonial of felicitation 
and friendship signed by every officer 
and employe of the Association of Casu- 
alty & Surety Executives (in which or- 
Sanization he is a conservation official) 
and the National Bureau of Casualty & 
Surety Underwriters of which he was 
seneral manager in the early days of its 
career, : ; 

The next day a lot more fuss was made 
over Mr. Whitney’s anniversary and no 
man is more deserving of it. The com- 
bined staffs of the two organizations as- 
sembled in a conference room for the 
Presentation of a handsome and appro- 
crately inscribed gold watch to Mr. 
hicniney. a permanent reminder of the 
aa regard in which he is held by all 

10se with whom he is associated. 

Julien H. Harvey, managing director, 





National Conservation Bureau, presided 
at the ceremonies, He first introduced 
William Leslie, general manager of the 
National Bureau, who revealed in the 
course of a brief, witty talk that he was 
one of Mr. Whitney’s students at the 
University of California. Claude W. 
Fairchild, general manager of the Asso- 
ciation, admitted that his acquaintance 
with Mr. Whitney did not extend back 
to college days but he had known him 
long enough to tell many anecdotes that 
kept the assembly laughing while the 
guest of honor delightedly nodded his 
head in acquiescence. Others who spoke 
were E. J. Bond, president, Maryland 
Casualty; Ray Murphy, assistant general 
manager of the Association; E. E. Rob- 
inson, secretary, National Bureau, and 
E. A. Bantel, office manager of the Bu- 
reau, who, incidentally, is approaching 
his own silver anniversary. 

Mr. Whitney responded briefly to the 
occasion, saving: 

“I have always believed that the 
place a person works should be also 
the place of his warmest friendships. 
It touches me deeply to find here, and 
in the telegram you sent me at Christ- 
mas time, such abundant evidence that 
we are not merely fellow workers, but 
also friends.” 

Albert W. Whitney is a dreamer, and 
as such he envisioned long ago the 
needs of the American people to ade- 
quately cope with an onrushing mechan- 
ized age. Through his vision and pen, 
America has such media as the Center 
for Safety Education at New York Uni- 
versity, and the high school text book 
“Man and the Motor Car,” as powerful 
allies in the nation’s accident prevention 
crusade. 

S = «& 
Mary A. Fairchild 

One of the best known figures in State 

Insurance Department circles is Mary A. 


Fairchild of Nebraska. She has been 
with the Nebraska Department since 
1913. 


Mrs. Fairchild’s first position was with 
the Nebraska Board of Agriculture as- 
sisting in the office work of the State 
Fair under the secretary of the board. 
After two years she joined the Nebraska 
Department in a clerical capacity and as 
an extra. The Nebraska Insurance code 
was passed in July, 1913, and in Febru- 
ary, 1914, she became permanently em- 
ployed. Her position was assisting the 
actuary in approval of policy forms and 
checking of companies’ annual state- 
ments and statistical work in connection 
with publication of the annual report of 
the Department for several years 

Later, she was appointed chief clerk 
and continued previous duties in addition 
to supervision of office work. In January, 
1923, she was appointed by Governor 
Charles W. Bryan as chief of the Bureau 
of Insurance and served until April, 1925, 
when she was appointed by Governor 
McMullen as Deputy under John R. 
Dumont, now manager of Interstate Un- 


derwriters Board, 80 John St., New York. 

In 1929 another change in the office of 
Governor took place and also other 
changes in the Department personnel 
eliminating the title of Deputy. She was 
made chief clerk with the same duties as 
previously and still holds that position. 

Mrs. Fairchild has attended many 
meetings of Insurance Commissioners 
when the Nebraska Commissioner could 
not attend and she has a wide acquaint- 
ance in insurance circles. 

Her early education was in grade and 
high schools in Springfield, Ill. She has 
lived in Lincoln since 1904, has two 
children; a daughter, Mrs. R. W. Turner 
of Omaha, and a son, D. S. Fairchild 
of Omaha. She is a member of the 
Church of the Holy Trinity at Lincoln 
and has served in many offices in the 
church organizations. 

The Nebraska Commissioner is C. 
Smrha. 


* * * 


Tells Parliament About War Risk 


Insurance Plans 


Sir John Simon, Chancellor .of the 
Exchequer, made an important state- 
ment in Parliament about the British 


Government’s plans with regard to com- 
pensation for death or disablement of 
civilians, caused by air raids; compensa- 
tion of owners of, property damaged as 
the result of war, and insurance of com- 
modities in respect to war risks. 

He said that the Government cannot 
contemplate a scheme which would com- 
mit the community to vague and inde 
terminate liability. That did not mean 
that individual properties which suffer 
ought to be left to bear the loss unaided, 
but that the compensation should be on 
the highest scale compatible with the 
circumstances of the country after and 
not before a conflict, When the extent 
of the damage to property in private 
ownership is known, such contribution 
will be made from public funds as the 
circumstances make possible, in accord- 
ance with a scale which would pay in 
full up to a certain limit of loss and, 
thereafter, would be graded. Although 
compensation cannot be made available 
until the total losses are known at the 
end of such a conflict it would be neces- 
sary to assess damage as soon as possi- 
ble after it occurred in each case, and 
a scheme has been drawn up for this 
purpose which can be put in operation 
immediately it is required. 

There will be a compensation board 
presided over by one of His Majesty’s 
Judges, and the collection of claims and 
recording of damage will be in the hands 
of the Valuation Office of the Inland 
Revenue as a nucleus with additional 
professional assistance. Various ques- 
tions affecting the contractural relations 


between freeholders, leaseholders and 
other persons interested in property 
must be dealt with specifically. A plan 


has been worked out for the emergency, 
reconstruction of essential property in- 
cluding, where necessary, housing accom- 
modation. 

Speaking of questions of 
commodities he said: 

“Stock in trade is quantitatively a very 
much smaller property than that of prop- 
erty in general and from the point of 
view of the community as a whole it 
is vital to secure the continued flow of 
necessary supplies to the country upon 
which our existence during the emer- 
gency would largely depend. 

“Our plans in this connection are two- 
fold,” said Sir John Simon. “In the first 
place we shall shortly announce a com- 
prehensive scheme for marine war risks. 
So far as hulls are concerned, the Gov- 
ernment has made an arrangement with 
the several mutual war risks associa- 
tions. . The principle of the scheme 
for cargo insurance is that those cus- 
tomarily offering insurance of such risks 
will form a pool and the pool will be 
able to re-inure King’s enemy risks with 
the Government. This scheme is designed 
to operate in time of peace with the 
special object that by giving complete 
cover to all engaged in trade there should 
be no check to the flow of goods into 
and out of the country during any period 
of anxiety or emergency. Comparable 
facilities will also be made available in 


stocks of 





MOONEY 


WILLIAM L. 


time of war. There will also be a scheme 
to cover goods between ship and ware- 
house. 

“As regards essential stocks on land, 
we have found it practicable to devise 
an insurance plan. This will cover all 
goods which, in the opinion of the Board 
of Trade, are essential to the life of the 
community during the war, including the 
maintenance of the export trade. 


“The scheme will be worked through 
the fire insurance companies and 
Lloyd’s. As the owners of such goods 


will receive compensation in full imme- 
diately, a premium will be charged in 
war. There will be no premium in peace, 
but it will be necessary for the persons 
concerned to register at a nominal fee 
sufficient to cover expenses with their 
insurer and they will be allowed to ask 
for endorsements of their policies as re- 
quired from time to time. In war the 
scheme would be compulsory and _ the 
fee for delayed registration would bs 
increased. This scheme will cover all 
goods of the class I have mentioned 
whether they are raw materials, com- 
modities or in course of manufacture, and 
the scheme applies to importers, manu 
facturers and merchants. Retail trade, 
owing to its diversity and to the great 
numbers of traders involved, represents 
an especially difficult problem, details of 
which are still under examination. But 
it is Our intention in one form or an 
other to cover retailers who stock es 
sential commodities against damage to 
those stocks.” 
* * * 
Washington Hearings 

Nothing could be more polite than was 
the “monopoly committee” interrogation 
of insurance men in Washington, Ger- 
hard Gesell, chief examiner of witnesses, 
never once raised his voice; nor showed 
excitement; nor was sarcastic or brutal 
He would hand out what the committee 
regarded as an incriminating letter with 
an air of great innocence, and would not 
even chuckle if the witness said he had 
never seen the letter before 

The life insurance gallery present 
thought that the committee was trying 
to smear the companies, and there. is 
considerable resentment. 

Quickest testimony was that given by 
Wilfred Kurth, chairman of the Home 
He wasn’t on the stand ten minutes and 
made an exceedingly good impression. 

*  * 


Hawkeye Would Buy United 

The Hawkeye Casualty, Des Moines, 
has offered to buy the United Automo 
bile, a stock company of Grand Rapids 
Under terms of the proposal the entir¢ 
agency plant of United Automobile would 
be retained as well as the home office 
employes, the Grand Rapids headquarters 
becoming a branch of the Hawkeye 
Charles J. Adams, Leland D. Phelps and 
Tames K. Miller, who is secretary of the 
United, have been elected to the director 
ate of the Hawkeve. If the proposal is 
carried through Hawkeye would have 
assets of about $1,000,000. 
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Kurth Interviewed 
By Washington Press 


BUSINESS WORLD IS CONFIDENT 


Praises American Agency System and 
Tells Why Stock Fire Insur- 
ance Is Strong 


testimony 


Following his before the 
Temporary National Economic Commit 
tee in Washington last week at the in 
surance hearings at which a number of 
presidents of insurance companies tes 
tified, Wilfred Kurth, chairman of the 
Home and affiliated companies, was in 





KURTH 


WILFRED 


terviewed by members of the Washing 


ton press. He told them that the busi- 
ness world can, in his — mn, face the 
future with increasing confidence. 
“There are many x of the eco 
nomic situation which are encouraging 
to industry and commerce, and I can see 
nothing in sight which can stop the pro 
gress of this country,” he said, adding 


that he believed that competition is the 
life-blood of business in America and 
he added that the Home welcomes all 
fair competition. 

“Tn an unusual number of 
petition benefits the public,” said Mr. 
Kurth. “When there is competition there 
is progress ; there are innovations; there 
are improvements in what is offered the 
public. And in the fire insur: ince _busi- 
ness ordinary and ethical competition is 
at all times sufficient to assure the pub- 
lic fair rates in fire insurance, As mee y 
as present conditions prevai | these rates 
can never be excessive. 

Strength of Stock Company Insurance 

In his interview Mr. Kurth 
stock fire insurance, saying th 
son why it has grown so pi 


aspects com- 


discussed 
at one rea- 
werful is that 


it is operated on the Americ an plan of 
enterprise for profit. It encourages initi- 
ative and marches alk ith individual 
sm. A person insuring in a stock com- 
pany need not worry about having to 
share the responsibility for the success 


No Insurance on Visit 
Of English Nobility 


LLOYD’S AGENT DENIES RUMORS 


Report Was That Montreal People Had 
Insured Heavily Against Possible 
Cancellation of Trip 
That citizens of Montreal are insuring 
heavily with Lloyd’s, London, against 
Their Majesties the King and Queen of 
England not being able to come to Can- 
ada on their arranged trip in May, has 
been a prevalent and growing rumor in 
Montreal. A_ Lloyd’s’ representative 
there says that this rumor has not the 
slightest basis of fact. Not a single 
policy has been obtained as far as he 
is aware. ; 
“There are some things on which one 
cannot insure,” he said. “Lloyd’s will 
not permit us to insure against war. 
This doubtless comes at the urging of 
the government, for if people insured 
heavily against war they would stand 
to win big sums if war did come, there- 
fore war might be fomented in order 

that this money could be obtained. 

“The people of Montreal can insure 
against a specific function; for instance, 
any concern might want to make sou- 
venirs and insure against Their Majes- 
ties not coming,” he continued. “The 
rate on this is 18%; that is, they must 
pay $180 to get back $1,000. Thus far 
no one wants such a policy. 

“Lloyd’s is willing to sell insurance 
against specific events taking place. For 
instance, they quote a rate on the fail- 
ure of the King and Queen to attend 
the special functions to be held in their 


honor in Montreal. The rate is 25% 
and so far there are no takers. We are 
receiving many inquiries but so far 


nothing has been placed.” 


of the enterprise as stock companies are 
administered by experts and operated in 
conjunction with thousands of represen- 
tatives (their agents), who are in them- 
selves insurance experts. He praised the 
\merican Agency System, and called at- 


tention to its success throughout the 
country. 
He said the special services which 


agents render policyholders in their own 
community are considered a matter of 
prime importance in every community 
where there are agents. These agents 
act advisors, secure their clients the 
best possible and broadest fire coverage 
at the lowest rates. 

Mr. Kurth stated that the Home 
all its affiliates are exclusively 
companies He explained to 
porter: do not write 


as 


and 
agency 
the re- 
business di- 


“We 


rect. Every policy we handle is written 
by or through agents, This has been the 
policy — be our company since its incep- 
tion, eighty-six years ago.” 


sep — < 
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INQUISITION 


An Agent who is fair to himself and his work 
will very carefully examine the company of 


his choice. 


Is it sound? 


Is its history one of unquestionable 


dependability? 


Is it modern in its thinking? 
Are its facilities constantly at work 


for the Agent. 


Such an inquisition is the foundation for a 
brighter future ! 


PHILADELPHIA 


FIRE and MARINE 
INSURANCE COMPANY 


HEAD OFFICE: 1600 Arch St., Philadelphia, Pa. 
NEW YORK OFFICE: Central Fire Agency, i. 


92 William St., N. 


CHICAGO OFFICE: 209 W. Jackson veal be 
SAN FRANCISCO OFFICES: 


Marine—222 Sansome Street 


ee Montgomery Street 





Bennett Replies To 
Ohio Ass’n Withdrawal 


ANSWERS ALL THE COMPLAINTS 





General Counsel Explains National Ass’n. 
Position in Long and Detailed 
Statement 





Following his return late last week 
from Virginia General Counsel Walter 

Bennett of the National Association 
of Insurance Agents issued a lengthy 
statement setting forth answers to the 
several reasons given by the Ohio Asso- 
ciation for its decision to withdraw the 
entire membership from the national 
body. The Ohio Association, with over 
1,000 agency members, was the third 
largest unit in the national organization, 
with coextensive membership. The Ohio 
Association’s action was announced in a 
letter written by President L. Calvin 
Jones of Youngstown. 

With reference to financed automobile 
insurance Mr. Bennett told of the prac- 
tical difficulties of restoring this business 
generally to agents but said efforts to 
have finance companies leave liability 











PREMIUM RESERVE 

OTHER LIABILITIES 

SURPLUS TO POLICYHOLDERS 
TOTAL ASSETS 


$608,121.20 in the above are 


The Tokio Marine & Fire 


Insurance Company, Ltd. 


United States Fire Branch: 80 John Street, New York 
Georce Z. Day, Asst. General Agent 


U. S. Statement June 30, 1938 


Bonds & Stocks valued on New York rseners Department Basis. 


$ 2,124,574.79 
639,291.00 
9,047,186.12 
11,811,051.91 


Securities carried at 
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d in various States as required by law. 





and property damage insurance alone 
were successful. On production branch 
offices Mr. Bennett said the firm. stand 


taken by the National Association in a 
resolution adopted at the Dallas annual 
meeting in 1937 was “established with the 
help and assistance of the Ohio repre- 
sentatives.” 

Mr. Bennett fails to see how the new 
agency contracts in connection with the 
Federal Social Security tax strike at the 
principal of ownership of agency expira- 


tions as contended by the Ohio Asso- 
ciation. On the subject of the Para- 
mount Fire, not yet in existence, Mr. 


Bennett cited the executive committee's 
statement issued in January and said the 
whole subject will be considered fully at 
the midyear meeting. Turning to a sug- 
gested uniform agency law he said that 
any uniform bill approved b~ the Na- 
tional Association is only a model for 
those who care to use it and the national 
body is not trying to force any.,state 
association to accept it nor is the na 
tional body going to introduce such a 
measure in state legislatures over the 
opposition of state bodies. 

The Ohio Association, which has many 
members representing stock and _ non- 
stock insurers, feels that the National 
Association in its recommended consti- 
tutional amendments, is taking sides in 
a dispute between. types of companies 
by upholding the principle of stock in- 
surance. Mr. Bennett points out that 
the National Association membership 1s 
free to accept or reject the constitutional 
changes at the mid-year meeting and a 
a matter of fact the association has for 
years been on record as supporting the 
principle of capital stock insurance. 





R. T. MARSHALL IN FLORIDA 

R. T. Marshall, head of Albert Will- 
cox & Co., will remain in Orlando, Fla. 
where he has been temporarily re siding 
since the first of the-month, for several 
more weeks. 








Incurred losses reported to the New 
York Board of Fire Underwriters i 
January totaled $1,031,290, against $522; 
007'in January, 1938. 
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Careers of Officers Advanced 
By the Automobile Insurance Co. 


Announcement was made in these col- 

ymns last week of advancements made 
by the Automobile of Hartford. Olaf 
Nordeng, promoted from secretary to 
vice-president, joined the Aetna Life and 
\filiated Companies in 1926 following 
seventeen years’ experience in fire insur- 
ance. He was connected with various 
newspapers in Wisconsin until 1909 when 
he accepted a position with the Wiscon- 
sin Mutuals. In 1912 he went with the 
Minneapolis Fire & Marine and in 1918 
joined the American Eagle. In 1921 he 
was made agency superintendent of that 
company and in February, 1922, was 
made assistant secretary. In 1925 he 
became assistant secretary of the Amer- 
ica Fore Group, which position he left 
to go to Hartford as secretary of the 
Automobile, 

Dudley R. Sibley, promoted to assistant 
vice-president from secretary of the 
Automobile, was born in Providence, 
R. I. In 1916 he entered the marine de- 
partment of the Providence-Washington 
remaining until 1920 when he went to the 
Aetna as an underwriter in the inland 
marine department. In 1922 Mr. Sibley 
was appointed manager of the inland 
marine department and in 1927 assistant 
secretary. In 1930 he was promoted to 
secretary to the Automobile. 

Harry N. Smith, promoted to secre- 
tary from assistant secretary in the fire 
department, entered the fire underwrit- 
ing department of the Scottish Union & 
National in 1903, where he remained 
eight years before joining the Automo- 
bile in 1906. After serving as an ex- 
aminer he was appointed special agent 
in 1919 and in 1921 was promoted to 
agency superintendent. In 1927 Mr. 
Smith was made assistant secretary, 

Fred Maccabe, promoted from assistant 


W 





NORDENG 


OLAF 


secretary to secretary of the marine de- 
partment, was born in Liverpool, Eng- 
land. His insurance career began with 
an apprenticeship in the Liverpool office 
of the Standard Marine and upon the 
completion of his contract, he was placed 
in charge of the loss department of the 
company at its New York Branch. In 
1919 he became marine loss manager of 
the Automobile at the New York office. 
In 1924 he was transferred to the home 
office and in 1926 promoted to assistant 
secretary. 





Thomas I. Parkinson is now the most 
articulate of all the life insurance presi- 
dents. Nhen he talks about certain 
phases of the New Deal he gets as 
steamed up and eloquent as Dorothy 
Thompson does when she writes a col- 
umn about central Europe. Major Park- 
inson began to make aggressive speeches 
when he was head of the Chamber of 
Commerce of this state, and it was not 
long before he was making fiery ad- 
dresses. He is trying to arouse senti- 
ment in the everyday citizen in the 
Government, and to protest and fight if 


Philadelphia Meeting 
(Continued from Page 1) 


ton where a committee of Congress 
sought for a couple of weeks to “pin 
something” on some of the greatest in- 
surance companies in the country the 
Commissioner’s brief comments appeared 
to have a deeper significance than ap- 
peared on the surface. 

When President Parkinson of the 
Equitable, (introduced to the banquet by 


President John A. Stevenson of the he thinks his economic future is being 
Penn Mutual), got up he was more imperiled 
definite. He agreed that there was no 7 


Major Parkinson is the first of the 
life insurance presidents to cut loose and 
tell what he thinks of the “Monopoly 
Committee’s” insurance inquiry. 


mystery in insurance, but said that in 
life insurance there were some distinc- 
tions between life and fire, and he ex- 
plained what they were. “You might 
call them peculiarities,” he said. “They 
are peculiarities which have been built 
up in the interest of policyholders and in 
the institution of life insurance, making 
the institution strong.” 

_ Major Parkinson then swung quickly 
into a discussion of the Congressional 
monopoly committee’s attempt to smear 
insurance companies and to weaken con- 
fidence in life insurance generally in 
their hearings which have just been con- 
cluded. The initial hearings have had 
to do with methods of electing directors 
and duties of directors. 

During his address Mr. Parkinson told 





January Fire Loss Shows 
No Gain Over January, 1938 


Fire losses in the United States in 
January amounted to $27,615,316, com- 
pared with $27,676,337 in the same month 
last year and with $25,069,895 in January, 
1937, according to figures of the National 
Board of Fire Underwriters. Following 
an upward trend in fire losses for several 
months, compared with corresponding 
ui months of the previous year, January 
his listeners insurance is a sound, safe losses failed to maintain the increase and 
and straightforward business. were virtually the same as for January, 

In commenting upon public affairs 1938 


| 4 a enn | 
| Parkinson’s Responsibility | 

In a talk before the Insurance Soci 
lety of Philadelphia on Monday night, 
President Parkinson of the Equitable 
| Society said: 

“In my company are a million and | 
a quarter policyholders. There are | 
123,000,000 other citizens who are not 
| policyholders. To whom do I owe ob- 
|ligation—to the one and a quarter 
jmillion policyholders who put. their 
}money into our cooperative organiza- 
tion to take care of their dependents, 
or to the other millions? My duty is 
to my own policyholders. 1 am, there 
fore, glad to know that the responsi- 
ble Federal official conducting — the 
Washington insurance hearings says 
| hat no policyholders need be alarmed ; 
that the resources and finances of the 

life companies are in order.” 


| 
| 
| 











HALF-CENTURY FOR ECKHARDT 
Anniversary of Connection With North 
British & Mercantile Celebrated 
Fittingly in New York 
Louis H. Eckhardt has completed fifty 
years with the North British & Mercan- 
tile group. The occasion was observed 
February 20 with a dinner party at which 
Assistant United States Manager C. E. 
; with a 


Case presented Mr. Eckhardt \ 
watch and an illuminated testimonial 
scroll. At his office Mr. Eckhardt re- 


ceived flowers from the employes in the 
accounts department and from the In- 
surance Accountants Association, of 
which he is a charter member. The ac- 
counts department employes also gave 
him a set of traveling bags and a West- 
minster chime clock, 


FALLS TALKS ON INSTITUTE 


Insurance Institute Increasingly Success- 
ful in Furthering Study Groups in 
Smaller Communities 

Laurence E. Falls, president, Insurance 
Institute of America, and vice-president, 
American Insurance Co., Newark, ad- 
dressed the Insurance Society of Phila- 
delphia at its annual dinner February 20. 
His remarks on the scope and influence 
of the institute follow: 

“Insurance societies like this one in 
Philadelphia have advanced the capa- 
bilities and the usefulness of men and 
women in this community, and the in- 
fluence of this society has extended far 
beyond the confines of Philadelphia. But 
the opportunities for supervised study, 
and the incentive for any study, collateral 
to our daily business lives, which is af- 
forded Philadelphians by this society, 
are not available in communities remote 
from the great insurance centers. The 
Insurance Institute has undertaken, and 
is increasingly successful in encouraging, 
the formation of study groups in other 
cities and states, and it has correspond- 
ence students in many other countries. 
Students enrolled in institute courses are 
all engaged in business for a livelihood, 
and can devote a few hours each year to 
collateral schooling; but to-the extent 
that they may grow by organized and 
intelligently directed study, the Insur- 
ance Institute of America reaches and in- 
fluences the lives of a larger number of 
people than most colleges. The institute 
has some 4,000 students, and in addition 
300 correspondence course students. 

“New societies are being formed from 
time to time in cities where this work 
has not heretofore been done, and those 
who have given their thought, time, and 
energy to the work of the institute must 
accept, as their sole compensation, the 
consciousness that the work they are do- 


A PROGRESSIVE COMPANY FOR PROGRESSIVE AGENTS 


ND ALLIED LINES—AUTOMOBILE—INLAND MARINE 


Lasher Resident Sec’y 
Home Coast Department 


LOUIS J. FISCHER ADVANCED 


Made Ass’t Manager in Chicago Unde 
E. R. Hurd; Other Promotions; W. M. 
Krieger Transferred to New York 
Clinton D. Lasher has been made resi- 
dent secretary of the Home in charge 
of the Pacific Coast department with 
headquarters in San Francisco. He went 
with the Home as special agent in In 
diana in October, 1904, under State Avent 


John Cromer. Following the death of 
Mr. Cromer he was made state agent 
In 1932 he was transferred to Chicago in 
charge of all operations in Illinois and 
on January 1, 1937, was transferred to 


San Francisco as manager of Pacific 
Coast operations, 

Louis J. Fischer is being. transferred 
from. Indiana to Chicago “as ‘assistant 
manager under General Manager E.R 
Hurd. Mr. Fischer joined the Home as 
a clerk in the home office in 1908; was 
advanced through various positions un 
til he was made an examiner in Indiana, 
later, he was made Indiana spec‘al agent, 


and in April, 1932, Indiana state agent 
State Agent in Indiana 

A. E. Bulau is being transferred for 
Ohio to Indiana as state agent of th: 
Home fleet to succeed Mr. Fischer. F: 
many years he was a field man for the 
Aetna Fire in Ohio. On January 1, 193%, 
he joined the Southern Fire as state 
agent in Ohio and Kentucky. In April, 
1934, he was made associate state agent 
of the Home fleet under State Agent H 


H. Chittenden, headquarters, Columbus 
R. W. Nelson is being transferred 
from Cleveland to Columbus as 


asso- 


ciate state agent under Mr. Chittenden 
for Ohio. He has been with the Home 
since June, 1921. At the time of his 


f f 
appointment he was under the late C. T 
Deatrich. He was made manager of the 
Home’s Cleveland branch in June, 1935 


F. A. Dickerson is being made man- 
ager of the Home fleet in Cuyahoga 
County, headquarters, Cleveland. He 


will operate under supervision of H. H 
Chittenden. He was formerly with the 
Illinois Inspection Bureau; entered the 
employ of the National Liberty in Octo 
ber, 1928, as fieldman in Ohio. He was 
made manager of the National Liberty 
branch in Cleveland in May, 193. 

W. M. Krieger is being transferred 
from Ohio field to the New York office 
of the Home as first assistant to Sec- 
retaries Moore and _ Peterson. Mr 
Krieger was graduated from Ohio Stat¢ 
University in 1919. He went with Ohio 
Inspection Bureau. Later was employed 
as an engineer by the Insurance Co. of 


North America for which company he 
organized its Chicago engineering de- 
partment. Later he was made agency 


superintendent there and traveled ex- 
tensively through Central West. In 1930 
he became assistant United States man- 
ager of the Svea and secretary of the 
Hudson. On November 1, 1937, he joined 
the Home as special agent in charge of 
its engineering department in Ohio. 





ing in this field is as productive of re- 
sult as could be required by the most 
practical businessmen, and as enduring 
as any activity in their lives. When we, 
in the insurance business, come to learn 
all about the insurance business, and dis- 
seminate to the public the truth about 
the industry of insurance, many of the 
problems which beset us today will cease 
to exist.” 
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Monopoly Committee’s 
Quiz of Hendon Chubb 


ASKED ABOUT PRUDENTIAL LINE 





Says He Personally Never Solicited or 
Tried to Influence Life Company’s 
Business for His Office 


Hendon Chubb, appearing as a direc 
tor of Prudential, was a witness before 
the ‘Temporary National Economie Com 
mittee in Washington last week. He 1s 
president of Federal Insurance Co. and 
the United States Guarantee Co 
Gechard Gesell, Chief Examiner for 
the Committee, asked Mr. Chubb to cor 


ol 





CHUBB 


HENDON 


he read ol 
Prudential by 
Federal and 


roboraie whether figures 
premiums received from 
United States Guarantee, 
American of Newark were correct. 

Mr. Chubb was asked if he were in 
strumental in obtaining the business for 


the U. S. Guarantee from the Prudential. 
Mr. Chubb: Not by any direct action on my 
part whatever As | recollect it, in or about 


1932 or 1933 Prudential asked me to come in and 
discuss with them, as they had before, ques 
tions of the standing of various compames w.th 
which they did business. You will recollect that 


at that time not only were insurance companies, 
many of them, in bad shape, but | think that 
particularly applied to those doing a surety bus 
ness and bank guarantee business 

I went down and went into those things, and 
without any suggestion on my part, because | 
have never made any suggestion to the Pruden 
tial about doing business with me, they asked 
me certain questions about the position of our 
company, and | said when it came to the ques 
tion of liability insurance | was not an ex 
pert, | had very slight knowledge of it person 
ally, and that IL would be glad to send the 
head of our department over to confer with 
them 

ut of that we got an interest in the busi 
ness, but | want to make it clear that there 
was no solicitation by me of the officers of the 
Prudential toward getting the business for the 
United States Guarantee 

* * * 
Fire Insurance 

Mr. Gesell: Now, coming to the Federal, I 
hel.eve you sail you wrote fire insurance 

Mr. Chubb: Yes 

Mr. Gesell And have received premiums 
from the Prudential for fire insurance business 

Mr. Chubb: Well, now, there is just a tech 
nical difference 

do not think they have received any pre 

mium for fire insurance business from the 
Prudential. I think they have received premium 
on the Prudent al’s business through the Amer 
ican Insurance Co There is a technical dif 
ference and I just want to make it clear I do 
not think it is of importance in the discussion. 


Attitude About Soliciting 


Asked about a letter from a 
of his organization sent to the 
tial and asking as to the possibility of 
the Federal being considered for Pru 
dential fire insurance, Mr. Gesell asked 
if he knew this letter had been written 
Mr. Chubb said he had told members of 
his organization that they must not use 


member 
Pruden- 


his name in such matters. He would not 
do anything to get the business; would 
use no influence and that if they went 


to Newark they must understand this 

“I would do nothing to create any ob- 
ligation on my part to any officer of the 
Prudential,” he said. “I think 


as a di- 
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L. & L. & G. Resolutions 
Of New Orleans Exch. 


FOLLOW BRANCH OFFICE CLOSING 


Company Thanked; Busiases Transferred 
to Local Agency of George S. 
Kausler, Ltd. 


The discontinuance of the New Or- 
leans local branch of the Liverpool & 
London & Globe had as its aftermath 


S NEAR 
=== 

rector of the Prudential I owe a very 
definite duty to the Prudential and | 
ust not use it. They must not use it 
in any way except for the Prudential’s 
use, and without regard to my own 1n- 
terest. That is what I have lived up to,’ 

Mr. Gesell: And you felt that it was absolutely 
essential for you to keep your hands completely 
olf) any solicitation of business with your 
© uipany 

tr, Chubb: | felt that that was a position I 
wished to be in; that | was under no obliga 
tion to any offeer of the Prudential for any 
thing they gave me because being director | 
did not want to be in that position 

Mr. Chubb said officials of the Pruden 


t.al might be inclined to give business 
o his company because they would know 
the character of management which it 
had and he saw no impropriety in this 
business relationship. 


Protecting Foreclosed Properties 
King: The 


interest the Prudential 
insurance, | understand, was merely 
of properties which came to it 


of its life insurance business? 


Senator 
had in fire 
protection 
n the conduct 


Mr. Chubb: To a large extent they were tore 
closed properties and, of course, the account 
has been going down. It acquired these prop 


crties through foreclosure in the time of crisis. 

Mr. Chubb said he had been on the 
board of the Prudential fifteen years ; and 
he believed the idea of responsibility to 
the Prudential was general with every 
director that has been there. He never 
saw a case in these fifteen years where 
there was a conflict between the duties 
of a director of the Prudential and his 
duty to his company, He has never seen 
those duties affected adversely to the 
Prudential. 


Phat is fifteen years of the biggest financial 
stress this country has been in my lifetime, or 
even the younger men’s lifetime. During that 
time | have seen many times when the special 
lLnowledge these directors was itself 
of great value to the Prudential at such a time, 
just as | believe my knowledge of the insur- 
ance which [| never seek to capitalize and never 
use of, was of very great value in con- 
the carriers of insurance. 


vossessed 
1 


Hiainke 
sidering 


Mr. Chubb’s examination was based in 
part on a memorandum which indicated 
that from 1932 to 1938 the U. S. Guar- 
antee received premiums from the Pru- 
dential of $159,432; the Federal premiums 


resolutions passed by the New Orleans 
Insurance Exchange and the Louisiana 
Insurance Society, both bodies repre- 
senting practically all stock company 
agents in Louisiana. 

Charles P. Gould, vice-president of 
George S. Kausler, Ltd., which will con- 
tinue the business through its local agen- 
cy, said to The Eastern Underwriter: 

“The action on the part of the Liver- 
pool & London & Globe was to our 
mind just another step in its desire 
to cooperate completely with the Na- 
tional Association of Insurance Agents, 
Louisiana Insurance Society and New 
Orleans Insurance Exchange in elimina- 
tion of production branch offices. 


“It happened that 


just so we were 
selected by the L. & L. & G. to continue 
this business through our own _ local 
agency which group we have repre- 


sented for more than thirty-five years.” 
Copy of Exchange Resolution 

The resolutions of the New 
Insurance Exchange, signed by F. H. G. 
Fry, Taylor Rowland, William J. Bovard, 
Charles M. Samuel, A. M. Conway and 
FF. 1. Reilly, follow: 

Whereas, the Liverpool & London & 


Orleans 





from 1935 to 1938 of $93,470; and the 
American of Newark from 1930 to 1938, 
inclusive, premiums totalling $1,078.489. 
It was not made clear what part of the 
business was reinsurance. 





Yen 


oan \ Gone with the wind together with all 
of his other personal property unless 








he had the foresight to carry Windstorm and Tornado 


insurance. Be certain 
your assureds are 
well protected in the 
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INSURANCE COMPANY 
83 MAIDEN LANE, NEW YORK 


Globe has discontinued its local branch 
in New Orleans from January 1, 1939 
and has transferred its business to a local 
agency and has retired its manager, be it 
Resolved, that the New Orleans Ingyr. 
ance Exchange extends its congratula- 
tions to the Liverpool & London & Globe 
upon its action and desires to express its 
appreciation of its retiring their loca! 
manager on a generous basis and also 
for its action in transferring its business 
to a local agency, and be it further 
Resolved, that the New Orleans Ip- 
surance Exchange further desires to ex. 
press its appreciation of the manner jp 
which the Liverpool & London & Globe 
has always conducted its business in this 
community, always maintaining high prin- 
ciples and has been held in highest es- 
teem and respect by all having  busj- 
ness relations with it, and be it further 
Resolved, that the New Orleans Insur- 
ance Exchange extends its good wishes 


to the Liverpool & London & Globe 
for a long and successful career, and 
be it further 

Resolved, that these preamble and 


resolutions be spread upon the minutes 
of the New Orleans Insurance Exchange 
and copies be sent to the New York 
office of the Liverpool & London & 
Globe and to R. Hutson Colcock, retiring 
manager. 


NATIONAL UNION REPORTS 


Assets $16,406,368 of Which $7,690,575 Is 
Policyholders’ Surplus; Birming- 
ham’s Figures 

National Union Fire, Pittsburgh, has 
issued an annual statement for 1938 
showing admitted assets $16,406,368, of 
which $8,584,463 is bonds and $3,264,939 
stocks. Other items in the statement 
include: Reserve for losses, $948,073; 
reserve for unearned premiums, $7,096,- 
418; reserve for taxes, $327,000; reserve 
for other liabilities, $344,303; special re- 
serve, $1,000,000; capital, $1,100,000; net 
surplus, $5,590,574; policyholders’ surplus, 
$7,690,575. 

Birmingham Fire, an affiliate of Na- 
tional Union, reports assets $1,397,576, 
of which $784,454 is bonds and $188,924 
stocks. The statement also shows: Re- 
serve for losses, $23,049; reserve for un- 
earned premiums, $159,935; reserve for 
taxes, $5,500; reserve for other liabilities, 
$19,758; capital, $500,000; net surplus, 
$689,333; policyholders’ surplus, $1,189, 
333. 


Farmers’ Mutuals Can’t 
Write City Residences 


After a heated contest the Idaho House 
defeated a bill which would have permit- 
ted farmers’ mutual fire companies to 
write city residences. The sponsor of 
the measure charges that premium rates 
of “old line companies” are excessive 
and that for every dollar paid out in fire 
losses in Idaho Falls, policyholders paid 
$3.90 in premiums. The difference of 
$2.90, it is claimed, “goes to Wall Street.” 

Those opposed to the bill stated that 
mutual companies have to meet no state 
qualifications and pay only three-fourths 
of the fire loss, while the old-line com- 
panies pay in full. A mutual spokesman 
answered that no company pays 100% 
aac that property owners must all take 
one-fourth of the loss. 

NEW TAX IN RICHMOND 

Members of the Richmond, Va., fire 
department have elected three trustees 
to administer a fund set up under a city 
ordinance to aid firemen injured in line 
of duty. The fund is to be created 
through a levy of $1 on each $100 ot 
premiums collected in Richmond by fire 
insurance companies. The city council 
recently passed the ordinance in face of 
the fact that proceedings to test validity 
of the legislative act providing for crea- 
tion of such a fund are still pending in 
the courts. 





FREDERICK L. BECK DEAD 
Frederick L. Beck, manager premium 
budget department, Glens Falls group, 
died February 11. He had been with 
the companies for nine years. 
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RIGHT or WRONG- 


your client is protected 





when you have pro- 
vided sufficient 
BODILY INJURY and 
PROPERTY DAMAGE 


insurance to meet 
any verdict. 


America Fore Insurance 


THE CONTINENTAL INSURANCE COMPANY 
FIDELITY-PHENIX FIRE INSURANCE COMPANY 
AMERICAN EAGLE FIRE INSURANCE COMPANY = 


First AMERICAN FirRE INSURANCE COMPANY AMERICA FORE’ 
INSVRANCE 


and Indemn tty Group 


NIAGARA FiRE INSURANCE COMPANY 
MARYLAND INSURANCE COMPANY OF DELAWARE 


THE FIDELITY AND CASUALTY COMPANY 


BERNARD M. CULVER, President 
FRANK A. CHRISTENSEN: Vice-President 


Eighty Maiden Lane, |B) New York,NY. 


envelvi> 





NEW YORK CHICAGO SAN FRANCISCO ATLANTA DALLAS 
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Home Fire & Marine 
Did Well During 1938 


PROFIT ON YEAR’S OPERATIONS 








Unit of Fireman’s Fund Group Under- 
goes Examination by Six States 
With Satisfactory Results 





Net result of Home Fire & Marine’s 
operations last year is an increase in net 
surplus, computed on the officially re- 
quired basis, of $425,000 to $3,161,000 and 
surplus to policyholders $4,161,000. As- 
sets amount to $7,017,000. 

The company’s fire department wrote 
$1,810,000 in premiums, practically the 
same as in 1937, and at a profit of 
8.33%. The marine department premiums 
amounted to $488,000, which was 7% be- 
low 1937, at a profit of 8%. These fig- 
ures combined equal total premiums of 
$2,298,000 and a net underwriting gain 
of $199,000 before income taxes, or $164,- 
000 after allowance for those taxes, 
equal to $1.64 a share. Net investment 
income for the year, after income tax, 
was $232,000 or $2.32 a share. The re- 
mainder of the increase in surplus is due 
to increases in the value of securities, 
cash on hand and some minor adjust- 
ments in accounts and reserves. 

The company now has $464,000 in cash. 
Its investments in stocks and _ bonds 
amount to $6,000,000 in round figures. It 
has $145,000 in mortgage loans but owns 
no real estate and has no collateral loans. 


Official Report on Condition 


Home Fire & Marine and other com- 
panies of the Fireman’s Fund group have 


just been examined by the insurance 
departments of six states—California, 
Connecticut, Pennsylvania, Tennessee, 


Illinois and Arkansas. The report of 
this examination, covering from Decem- 
ber 31, 1934, to September 30, 1938, is 
gratifying in every respect. Three para- 
graphs from the conclusion of the report 
read: 

“As shown by the foregoing financial 
statement and _ supporting statistical 
schedules the company has shown a 
steady growth. 

“The assets have been conservatively 
valued in accordance with present stand- 
ards, 

“A detailed investigation of paid claims 
revealed that, in the aggregate, the es- 


ALL-TIME HIGH 


4,127 Registrations for Examinations to 
Be Held by Insurance Institute 
in April 

The registrations for the examinations 
to be held next April by the Insurance 
Institute of America have reached the 
all-time high figure of 4,127. This ex- 
ceeds the number registered last year 
by more than 600. 

Students from a number of small new 
study groups throughout the country 
have swelled the number this year, and 
besides almost all of the larger insur- 
ance societies and institutes have regis- 
tered larger numbers of students than 
ever before. Thirty-six states are rep- 
resented, together with the District of 
Columbia, Hawaii, Porto Rico, eight 
provinces of Canada and four foreign 
countries. 


Winners ie New Voek 
Bridge League Games 


The ninth tournament of the New 
York Insurance Bridge League was held 
February 2, those finishing first, second 
and third in the respective sections of 
play being as follows: 

Section 1. First, J. J. Smick, National 
Council, and Mark Kormes, State Fund; 
second, A. Brindley and M. E. Lawless, 
Hartford; third, R. A. Kearney, Sun 
Indemnity, and J. N. Kraemer, Mueller- 
Kraemer, Inc. 

Section 2. First, Rex Denant, Eliel 
Loeb, and W. A. Rattelman, National 
Union; second, Walter E. Makosky and 
Howard G., Riley, Standard Surety ; third, 
F. S. Knight, Weekly Underwriter, and 
J. W. Kennedy, Providence Washington. 

Standings in the teams—of four 
matches are: 

yt ee 

Home Insurance 

Norwich Union 

State Fund 

National Surety 

“Independents” 

Marsh & McLennan .. 

Hartford Accident ... 

“Quadrangles” 
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tablished reserves were adequate to cov- 
er loss payments and expenses incident 
thereto. Claimants and policyholders re- 
ceived prompt and equitable treatment.” 


TO ADDRESS LUNCHEON TODAY 





Authority on Aviation To Be Principal 
Speaker at Insurance Society’s An- 
nual Gathering in New York 


The Insurance Society of New York 
has obtained as principal speaker for its 
annual luncheon February 24 Ralph S. 
Damon, who, after the war, wanted to 
work for the Curtiss Aeroplane & Motor 
Co. for three months for nothing in or- 
der to prove his worth. His offer was 
not accepted but fifteen years later he 
was elected president of that same com- 
pany. In 1936 he was named vice-presi- 
dent, American Airlines, which includes 
the operation and maintenance of all 
planes for that company over their 6,700 
miles of route between Boston and Los 
Angeles. He is also connected with the 
Civil Aeronautics Authority in Washing- 
ton in an advisory capacity. Among the 
other guests of the society will be Mar- 
garet B. O’Grady, the youngest air line 
stewardess in the country. 





SECURITY COMPANIES REPORT 





Members of New Haven Group Shown 
To Be in Strong Position by An- 
nual Statement Figures 
Companies of the Security Fire group 
have made their annual statements for 
1938. The Security had assets of $11,- 
949,047. Other items are: Unearned 
premium reserve, $4,012,609; unadjusted 
loss reserve, $622,137; taxes, expenses 
and other reserves, $309,684; contingency 
reserve, $165,438; voluntary reserve, $1,- 
000,000; capital, $2,000,000; net surplus, 
$3,839,180; surplus to policyholders, $5,- 

839,180. 

East and West Insurance reported as- 
sets of $3,332,546 and the following items 
under the head of liabilities: Unearned 
premium reserve, $580,644; unadjusted 
loss reserve, $65,247; taxes, expenses and 
other reserves, $55,485; contingency re- 
serve, $66,224; voluntary reserve, $100,- 
000; capital, $1,000,000; net surplus, $1,- 
464,947; surplus to policyholders, $2,- 
464,947. 

New Haven Underwriters Agency of 
the Security reported the same figures 
as those for the Security. 


MRS. CRUTCHER DEAD 
Mrs. Nell K. Crutcher, field represent- 
ative Kentucky Insurance Department, 
died February 
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HARRY G, CASPER 
United States Manager 





Iusurauce Company Ltd. 
90 John Street, New York 


A Large Company Doing an International 
Insurance Business. 
Located Throughout the 


AUTOMOBILE 


Offices are 


Asst. U. S, Manager 


World. 


MARINE 


BERT A, JOCHEN 











TO LEADERS 


Leaders look ahead — plot their course — 
study their campaigns — plan their vic 
tories. 

To agents who are leaders we Offer 
“Planned Progress,”’ a booklet describing 
an aggressive selling plan to win and hold 
business. A plan complete in Structure, 
yet simple enough to be early workable, 
A plan original in its solution of Sales 
problems, yet sane in its method of opera- 
tion. And most important of all —a plan 
highly profitable to the agent who uses it, 
Your spirit of leadership, together with the 
right plan, can make positive the success 
of this year’s effort. We urge you to write 
for the booklet “Planned Progress” today, 


BOSTON INSURANCE COMPANY 


OLD COLONY INSURANCE COMPany 
87 Kilby Street, Boston, Massachusetts 








GOUGH ISSUES CORRECTION 


Sets United States Chamber of Con. 
merce Right on Amount Expended 
For Insurance Supervision { 

With characteristic modesty and fair- | 
ness, Deputy Banking and _ Insurance | 
Commissioner Christopher A. Gough of | 
New Jersey has corrected a statement | 
by the Chamber of Commerce of the 
United States which was too compli- 
mentary to the New Jersey Department. | 
The chamber gave New Jersey credit for 
spending 15% of taxes on insurance su- | 
pervision, whereas the correct propor: | 
tion is 4.95% Mr. Gough said: 

“The organization takes the position | 
that taxes levied on insurance should | 
not be considered as a source of general | 
revenue, but should be reduced to the | 
total in each state which will adequate- 
ly support that state’s departmental su- 
pervision. On that theory, the fact that | 
the chamber’s statistics indicate New 
Jersey spends for supervision an amount | 
equal to 15% of the yield from taxes and | 
fees, as compared with 6% in New York, | 
might lead to the conclusion that this 
state to a greater extent than any of the 
other states is using insurance tax rev- 
enue for what the chamber holds to have 
been the original purpose—service 10} 
policyholders.” 

Mr. Gough, however, said New Jer- | 
sey’s cost of supervision is not 15% 
but 4.95%. The chamber “erred,” in his 
opinion, by lumping the expenses of the 
three divisions of the department, bank- 
ing, insurance, and building and |oat, 
but taking into consideration the rev- 
enue of the insurance bureau only. Actt- 
ally, he said, the bureau’s expenses for 
the last fiscal year were 5.11% of the 
revenue as tabulated by the chamber, bu! 
495% when to that revenue is added 
$148,000 received for brokers’ licenses. 











J. W. JUST NAMED DIRECTOR 


James W. Just, who has done fire pre: 
vention and fire department training 
work in numerous states during the last 
quarter century, has been named direc: 
tor of the fire service extension depart 
ment, University of Maryland, succeed- 
ing the late Robert B. Criswell. 





COL. HAYDN S. COLE DEAD 
Col. Haydn S. Cole, a director of the 
St. Paul Fire & Marine, died at age 7) 
He was a lawyer and had a distinguishe 
military career. He was graduated from 
West Point. 





R. P. ELIEZER ENGAGED 
Rene Paul Eliezer, Paterson, N._ J; 
and Miss Margaret Louise Prosch, Clit 
ton, N. J., have announced their engage 
ment. Mr. Eliezer is with Appleton & 
Cox in New York. 
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If Bertha had asked for $1.00 morea week, 
Mrs. Dean would not have been surprised. 
But here was Bertha striking for $3,000! 
. and making vague references to “the 
law.” 


course she remembered the day, several 
months back, when Bertha was hanging 
curtains and the step-ladder collapsed. 
Hadn’t she called her own doctor and 
given Bertha full pay for the two weeks 
she couldn’t work? 

But apparently the matter was not to 
end there. Now Bertha was suing for 
$3,000 for personal injuries. 

Does ordinary property owner’s liabil- 
ity insurance cover damage suits brought 
by domestic servants? No, it does not. 
The Deans’ policies however, did cover 
this contingency. 

Fortunately they had bought their insur- 
ance from a man who lived in their city— 
a local agent of capitalized (stock) insur- 
ance companies. This man not only under- 
stood insurance but also knew how to fit 
it to the Deans’ individual needs. 

Four out of five people buy insurance as 
the Deans do—through local agents or 
brokers of capitalized (stock) companies. 
They feel their protection is more com- 
plete when a responsible agent is nearby 
who—at a moment’s notice—can take care 
of changed conditions or tell them what 
to do in event of loss. 

They also feel more secure financially 
when their insurance is with a capitalized 
(stock) company. Their policy is backed 
by a paid-in capital and surplus; and they 
can never become liable for assessment. 

a o . 
This advertisement is one of a series by 
the Aetna Fire Group to acquaint the 
public with the advantages of purchasing 
insurance through local agents and brokers 
of capitalized (stock) insurance companies. 


Don’t Guess About Insurance 
—CONSULT YOUR 
LOCAL AGENT OR BROKER 


JETNA FIRE GROUP 


CENTURY 
HARTFORD, CONNECTICUT .Y PIEDMONT 
Ea 


cont cid 


NEW YORK + CHICAGO + SAN FRANCISCO + CHARLOTTE, N.C + TORONTO, CAN 





Finally Mrs. Dean got it straight. Of 


























RELIABILITY 


based on a record 


of satisfactory service 


to agents and policyholders 





NORWICH UNION 


FIRE INSURANCE SOCIETY, LTD. 


HART DARLINGTON, United States Manager 


EAGLE FIRE COMPANY 
of New York 


Incorporated 1806 
HART DARLINGTON, President 


The Oldest New York Insurance Company 


NORWICH UNION 
INDEMNITY COMPANY 
HART DARLINGTON, President 


75 Maiden Lane, New York 
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I am just recovering from a serious 
attack of “flu” affecting my lung, and 
am vrateful that I am now able to be 


out of bed and allowed to take a walk 
or two daily, hoping to be able to resume 
my field work soon, which I long to do. 
The time of convalescence after serious 
ilIness is the hardest to endure as with 
vradual improvement there is a surge 
to get out and plunge into work that 
has been piling up. However, it is ex 
tremely foolish to try and force matters 
and risk a relapse. 
+ * 

When Across the River It’s Brooklyn 

lor many years smaller towns adopt- 
ed the fashion in naming part of the 
towns across the river or stream, or 
the other side of the tracks, as “Brook- 
lyn” At Jamestown, N. Y., the section 
across the Erie Railroad tracks was 
called Brooklyn. Older traveling men 
will remember that section as the loca- 
tion of the Humphrey House, a famous 
cheap but good hostelry. Some outlying 
streets in a few towns are called Brook- 
Ivn Street All from the fact that 
Brooklyn, N. Y., is across the river from 
the old city of New York. 

* * * 
Narrow Escapes from Injury 

[ have been lucky in my wanderings 
never to have been in serious danger, 
except when on one occasion our train 
was hemmed in by forest fires between 
Ottawa and Parry Sound. Our coaches 
commenced to burn and the train crew 


Legion Post 1081, N. Y., 
Loses Its Service Officer 
Insurance Post No. 1081 of the Ameri- 
New York, cut 
dinner meeting February 14, cancelled 
its Bingo party, to attend the military 
funeral of George J. Hoffman, service 
officer of the post, who had succumbed 
after an emergency appendicitus opera 
tion Services in an uptown funeral 
parlor were conducted by Chaplain Carl 
Podin and Post Commander J. R. Loomis 
of the Travelers, 

By coincidence it turned out to be 
two funerals for in the same parlor the 
body of Thos. F. Ferdinand, Jr., re- 
posed. An A. E. F. veteran, but not a 
member of Post 1081, he had been as- 
sociated for the past twenty years with 
Talbot Bird & Co. as a marine loss 
adjuster. At the request of his family 
Post 1081 was glad to pay a final mili- 
tary tribute to Mr. Ferdinand, and in 
so doing won the grateful thanks of his 
relatives. The next morning Service 
Officer Hoffman was. buried with full 
military honors. 

\ special luncheon February 27 in 
honor of Fred Hacey, Aetna Casualty & 
Surety, is planned by the post. It will 
be held at Rolfe’s Chop House on Ful- 
ton Street. Mr. Hacey was the 1938 
adjutant. Newly elected to this office is 
Emory G. Gauch, succeeding Warren E. 
Wastie, who resigned for business rea- 
sons. Four new members were inducted 
into membership at the meeting. 


can Legion, short its 


J. B. KREMER, SPEAKER 
J. B. Kremer, ITI, will address the 
Masonic Stamp Club of New York, Feb- 
ruary 24, at 71 West Twenty-third Street 
on “Nineteenth Century France.” He is 
a son of former deputy manager, Liver- 
pool & London & Globe. 





TALES of the ROAD 


By E. H. HORNBOSTEL, 
New York State Agent, Firemen’s of N. J. 
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took a vote whether we should 
ahead or stay where we were. 

I have one narrow escape in Brooklyn 
however. I was returning from up-state 
in November, 1918, and took the Ele- 
vated from the Brooklyn Bridge to 
Franklin Avenue, where I was to change 
to the combined clevated and _ surface 
cars for Church Avenue. I missed the 
connecting train and was put out abou 
it. The train I missed was wrecked at 
one of the tunnels and had I been on 
it I might not be here now to write 
about it. More than a dozen were killed 
or fatally injured. So it was a narrow 
escape for me. Others have not been 
so lucky, notably Bill Hunter of the 
Westchester, who lost an eye when the 
Empire State went off the track at 
Amsterdam, though Aleck Bates, of the 


go 





N. Y. underwriters escaped with a few 
scratches. It was a miracle that com- | 
paratively few were injured, as they sat | 
in the car nearest the locomotive, which 
jumped the track by reason of coming 
in contact with a freight train. 

* * 


Why Hide Their Features 

Why is it that so many prominent 
men whose pictures appear in the papers 
put their hands on their chins when 
they have their photographs taken? Is 
it to hide some undesirable features of 
their otherwise interesting faces or 
what? If they want their features to 
show properly, certainly it seems fool- 
ish to hide them, 





Indiana Faces Silent 
Day on Fourth of July | 


A silent Fourth of July appears in 
prospect for Indiana. The house of rep- 
resentatives passed without a dissenting 
vote a bill prohibiting sale or use of 
fireworks except in displays by licensed 
operators. The bill, if passed by the 
senate and signed by the governor, will 
ban all fireworks in the state imme- 
diately and will empower the state fire 
marshal to adopt rules and _ regulations 
prior to the granting of permits for 
supervised public displays sponsored by 
cities, towns, fair associations and others. 
The display operators also would have 
to be approved by the fire marshal. 


LINDSKOG CHOSEN PRESIDENT 

John O. Lindskog, agent, has been 
elected president of the Insurance Club 
of Minneapolis. G. B. Stephenson of the 
Fred L. Gray Co. was chosen vice-prest- 
dent; F. D. Wells, Northwestern Fire & 
Marine, secretary, and J. PD. Twohig, 
U. S. F. & G,, treasurer, The club's 
annual dinner will be March 8 in con- 
nection with the mid-year meeting 0 
Minnesota agents at Minneapolis March 
7 and 8. 





JERSEY CLUB MEETS FEB. 27 

The New Jersey Field Club will meet 
February 27 at the Robert Treat Hotel, 
Newark, at 6:30 p.m. The executive 
committee will meet at 4:30 p.m. The 
film, “Approved by Underwriters.” will 
be shown. The speaker will be W. E 
Armstrong, service engineer, Underwrit- 
ers Laboratories, Inc. 


EDWARD IKIER RECUPERATING 
Edward Ikier, popular insurance at 
juster of this city, is recuperating at his 
home in Orange, N. J., after a severe 
attack of pneumonia. 
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= . “Recently,” wrote one of our newly-appointed agents, “your Special 
icense pee ; . ‘7 ie 2 
by the Service Representative and your State Agent assisted us in making 
or, will : : : : 

g tes a Survey and Analysis of one of our valuable accounts. 

ate fire ee oe ‘ : ‘ ms 

ulations As a result, $650.00 in premiums was increased to over $3,000. 
its for . A . 

alt a Our client was much pleased with the thorough analysis and is now 
others. 


properly and adequately covered.” 
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The New 


Psychology 


Brokers More Alert to Measuring of Values in Terms 


Ultimate Service to Their Clients; Need for Greater 
Analysis and Research Seen 


By Edward I. White, 


President 





The author, head of a multiple line 
agency which annually produces more than 
$1,000,000 1 premiums, takes the wi wpoul 
m the following article, that the progres 
sive ounsuran hroker today must keep 
threast of (and often anticipate) changes 
in the physical and financial setup of his 
clients. In this manner he wall constantly 
develop and improve chtent-relationships, 
improve the character of his service and 
extend his business to other lines Tr. 
White a { Ss how this new relatioi ship 
soul mercase the source thy hy »/ o « 
uw ; Thi article folloz US: 


In the aftermath of a decade of un- 


settled economic distortion, it is interest- 


a new psychology emerg 


munced 


» observe 


iron condition or attitude 


of mind on the insurance” bro- 
kers tft 
between 
and the 
The 


the modern-day 


part of 


ward the fundamental relation- 


ship themselves, their clients 


companies 
functions and 


bre ke r 


unlike the pattern of a decade ago. Sub- 


technical service of 


is not very much 


stantially, the same primary prerequisites 
f service and protection are in fore: 
But the approach to these prescribed 
responsibilities of the broker is through 
a vastly different and undoubtedly more 
concerted operation of mind than was 
applied a few short years ago 

One who comes into contact with 
many brokers and who “circulates” and 
hob-nobs with various groups in differ 
ent sections, cannot fail to observe the 
steady development of this new psy- 
chology the measuring and determi- 
nation of values, in terms of ultimate 
service to their clients 

Self-Preservation Angle 

More and more the brokers are visual 
izing their relationship with both clients 
and companies from the viewpoint of 
self-preservation, based on ultimate val- 
ues It is becoming increasingly evi 
dent that individual study and painstak- 
ing underwriting is supplanting perfun 
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tory egy wie of predetermined qualifi- 


cations, or broadly accepted conditions of 
coverane 
Only a few years ago it was a com- 


monplace feature of broker and company 
service to urge the insured to “read 
your policy.” All too frequently this 
sound advice was completely ignored. But 
very often when the policy fell into the 
hands of competing brokers, it was read 


with a vengeance, often with the result 


that a new broker and sometimes a new 
company took over the cover. 

Today, in the aftermath of the experi- 
ences of the past ten years, the reading 


the studying of all the 
applied to the require- 
assured, is accepted as a 
foregone conclusion. The prevailing de- 
mands for economy and adequate pro- 
tectign are a primary reflection of the 


f policies and 
conditions, as 
ments of the 
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new psychology. Ultimate values are 
determined beforehand—and these, very 
often, are measured by more than the 
face amount of the protection and _ its 
cost. No one knows this better than the 
wide-awake broker and underwriter. 

In the development of new business 
ereater emphasis is placed on scientific 
underwriting—an important element in 
the new psychology. The thought is no 
longer to pursue the quickest and easiest 
course; on the contrary, under the new 
psychology, it is to follow the safest 
course compatible with the requirements 
of the individual risk. 

Analysis and Research 


In other words analysis and research 


are more definitely brought into play 
the former in determining the com- 
plete factors of protection; the latter in 


deciding upon the most practical and 
economical way of providing the protec- 
tion. In meeting these more exacting 
demands of the new psychology, expert 
underwriting—unprejudiced and sympa- 
thetic — cannot be emphasized too 
strongly. 

Another dominant feature in 
psychology is the almost passionate in- 
clination to check and double-check. The 
tendency is to take nothing for granted 
; to sell a cover so that it will stay 
sold! As with the law so, too, with the 
individual case of insurance coverage: 
Preparation is nine-tenths of the victory. 


the new 


As a perfectly natural consideration 
under the new psychology, progressive 
brokers in their development of new 


business are not unmindful of the dan- 
ger of neglecting business already on 
their books. To the everlasting glory of 
many such brokers they apply the search- 
ing eve of analysis as well as the fact- 
finding lens of research to their = 
they are not caught napping. Like 
modern newspaper men, they “have a 
nose for news” affecting themselves or 
their clients; they are abreast of (and 
often anticipate) changes in the physical 
and financial set-ups of their clients. 
They are constantly developing and im- 
proving client-relationships. 

Under the new psychology—the state 
of mind of the modern broker toward 
his business and his service—there is 
little hope for the Micawber-like type of 
broker. Waiting for renewals or “some- 
thing” to turn up may smack of the 
easy way of living, but the only “turn 
ups” for him are cancellations. 

One of the most impressive and hope- 
ful developments under the new psy- 
chology is the determined effort on the 
part of enterprising brokers to improve 
the character of their service and to ex- 
tend their business to other lines, there- 
by increasing the source of their income. 
Such brokers are in step with the money- 
makers of the profession 


ness; 


Expansion Made Possible 

The ways and means of carrying out 
such expansion, the personnel, the over- 
head cost and the capital to carry such 
plans into successful accomplishment, 
are indeed problems to the broker who 
attempts to finance and operate his own 
self-contained organization and facilities 
Comparatively few have the necessary re- 
sources ye trained man power. 

Instead of pyramiding fixed charges— 
definitely increasing their cost of opera- 
tions- progressive brokers, with an eye 
to lowering operating costs, establish re- 
lations with dependable underwriting or 

vanizations specializing on a wide variety 
of covers. 

Thus, in one 
the financial obstacles that stand be 
tween them and increased income, sav- 
ing their time, reducing overhead, elimi- 


fell swoop they hurdle 


——. 
nating a vast amount of detail work, and. 
best of all, bring into play, on practical- 
ly every problem, the counsel and help 
of specializing underwriters. 

As we look back over the past decade. 
in retrospect we can see the unfoldment 
of an era few of us could anticipate. The 
experience is behind us—with many fe. 
sulting benefits ahead of us. 

Today, in practically all lines of in. 
dustry, we witness the birth of new ideas, 
new methods, new processes. As all of 
these directly or indirectly affect insur- 
ance as well as our financial and eco- 
nomic stability, we must readjust our 
cutlook, our business and our service to 
the demands of the times .. . we must 
awaken to new opportunities, with a 
brand new psychology 


NEW JERSEY FORUM HELD 


Agents Conduct Educational Session at 
Newton; Future Meetings to Be 
Evening Affairs 

The New Jersey Association of Un- 
derwriters held one of its educational 
forums at Newton February 9. These 
forums are held monthly. After a 
luncheon at the Cochran House, H. Don- 
ald Holmes, president of the association, 
explained the nature and purposes of 
the forums. Mr. Holmes _ introduced 
Lawrence J. Ackerman, professor of in- 
surance, Newark University, who gave 
the agents an idea of what may be ex- 
pected in future endeavors of the edu- 
cational program that has been outlined. 
Mr. Ackerman presented Leon A. Wat- 
son, rating expert, Schedule Rating Of- 
fice. 

Mr. Holmes introduced 
state officers who were in attendance: 
Chas. E. Meek, Jr. and Theo. §. 
3rown, past presidents ; Arthur T. Riedel, 
vice-president in charge of rural edu- 
cation; Donald M. Pearsall, membership 
chairman; William F. O’Brien, secre- 
tary and treasurer. 

It is the intention of the association 
to hold these meetings once a month, at 
which time all agents and their assist- 
ants may attend. Future meetings will 
be held in the evenings so that it will 
be more convenient to attend in full 
force. 


Minner a Bienes Aule 
Feature Broker’s Aid 


Minner & Barnett, Inc., representing 
the Zurich in the Greater New York 
area, is giving a boost to insurance brok- 
ers in a series of advertisements in daily 
newspapers under the caption: “Ques- 
tions the Insurance Broker Answers. 
Number one is: “Should Your Insurance 
Policy be Read?” Attention is directed 
to the insurance policy being a contract 
and therefore it shoul 1 be read with care. 
Knowledge and service of the broker in 
helping the assured with his problems is 
emphasized. As the advertisement says 

“Business men can safely rely upon the 


the several 


assistance of a competent broker. Part 
of his function is to review policies 
As underwriters who issue _ policies 


through competent brokers, we are glaé 
to make this contribution to a clearet 
understanding of their function.” 
Minner & Barnett, metropolitan de- 
partment managers for the Zurich, et 
joys a substantial following among mt 
surance brokers which has been built f 
over the past twenty-five years. 
& F. INGLIS co. MOVES 
The J. F. Inglis Co., Inc., have moved 
their offices. They are now located a 


111 John Sti et. 
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More Thought to Sales Planning 


Will Boost the Premium Income 
By Harold E. Taylor 


Sales Promotion Mgr., American Group 


Speaking February 16 before the North 
lersey Insurance Night dinner meeting at 
the Passaic City Club, Passaic, N. J., 
Harold E. Taylor, sales promotion man- 
ager of the American of Newark group 
of companies, presented some excellent 
thoughts on how agents can increase their 
personal production. Present at this meet- 
ing were agents from the associations of 
Passaic, Bergen, Hudson and Essex Coun- 
ties, as well as members of the Insurance 
Women of New Jersey. Following is the 
major part of Mr. Taylor's talk: 

It has been demonstrated that the aver- 
age agency must write at least 10% new 
business each year to even stand still. That 
much old business is lost each year. You 





HAROLD E. TAYLOR 


must do some selling or eventually go out 
of business. I will assume that most of 
you here tonight not only want to maintain 
your present business, but want to increase 
your volume as much and as quickly as 
possible. 

Harry Hollingworth, in the preface to 
his book “Advertising & Selling,” says his 
purpose is “to examine such methods, 
media and devices as have proven clearly 
successful, and to devise accurate and re- 
liable methods of testing beforehand for 
actual use in advertising and selling.” One 
of our agents told me that he increased 
the return from a household furnishings 
letter by 25% by sending it only to women. 
This gave us an idea for our national 
advertising. We inserted the head of a 
woman as an incidental part of the illus- 
tration, and it increased the returns. We 
increased the prominence of a woman in 
succeeding ads. with a corresponding in- 
crease in returns. The illustration in one 
of our current magazine ads is all woman, 
and it is bringing in an average of one 
hundred coupons a day! 

Sell More to Present Customers 

Who are your real prospects? Your 
best prospects are your present customers. 

btain from your company—or you can 
easily prepare for yourself—a form which 
will facilitate an analysis of the various 
kinds of protection your customers may 
need and compare this with the kinds they 
now carry. Then ask your company for 
tested sales letters to use in laying a good 
Sroundwork and sales talks to use as a 
basis for what you will say when you call 
on these people. Keep a record of your 
€xperience, so when you have finished one 
campaign, you will know any weaknesses 
it may contain and can correct them in 
the next one. 

Robert Collier says the one essential 
without which success is impossible in 


selling is a thorough understanding of 
human reactions. When you return to your 
office after making a sale, it will pay you 
to sit down a few moments and try to 
recall at what point in your conversation 
the prospect began to show evidence of 
interest in your proposition. What was 
it you had said to him just before that? 
Those words, if used sooner, are a time- 
saver; and if used oftener, a money-maker. 

Although the ethics of the business pro- 
hibit me from doing any direct selling 
even for test purposes, I like to try out 
my ideas on my friends. I found that 
one man went scurrying to his agent for 
a windstorm policy when I said, “If one 
of those tall trees next to your home were 
to blow over on it, it would be just about 
flattened. And saving at the rate of ten 
cents per week—what insurance would cost 
to have it replaced immediately—it would 


take about 2,000 years to accumulate 
enough to rebuild it.” 
Another friend of mine said “I have 


plenty of fire insurance, but I dread the 
idea of living with my mother-in-law for 
a couple of months while my home was 
being rebuilt after a fire. Yet I couldn’t 
afford $150 a month for a_ furnished 
apartment !” 

“A nickel a week spent for additional 
insurance would let you be independent,” 
I returned—and his agent took credit for 
a rental value sale. 


Testing Sales Ideas 


When you decide upon a sales plan, 
give it a fair test before deciding on its 
value. A sales manager had a new idea 
he wanted to try out and he gave it to four 
good salesmen—running neck-and-neck in 
ability in their respective fields. He gave 
each salesman twenty-five leads and asked 
them to report back. When the reports 
were received he found that the percentage 
of sales varied from 52% down to 12%. 
He was nonplussed, and immediately sent 
each man_ twenty-five additional leads. 
Combined with the previous experience, 
the sales then varied from 30 to 46%. 
Then, on a hunch, he sent fifty more to 
each at one time, and when the results 
were totaled, it was found each man had 
made exactly forty sales from his hundred 
names. Yes, small tests can be greatly 
misleading on either side of the fence. 

I believe it is only a question of time 
when the bulk of the personal business 
will go to the agent who has been most 
active in the use of the insurance analysis 
idea. Don’t be afraid to tell your cus- 
tomer about things he needs, any more 
than the doctor hesitates to tell you if 
you are generally run-down, when you 
have gone to him just to obtain relief from 
indigestion. You would hold it against 
your doctor if you were suddenly laid up 
and he had not warned you; and it is only 
reasonable for your client to create a fuss 
—even take away his business—if he suf- 
fers a loss from some hazard which you 
had not brought to his attention. 

Many of the so-called fire “side lines,” 
and the inland marine personal coverages 
remain unsold only because your customers 
have not heard about them—don’t even 
know they exist. One evening last Sum- 
mer my next-door neighbor and I were 
working out back in our respective gar- 
dens when a transport plane flew over at 
a very low altitude. “I often wonder,” 
he called over, “what would happen if one 
of those hit my roof.” 

“IT wouldn’t care much,” I returned, “if 
my family and I were out here.” 

He looked puzzled for a moment, and 
then said, “You mean insurance? Why, 
fire insurance policies don’t cover that.” 

“Mine does,” I said, “by endorsement.” 

“You don’t say!” says he—“Well—never 
heard of it before—I’ll phone my agent 
first thing in the morning!” 














I’ve often wondered why some of the insurance compa- 
nies didn’t pay some attention to the women in the insur- 
ance business. Certainly we are entitled to as much con- 
sideration as some of the men agents. You don't know 
how much appreciate the thou ght fulness of the Pheenix- 


London Group in sending 


me one of their Visible 


Business Record books. By using it systematicall y,1 have 


increased my business materi 
over last year’s figures. Then, too, the Phenix “| 
Rate Chart is such a help. You ought to use one. 


FIRE COMPANIES 


Phoenix Assurance Co., Ltd. 
Imperial Assurance Company 
Columbia Insurance Company 
United Firemen’s Insurance Co. 
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The Union Marine & General 
Insurance Co., Ltd. 
CASUALTY COMPANIES 
London Guarantee & Accident Co., Ltd. 


Phenix Indemnity Company 
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I, too, would like a Phoenix-London Visible Business Record. 


Perhaps I can help my boss get 


MISS 
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some new business. 
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Inspiring Talk Given 
Examiners by Wilde 


OPPORTUNITIES STILL EXIST 
Preparation for Cherished Advancement 
Involves Constant Effort But Is 
Only Safe Method 


R. R. Wilde secretary, Corroon & 
Reynolds, Inc., New York, addressed the 
Fire Insurance Examiners Association 
in New York February 16 on “How May 
the Examiner Develop His Opportuni- 
ties.” Mr. Wilde has been endorsement 
clerk, map clerk, examiner and fieldman. 
In the course of his talk he said: 

“Some young men in this business seem 
to think that the days of opportunity 
have past. That is not true. In spite 
of the depression there are few compe- 
tent examiners or fieldmen who are not 
satisfactorily placed at this time. 

“What are the things an examiner may 
do to improve himself? What should 
an examiner know before he is qualified 
to move ahead? You must be thorough- 
ly familiar with the fire policy and all 
the principal clauses affecting it, par- 
ticularly the policy in use in your own 
territory. How can you be of help to 
your agents unless you are properly 
grounded yourself ? 





Agent Dependent on Fieldman 


“I often wonder if all our examiners 
study carefully some of the new and 
radical changes that have come into the 
business; for example, the gross earn- 
ings use and occupancy form, or the ex- 
tended coverage form. Are you follow- 
ing the discussions of proposed revision 
of the standard fire policy? You should 
know thoroughly the rules obtaining in 
your own territory. The agent is de- 
pendent on the home office and the field- 
men for information. 

“Tt is essential also that the examiner’ 
have complete knowledge of the terri- 
tory under his supervision. He should 


know the geographic as well as the gen- 
eral conditions. These conditions are 
changing constantly; for example, con- 
sider changing conditions in the silk in- 
dustry. 

Good Correspondence 

“One of the most important elements 
in an examiner’s work is correspondence 
with his agents. This can be a source 
of much help to the company or a con- 
stant annoyance to the agents. It is 
absolutely necessary that anybody aspir- 
ing to advance in our business must de- 
velop into a reasonably good letter writer. 
Personally I try to put myself in the 
other man’s place; to write my letter 
in a conversational vein; to avoid stilted 
and formal phrases. One cannot com- 
pose a good letter if his knowledge of 
English is poor. 

“The larger companies maintain sepa- 
rate inland marine and automobile de- 
partments, which is not true of all the 
smaller companies. You should have at 
least a working knowledge of those lines. 
If the opportunity does come to you to 
step into the field, you will then know 
something of those specialty lines. It 
would be well for all of you to have 
some knowledge of rating methods. The 
Insurance Society can furnish it. Insur- 
ance journals carry excellent educational 
features. 

Thinking Things Through 

“Study some of the loss papers pre- 
sented to you. You are passing on 
forms and clauses and a study of ad- 
justment of some of the complicated 
losses will teach you much. When I be- 
came an examiner I determined that I 
would try to think problems through my- 
self. By so doing I was training myself 
to assume added responsibility when the 
opportunity developed. Avoid getting 


into a rut. Keep a fresh outlook. Read 
some of the insurance literature avail- 
able. 


“T read about a company official who 
attributed much of his success to con- 
structive criticism. Don’t resent criticism. 
If you will develop your capacity to as- 


sume responsibility, that will be the best 
help to your superiors and also to your- 
self. Be honest with yourself. When 
certain changes are made and the op- 
portunity doesn’t come to you, give 
yourself a close analysis as to whether 
you had prepared yourself for the job. 
Give some thought to public speaking. 
Devote part of the time at some of your 
meetings to general discussion, with dif- 
ferent members leading that discussion. 

“My philosophy is that you get out of any 
endeavor exactly what you put into it, whether 
it is work, social activity or friendship. You 
are only going to get back in the same measure 
that you are willing to give. You are only go- 
ing to get out of your work what you are will- 
ing to put into it. You can put in the mini- 
effort and take down the minimum re- 
ward. You can put in the extra effort and be 
prepared for the opportunities for advancement 
which are bound to come to you. There are 
still plenty of opportunities ahead for the men 
willing to give of their best to their 


mum 


who are 


jobs.” 





GULF OF DALLAS PROMOTES TWO 

J. D. Daniels, for many years assist- 
ant secretary of the Gulf of Dallas, was 
promoted to secretary at the recent an- 
nual meeting of the directors. W. 
Mansfield was elected assistant secre- 
tary to be Mr. Daniels’ first assistant in 
the automobile department. Both came 
to the Gulf from the old Utility Insurance 
Co. at the time of its acquisition by the 
Gulf. George Miller, cashier, National 
Bank of Commerce of Dallas, was elected 
to one vacancy on the board, The va- 
cancy caused by the death of George 
Jalonick, founder of the company, was 
not filled. 

GEORGE GIBSON MARRIES 

George G. Gibson, special agent for 
London & Lancashire Fire, has returned 
to Louisville from a honeymoon trip to 
Georgia, having married Miss Phoebe 
Davis, formerly of England, daughter 
of a foreign representative of Gulf* Re- 
fining Co. 


CHARLES R. McGUIRE DEAD 





Head Counterman for Central 

Agency Had Many Friends in N 

York Insurance District 

Charles Russell McGuire, head count. 
erman for the Central Fire Agency jp 
New York, died February 15 of cancer 
He was ill about six months. He is sur. 
vived by his widow, a son and a daughter 
a brother who is a partner in John ( 
Paige & Co., New York, and a sister 
He was assistant sergeant at arms of 
Insurance Post 1081, American Legion 
The post held Legion services last Fri. 
day night. Full military services were 
held at Holy Cross Cemetery. 

In William Street Mr. McGuire was 
known to a large circle of friends as 
“Russ.” He was born in Brooklyn jn 
1893 and spent all his business life jn 
insurance, beginning with W. L. Perrin 
& Son and joining the Corroon & Rey- 
nolds organization later, where he was 
a close friend of Vice-President W, J. 
Reynolds of that group, who used to he 
with Perrin & Son. When Mr. Reynolds 
left Perrin to go with Newman & Mac- 
Bain, Mr. McGuire went with him. In 
1925 he rejoined Mr. Reynolds in the 
Central Fire Agency, which is part of 
the Corroon & Reynolds organization. 
Mr. McGuire possessed a personality and 
disposition that made him particularly 
well liked among the people he was as- 
sociated with in the New York insurance 
district. 


Fire 


ew 


AGENT’S 50TH ANNIVERSARY 

H. L. Wright, prominent local agent 
of Palestine, Tex., is observing his fif- 
tieth year as a local agent this year, 
He was a member of Texas’ first fire in- 
surance commission, 





AGENT GOING TO AFRICA 


B. W. Richards of Portland, Ore., until 
recently head of Gerlinger-Richards Co. 
of that city, is planning a trip to Africa. 











NORTH STAR 


INSURANCE COMPANY 


90 JOHN STREET, NEW YORK 200 BUSH STREET, SAN FRANCISCO 





Items from Financial Statement of September 30, 1938: 


Cepitsl . ww sw ss 
ee a a 
ee ee ee 
Premium Reserve .... . 


All Other Liabilities . . . . 


Total Admitted Assets 


$ 600,000.00 
1,754,759.07 
236,924.00 
1,832,445.45 
45,830.34 


. . . . . . 


. . . . . . 


$4,469,958.86 


Securities carried at $374,693.84 are deposited 
in accordance with law. 
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C Fase or Allied . 
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Michigan Agents Cover Much Ground 
At Mid-Year Gathering in Lansing 


Members of the Michigan Associa- 
(jon of Insurance Agents held a generally 
atisfactory mid-year meeting in Lansing 
cently with about 300 in attendance. 
The meeting was described as_ highly 
giccessful and outwardly harmonious. A 
ignificant event was adoption by the 
governing committee of a resolution pro- 
hibiting any local board from embracing 
a program or policy likely to prove dam- 
aging to any other board or boards. This 
action reflected a back-stage controversy 
that had not been allowed to reach the 
floor. , , 
Hotel room and corridor discussion 
centered largely about the rumpus stirred 
within association ranks by the Cal- 
jhan-Saur bill in the senate insurance 
committee. This measure would make 
wlawful agreements between two or 
more companies, or between agents, un- 
ler which exclusive representation would 
be given to a special group of carriers 
by their agencies; thus prohibiting clear- 
ance rules such as have been in effect 
in Detroit and, to a lesser extent, in 
out-state cities. 
Detroit Action Disapproved 

While there was no formal statement 
from the governing committee, adoption 
of the resolution mentioned was taken 
to be an evidence of disapproval of the 
rigid separation rule adopted by the De- 
troit Board, which is generally con- 
ceded to have precipitated introduction 
of the controversial bill by interests 
friendly to the politically powerful Mich- 
igan mutuals; particularly the automobile 
specialty carriers which have been al- 
lowed agency connections out-state with- 
in the ranks of state association members. 
The state association merely bars gen- 
eral fire mutuals from member repre- 
sentation. 

The committee’s resolution contained 
a provision that any questionable local 
board policy must be submitted before 
its adoption to the state association’s 
governing committee for consideration 
and approval. The committee, under the 
set-up adopted at the Fall convention, 
is made up of nineteen members, includ- 
ing the four top-ranking officers and one 
representative from each of the fifteen 
regions or districts into which the state 
has been divided. Thus the committee 
isa more truly representative legislative 
and judicial body for the association than 
ever before and is in position to enforce 
its decisions more effectively than in the 
past. It was not revealed to what ex- 
tent, if any, pressure was being exerted 
on the Detroit Board to modify its rule 
and thus avoid the very real possibility 
of decisive legislative action to eliminate 
all separation programs. 


For New Dues Schedule 


The committee also acted toward a 
general revamping of the association’s 
dues schedule, President Martin Mullally 
of Muskegon being authorized to name a 
committee to work out a method for 
Proper determination and allocation of 
dues on a basis of agency volume. Theo- 
tetically this is the present basis but 
officers say it has been operated inequit- 
ably in the past. 

Extended Cover Rate 

There was much committee discussion 
of the extended cover endorsement for 
fire policies and it was revealed that a 
feport will be made to George Carter, 
Vetroit, national councillor, on this sub- 
ject for him to submit to the companies. 
There has been much criticism of the 
extended cover rate many feeling that 
either reduction or a split of the cover- 
age to provide a cheaper but less in- 
clusive policy would be a stimulus to 
volume in this field. Complaints regard- 
ing the company authorized retail credit 
feports on insurance buyers were also 
discussed and the committee indicated it 
will advise local boards confronted with 
ad effects of this practice to take the 
Matter up directly with the companies 
involved. Some agents reported size- 


able losses of business from clients of 
known integrity who felt offended by the 
prying methods of credit report com- 
pilers. 

Meeting in September 


Several topical discussions which 
brought about constructive ideas, re- 
ports from standing committees revealing 
practical work afoot, and a few provoca- 
tive talks marked the general member- 
ship meeting which was largely attended 
by non-members, including both fieldmen 
and representatives of some of the Mich- 
igan specialty carriers that are backing 
the anti-separation bill. It was an- 
nounced that the next Fall convention 
will be held in Saginaw late in Septem- 
ber or in early October. Saginaw has 
not had a state convention since 1908. 

Only one resolution was adopted, that 
being an expression of backing for Ed- 
ward Bidigare, chief underwriter State 
Accident Fund, who has been dismissed 
from that position by the advisory com- 
mittee of the fund over the disapproval 
of its new manager, William Bishop of 
Alpena. 

Greater interest in educational proj- 
ects sponsored by local boards was gen- 
erated by discussion led by C. FE. L. 
Burwell, Grand Rapids, during which he 
explained at length the insurance classes 
conducted by the board of his home city. 


Interest in REA Business 

Tips on how to obtain Rural Electrifi- 
cation Administration business were pro- 
vided by Douglas H. Nelson, Saginaw. 
He said the Washington office of the 
National Association supplies information 
on the award of these projects and that 
local boards have been monopolizing the 
business. In view of considerable REA 
activity in the state and the varied lines 
required, including compensation, liabil- 
ity, bonds, etc., there is a substantial 
premium volume involved, he said. 

Comparative agency costs are to be 
studied systematically through the asso- 
ciation’s Lansing office as a result of 
a discussion of that subject led by Clyde 
B. Smith. It was decided to have Waldo 
O. Hildebrand, secretary-manager, pre- 
pare and circulate a questionnaire among 
the members to gather information. 


Successful Advertising 

How to conduct successful group ad- 
vertising was told by Russell A. Brad- 
ley, Ann Arbor, discussing that board’s 
exceptionally productive program. He 
said synchronization of advertising with 
news events is the secret of increasing 
the pulling power of such a program. Ad- 
vertising also has helped in collections. 

Value of surveys and use of special 
agents’ services in conducting them were 
explained by David H. Rathbun, Battle 
Creek, who said much new business can 
usually be developed in this way while 
clients are at the same time provided 
with a real service that attaches them 
permanently to the agency. Henry Wil- 
son led a discussion of the solicitor prob- 
lem. 

A. B. Millard, Grand Rapids, talked on 
the defects in any form of comparative 
negligence law, based on experience of 
other states, and Earl Dunn, Grand 
Rapids attorney, analyzed compulsory 
automobile insurance to show its fatal 
weaknesses. Showing of the Elmer 
Wheeler motion picture “Magic Words 
That Make People Buy” was an enter- 
taining feature. 

National Councillor Carter said the 
conference committee has obtained many 
concessions to Michigan agents which 
eventually benefited all W.U.A. terri- 
tory. 

Membership at High Mark 

James E. Mayfield, Flint, fire and ac- 
cident prevention committee chairman, 
said the newly developed speakers’ bu- 
reau is being much used and that val- 
uable work has been done through co- 
operation of the Michigan Federation of 


(Continued on Page 35) 























The retarding effect of fire upon the economic 
life of a community is pointed out in this month’s 
North America national advertising . . . which lends 
greater value to the efforts of North America’s loss- 
prevention engineering ‘service. Building upon this 
goodwill foundation, the advertisement emphasizes 


the need of insurance protection and the depend- 


ability of North America Policies. 


See our advertisement in the February 27th 
issues of Life and Time and February 18th 
issue of Business Week. 


Insurance Company of 
North America 
PHILADELPHIA 


and the 


Indemnity Insurance Company of North America 
write practically every form of insurance, except life. 


Founded 1792 
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Pictures Wide Possibilities for 


Sales in Inland Marine Insurance 
Vice-President Carey of Appleton & Cox, Inc., Cites Numer- 
ous Lines Which Are Developing Fast; Asks That 


Business Continue on Flexible Basis 


In these days of severe competition in 
fire and marine insurance the inland ma- 
rine field offers an avenue which no 
agent or company can overlook, Stephen 
W. Carey, 3d, vice-president of Appleton 
& Cox, Inc., New York City, said when 
addressing the odltsrennd Day meeting at 
the William Penn Hotel in Pittsburgh 
last week. Of all the fields of insur- 
ance the marine is the only one left 
which permits an agent, in cooperation 
with his company, to crystallize his orig- 
inal ideas, according to Mr. Carey. 

“There has been a tendency of late to 
take away some of the flexibility of the 
marine business and to force the con- 
formation of our business to set stand- 
ards,” said the speaker. “This is good 
to a degree but we do not want to have 
these standards leave untouched and un- 
covered many deep and basic needs, but 
rather permit the marine business to be 
able to contribute the element that it has 


always contributed in connection with 
other forms of complete protection. It is 
to the interest of the agents and the 


companies to keep this flexibility for the 
public good. 

Most Every Fire Assured a Prospect 
needs of an assured 
it is a rare case that does not call for 
some type of inland marine cover. Per- 
haps one of the more common stereo- 
typed classes such as jewelry or fine 
arts, or perhaps the needs of an assure¢ d 
may require a tailor-made form. This 
flexibility of marine insurance permits in 
many instances the answering of such 
needs. We have often felt that these 
lines are most desirable and _ profitable 
and they are probably so due to the 
thoughtful consideration which is always 
given to the unusual.” 

If an agent does not keep up with the 
de velopment of inland marine lines he is 
not going to be in a position to supply 
his assureds with complete protection or 
to meet the competitive situation, Mr. 
Carey warned. From the agents’ point 
of view the desirable inland marine 
classes can become a profitable backlog 
for him. In considering the building of 
a sound inland marine book the thought- 
ful agent will first probably stress per- 


“In analyzing the 


sonal lines; the commercial lines have 
their place also. 
Through the years personal jewelry 


and personal fur risks have kept a con- 
sistent level in spite of their tre- 
mendous breadth, Mr. Carey said. They 
are predominantly moral risk lines and 
in spite of the depression or recession 
they remain consistent in loss ratio, al- 
though more care has had to be exercised 
in risk selection. Because the loss ratio 
for personal jewelry and furs has main- 
tained a satisfactory level, there was re- 
cently promulgated a class credit of 15% 
for good experience. It is hoped this 
will result in broader writings. 
Fine Arts Profitable 

“As a class the fine arts line is a most 
profitable and satisfactory type of line 
with a low ratio, and I feel that 
agents would do well to investigate the 
possibilities of this cover,” Mr. Carey 
continued. “As a class fine arts probably 
include many objects which one would 
not ordinarily think of when mentioning 
the words ‘fine arts.’ As an example 
antique furniture, ship models, out-of- 
the-ordinary handicraft, stained glass 
windows, providing of course that these 
objects have historic worth or artistic 
merit. 

“The 


loss 


loss 


personal effects policy still re- 


line. 
asso- 


mains an attractive introductory 
Since inland marine underwriters 
ciation jurisdiction and its attendant 
stopping of apparent defects the 
ratio has been lowered and the volume 
has not been impaired; at least that has 
been our experience. 

“The personal property floater, some- 
times called the ‘Householder’s Compre- 
hensive,’ demonstrates the tendency to- 
ward a complete single marine cover and 
the marine companies’ ability to meet 
public demands. It may be of interest 
for you to know that the volume of this 
class has more than trebled but the loss 
ratio while still low has doubled, and 
from this it may be inferred that when 
the near saturation point is reached it 
will be found that the rate structure 
needs some revision. 


loss 


Commercial Lines of Coverage 


“Turning our attention for a few min- 
utes to briefly review the commercial 
lines, the first that occurs to me is the 
bridge and tunnel policy. This policy is 
a named peril policy but covers a bridge 
or tunnel against any hazards to which 
they may be exposed. The ratio 
has been excellent. You will probably 
wonder how it developed that marine 
companies were empowered to write 
bridge and tunnel insurance, both prop- 
erty damage and use and occupancy. The 
marine companies had been writing 
bridges because of the fact that they 
were enabled to grant a multi-periled 
cover and the fact that it appeared to 
the varied interests as an aid to com- 
merce and would be more properly han- 
dled under the marine category. A broad 
cover was absolutely vital in order to 
make the bonds attractive to prospective 
purchasers. This is another instance 
where the flexibility of the marine mar- 
ket was demonstrated by their offering 
a cover which has aided very materially 
in the expansion of bridge authorities. 

“Among other desirable classes would 
come the master furriers’ customers pol- 
icy under which in addition to the usual 
storage feature it is permissible in cer- 
tain jurisdictions to issue certificates, but 
it might be well to note, however, that 
these certificates insure the furs on a 
non-valued basis as opposed to the valued 
basis on our personal fur floater. Agents 
may find that very often the names of 
customers to whom certificates have beer 
issued would be good prospects for other 
lines. 

“The contractor’s equipment policy 
which covers against named perils is a 
form which I would think would be one 
of a good deal of interest to you in this 


loss 


region. In underwriting this class there 
must be very careful selection of the 
business. If you are insuring equipment 


which is likely to be flooded or in fact 
likely to be damaged by landslide or 
cave-in the problem becomes difficult. 
Nevertheless, it is an interesting class 
and one worth the consideration of the 
agent. 

“The motor truck liability policy has 
received a lot of publicity due to its 
former high loss ratio. This has been 
reduced due to the companies finding 
that they must underwrite with reason 
and of course the assumption of juris- 
diction of the Interstate Commerce Com- 
mission is a big step forward. We have 
not realized the full benefits of it but 
in time I am sure we will. 

“There are a number of conflicting 
features however which increase the ex- 
pense of handling this business and that 


is the various public utility commission 
rules in the various states. It is con- 
ceivable that a long haul motor truck 
carriers policy must be endorsed in a 
great number of states, in fact every one 
through which he travels. The company 
is obliged to file these lines with the 
various public utility commissions and the 
L.C.C. and if the line is cancelled the 
same procedure has to be gone into all 
over again. This naturally makes it an 
expensive line to handle and it is one 
which underwriters and, in fact, agents 
should consider carefully because very 
often the experience on a motor truck 
carrier can very quickly use up any profit 
that the agent has earned. Careful con- 
sideration has to be given to the com- 
modity carried and to the type of truck 
used and, as I said before, the rules and 
regulations of the I.C.C. with respect to 
safety have been instrumental in improv- 
ing and keeping this class on the up- 
erade.” 


“Lest We Regret” Title Of 
Travelers Auto Death Book 


Under the intriguing title of “Lest We 
Regret” the Travelers has prepared jp 
readable and dramatic fashion the story 
of automobile fatalities and accidents for 
1938. The booklet, 36 pages crammed 
full of convincing reasons for greater 
safety on the streets and highways, is the 
ninth in a series of annual publications 
which the Travelers has distributed free 
by the millions : all parts of this coun. 
try and abroad. Its author is Harry Bar- 
santee, Travelers’ news bureau super- 
visor. 

The record points to 32,000 persons 
killed, 1,145,600 persons injured, an jm- 
provement over the experience of 19% 
and 1937, but nonetheless a “death total 
which remains far too high.” Some of 
the features of “Lest We Regret” will 
be reviewed next week. 


Automatic Fire Control for Air 
Conditioning- Ventilating Systems 


Air conditioning and ventilating bring 
new and serious fire and smoke hazards, 
of the following three principal types 
introduction of elements which inherent- 
ly breed fire; factors which facilitate the 
spread of fire and smoke, whether orig- 
inating within the system or elsewhere; 
factors which impair or nullify the effec- 
tivenes of existing fire protection meas- 
ures, such as fire stops, sprinkler systems, 
etc. 

To cope with these hazards the A. D. 
T. (American District Telegraph Co.) 
provides various automatic protection de- 
vices and systems especially designed for 
air conditioning premises. These may be 
installed independently, or as adjuncts 
to its other protection measures (auto- 
matic fire alarms, supervised or wunsu- 
pervised sprinkler systems, manual fire 
alarm systems, etc.) already on the prem- 
ises. An A. D. T. Automatic Fire Con- 
trol System for an air conditioning sys- 
tem may consist of one or a combination 
of the devices described, according to in- 
dividual requirements. 

1. Smoke detectors: these are photo- 
electric cell (“electric eye”) devices, 
which instantly and automatically detect 
the presence of smoke in the circulation 
ducts, filter chambers, intake openings, 
and other parts of the air conditioning 
equipment, Their action is to shut off 
automatically the fans, close dampers 
and fire doors, and give signals to the 
engineer or other proper authority on the 
premises, of the existence of an abnor- 


mal condition. When Central Station 
supervised, this system also automatically 
vives notification to the A. D. T. Central 
Station which dispatches emergency aid 


2. Fixed temperature — thermostats: 
these automatically detect any abnor- 
mally high temperature in the filter 


chamber. This type of thermostat may 
also be placed at outside air intakes and 
recirculation air intakes. 

3. Aero automatic fire alarm: this sys- 
tem automatically detects and reports the 
outbreak of fire anywhere on the prem- 
ises. It includes devices which automati- 
cally shut off the air conditioning sys- 
tem, close dampers and fire doors, sum- 
mon emergency aid, ete. upon the out- 
break of fire anyw here on the premises. 

4. Sprinkler supervisory and _ water- 
flow alarm: this system maintains a con- 
tinuous, automatic watch over vital parts 
of the sprinkler system to assure its 
proper operating condition at all times, 


and also makes the sprinkler an auto- 
matic fire alarm. When a sprinkler su- 
pervisory and water flow alarm system 


is installed in air conditioned premises, 
automatic fire control equipment is con- 
nected to the water flow alarm devices. 

5. Manual fire alarm boxes: these 
boxes for manual operation summon the 
fire department direct to the premises. 
In air conditioned premises, provisions 
may be made to automatically shut off 
the air conditioning system. close damp- 
ers and fire doors, ete. hes a manual 
fire alarm box is operated. 





“Duke” Potter Addresses 
Rochester, N. Y., Field Club 


Under a new plan inaugurated the first 
of this year when Guy S. Luther be- 
came president, the Rochester Field Club 
of Rochester, N. Y., is having successful 
semi-monthly luncheon meetings. Mr. 
Luther names a committee of two or 
three members to conduct the next mect- 
ing, leaving it entirely to them to formu- 
late the program. At the meeting on 
February 11 at the Hotel Rochester the 
committee consisting of Oscar J. Siebert, 
Home, and James F. Moriarty, National 
Union, presented Wellington “Duke” 
Potter, prominent local agent, who spoke 
on “Public Relations in Business” with 
emphasis upon non-stock competition. 


WORCESTER AGE NCIE ES MERGE 


Munroe, Ingraham & Parker and 
Crowell, McPherson & Co., two promi- 
nent agencies in Worcester, Mass., are 
consolidating March 1 under the name of 
Ingraham, Parker & McPherson. The 
new firm will be located at 476 Main 
Street. Members of the agency will be 
the present partners in the two agencies, 
namely C. Conrad Parker, W. P. Mc- 
Pherson, Donald D. McPherson and E. 
P. Ingraham. Crowell, McPherson & 
Co. was formed in 1845 and Munroe, In- 
graham & Parker in 1866. 


J. C. Stirrat Scheduled To Be 
Calif. State Fund Manager 


J. C. Stirrat, Oakland, Calif., attorney 
and one-time president of a_ railway 
workers local union, is scheduled to suc- 
ceed Clark B. Day as manager of the 
California State Compensation Insur- 
ance Fund. Little known in_ political 
circles and gery to the insurance 
business, Mr. Stirrat “promises” a more 
liberal interpretation of benefits under 
the compensation law. 


WILL NOT REBUILD RELIANCE 


London advices are that the Hamburg- 
American steamer Reliance, which was 
destroyed by fire in Germany last Sum- 
mer, will not be rebuilt. Total insur- 
ance value of the ship was approximate- 
ly $2, 500,000, all of which is payable with 
the exception of a small portion of the 
hull insurance, To cover that amount 
the underwriters took a credit on the 
hull, which is being retained by - 
line and may be used later or sold f 
scrap. 


AUTOMOBILE RATES ADVANCED 

Rate increases ranging from 10% to 
25% on automobile deductible collision 
have been announced by the British 
Columbia Insurance Underwriters Asso- 
ciation. No increase in liability rates 
will be made this year. 
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Many Insurance Men On 
N. Y. Safety Program 


CONVENTION DATES MARCH 27-29 
McComb and W. J. Falvey Session 
Chairmen; Engineers Among Speak- 
ers on Accident Prevention Topics 
Insurance people are prominently rep- 
resented in the program for the tenth 
annual safety convention which will be 
staged March 27 to 29 at the Hotel Penn- 
svlvania, New York, by the Greater New 
York Safety Council. With more than 
100 speakers participating in thirty-eight 
sessions, the convention program will 
embrace virtually every phase of accident 
prevention work. The council’s annual 
dinner, March 29, will mark the climax 
point of the community safety fund’s 
campaign for $200,000 to finance the 
council’s 1939 program for greater safety 
in the five boroughs of Greater New 

York. 

Two insurance leaders are listed among 
the session chairmen—S. D. McComb, 
head of the Marine Office of America and 
president, National Fire Protection Asso- 
cation, who will preside at the fire pre- 
vention meeting, and Wallace J. Falvey, 
vice-president, Massachusetts Bonding, 
who will wontons street and highways 
session No. 3, T. Y. Beams, vice-presi- 
dent, Royal and Eagle Indemnity com- 
panies, will speak at the “Facts About 
Accidents” session which is under the 
chairmanship of Harold Hyer, insurance 
director, New York World’s Fair, while 
Prof. R. H. Blanchard, head of Columbia 
University’s insurance department, will 


discuss “Automobile Insurance Through 
Legislation” at the Institute of Traffic 
Engineers’ dinner. A. F. Fuller, safety 


engineer, Century Indemnity, is chair- 
man of session on “Handling Material.” 
Insurance Speakers and Exhibitors 
Among other insurance speakers are 
Robert C. Lydon, Travelers engineer; C. 
R. Sypher, Liberty Mutual engineer; A. 


Brown, Factory Mutual chief engineer 
mE _ Mage ite E. Sonien 
and K. N. Beadle, National Conservation 


Harnett, senior engineer, 
Reimold, assistant chief 
engineer, Liberty Mutual; George VD. 
Bragdon, manager, engineering depart- 
ment, General Accident; J. P. Morrison, 
assistant chief engineer, boiler division, 
Hartford Steam Boiler; A. J. Loppin, 
assistant superintendent, engineering de- 
partment, Fidelity & Casualty; C. L. 
Keene, oe engineer, Ocean Ac- 
cident; W. S. Paine, manager, engineer- 
ing and inspection division, —— A ffili- 
ated Companies; James M. Cahill, asso- 
ciate actuary, N. Y. Compensation Board 

The list of exhibitors includes more in- 
surance organizations than ever before: 

\etna Casualty & Surety, American Mu- 
tual Liability, Eagle, Globe and Royal 
Indemnity companies, Liberty Mutual, 
Metropolitan Life, Conservation Bureau. 
On the convention executive committee 
are Edward P. Durfee, vice-chairman, 
Who is assistant manager, insurance de- 
partment of Consolidated Edison Co.; 
W. Graham Cole, Metropolitan Life; Ju- 
lien H, Harvey, National Conservation 
Bureau; George M. McAinsh, American 
Mutual ‘Liability ; Lew R. Palmer, Equi- 
table Life Assurance Society, and Roger 
Williams, State Insurance Fund. Mr. 
Cole is attendance chairman; E. Fullar- 
ton, Travelers, and N. G. Rosebaugh, 
Marsh & McLennan, are vice-chairmen 
on arrangements. 


Bureau; D. L. 
lravelers; P. B. 


W. E. EDGEWORTH PROMOTED 
W. E. Edgeworth, who has managed 
the metropolitan branch office of the 
Mutual Benefit Health & Accident in 
New York since its inception in Septem- 
ber, 1937, has just been clected an execu- 
tive Vice-president of the association. 


600 at Testimonial 
To Sup’t John A. Lloyd 


BY OHIO AGENTS 


Guest of Honor Paid Tributes for Out- 
standing Job as State Ass’n Sec- 
retary; Gov. Bricker Attends 
John A. Lloyd, newly appointed Super- 
intendent of Insurance of Ohio, was in 
the spotlight at a testimonial dinner last 
Friday at Columbus, given in his honor 
by the Ohio Association of Insurance 
Agents of which he has been secretary 
for the past five years. The affair, at- 
tended by about 600 people, was really 
more of a testimonial of friendship and 
good will to John A, Lloyd as an indi- 
vidual than it was a dinner to the in- 
coming insurance superintendent. In his 
five years with the Ohio Association he 
has boosted its membership from nothing 
up to 1,150 agencies, and among those to 
pay tribute to this outstanding accom- 
plishment were Governor J. Bricker and 
each of the five past presidents of the 
association who were in office while Mr. 
Lloyd was secretary. In turn, they ex- 
pressed themselves feelingly as to his 
ability, and presented him with a hand- 
some wrist-watch. Greatly affected, Su- 
perintendent Lloyd responded with his 

usual excellent talk. 
A sentimental angle to the affair was 
that the day on which it was held was 


SPONSORED 








also Mrs. Lloyd’s birthday. She was 
present with her husband’s father and 
mother, who 3 at Portsmouth, O.; Eli- 
zabeth Log oe , his daughter, and Jack 


Lloyd, 12, his son. All were introduced 
and a bows. 
Lloyd Former State Senator 

John Lloyd is a former state senator 
so it was appropriate that another for- 
mer state senator, Paul R, Gingher, now 
general counsel of the Ohio Association, 
was the toastmaster. Mr. Gingher was 
introduced by the president of the asso- 
ciation, L. Calvin Jones of Youngstown. 
It was, of course, inevitable that one 
topic of conversation would be the seces- 
sion of the association from the National 
Association of Insurance Agents. Aus- 
tin McElroy, one of the past presidents, 
who is national councillor for Ohio in 
the Nationi il Association, referred to the 
secession in whimsicz ul fashion and desig- 
nated himself as a “national councillor 
without portfolio.” 

“No Time to Rock Boat,” Says Lloyd 

Superintendent Lloyd, who is on leave 
of absence from the Ohio Association 
during his term with the state, stressed 
in his own talk, which was the evening's 
high spot, the feeling of pride which he 
has for his Ohio associates. He assured 
them that “we part as associates to be- 
come reassociated in a larger way, with 
others equally interested, and in a new 
alignment of our interest.” That he has 
a sensible outlook on problems ahead 
was indicated when he said: “This is 
no time for feuds in the insurance world, 


no time to rock the boat. The air is 
filled with talk of Federal supervision. 
No one can now tell how real those 


None of us want Fed- 
and our job is to see 
to it from our own standpoint, that this 
business is so well conducted that re- 
ported abuses are fancied and not real.’ 

Mr. Lloyd spoke appreciatively of com- 
panies domiciled in Ohio, of its agents. 
and “that great group of foreign and 
alien companies which does business in 
our state.” He pictured himself as hav- 
ing a new employer, the policyholder, 
and said: “As I parted company with 
my old employer, the agent, and take em- 
ploy with this new boss, the public, my 
viewpoint changed to theirs. To that new 
viewpoint | pledge you all I shall be 
truc.’ 

Among insurance celebrities at the din- 
ner were 


threats may be. 
eral supervision, 
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Employers Liability Has Been 
Covering N. Y. Life for 40 Years 


Charles D. Hilles, New York State 
manager of the Employers’ Liability, was 
called as a witness before the Monopoly 


committee in Washington last week dur 
ing the phase of the hearing having to 
do with directors of insurance companics. 
He is a director of the New York Life. 
He said the Employers’ Liability had 
been having business relations with the 
New York Life for forty years. He said 
the Employers’ Liability covered the 
buildings of the New York Life in work- 


men’s compensation insurance through- 
out the country and had general liabil- 
ity, elevator, steam boiler and _ fidelity 
insurance on 4,922 buildings. In the last 
twelve years the average premium paid 
to the Employers’ Liability by the New 
York Life is $99,891. 

Gerhard Gesell, committee’s interro 
gator, asked: “Since you have been a 
director of the New York Life have 


you actively solicited business from that 

company for your company ?” 
Mr. Hilles: 1 do not think that I 

As I have said, the New York Life was 


have, sir. 
a client 


became connected 
business in this 
moment 
have the 


long before I 
have had their 
cannot at the 
business. * You 


of our office 
with it and we 
line of insurance. I 
recall having solicited 
record, 

Mr. Hilles said that the Employers’ 
Liability charged the New York Life 
the same uniform rates that other com- 
panies charged. 

Why Premiums Increased After 1927 

In commenting upon a query asked 
if the premiums that the New York Life 
gave the Employers’ Liability had not 
shown an increase since Mr. Hilles be- 
came a director of the New York Life, 
Mr. Hilles said: 

“The premiums of the New York Life 
since 1927 have increased by reason of 
the large number of buildings that the 
company has taken over, either as mort- 
gagee in possession or because of fore- 
closure. That is the reason for the in- 
creasing business. Further, I would say 
that the business of the agency is ap- 
proximately $7,000,000 a year, or has 
been during those twelve years, so the 
New York Life supplies about 11/3%.” 





OKLAHOMA OFFICIALS REMOVED 

By executive order Tuesday Governor 
Leon C. Phillips left the Oklahoma State 
Insurance Board with Commissioner Jess 
(;. Read as its sole member out of the 
usual three. R. M. Siegfried was re- 
moved as secretary and W. C. Theimer 
as fire marshal and third board member. 
The Governor charged Siegfried was 
working in the interest of insurance 
companies rather than that of the gen- 
eral public when he advocated an in- 
crease in rates for malpractice insurance 
policies offered to doctors by the Hous- 
ton Fire & Casualty Co. The rates had 
been recently voted too low by all three 
board members. A public hearing, cailed 
by the board for February 21 at which 
time both sides were to have had an 
opportunity to present the merits of their 
contentions, has been postponed at the 
request of the doctors. Theimer’s dis- 
missal was attributed by the Governor 
to lack of cooperation with the Adminis- 
tration program, 


RICHARDSON TO SAIL 
Frederick Richardson, deputy chairman 
of the General Accident. will sail for 
England tomorrow. A luncheon in his 
honor was given at the Bankers Club 
Thursday. 





Adams, president, Ohio State Life; Most 
Loyal Gander a the Blue Goose, Ralph G. 
Hugo, Chicago; Spencer Welton, vice-president, 
Massachusetts Bonding; Webb Voorhees, gen 
eral counsel, Ohio Life Presidents’ Association; 
G. W. Brown, general counsel, American Mutuai 
Alliance; nk Thomas, secretary, ; on. 
William Harper, vice-president, Maryland Casu 
od Norman B. McCulloch, vice president, 
Globe Indemnity; J. Dewey Dorsett, casualty 
manager, Association of C. & S. Ruscutives; 
S. Dauwalter, assistant general manager, Na- 
WwW 


Claris 


tional Board of Fire Underwriters; O. 

Whitney, chairman, Ohio senate insurance com 

mittee; Austin McElroy, national councillor 
During Mr. Lloyd’s leave of absence his place 


Ohio Association is being filled by Al 
Robley  E, ‘illis, assistant secretary and 
treasurer. 


Elected Treasurer 





Bachrach 


G. PORTER HOUSTON 


G. Porter Houston, the newly elected 
treasurer of the United States F. & G., 
has been thirty-seven years with the 
company. He succeeds W. G. Hynson, 
who has retired after forty years’ ser- 
vice. Mr. Houston was formerly vice- 
president and actuary and before that 


comptroller. He is a native Baltimorean 

In a Brooklyn talk on Tuesday Super- 
intendent Pink said that he was going 
to get around to the London Lloyd’s situ- 
ation as soon as he had time. 











1S a Ne ae PR IAT ALL Me 


Ce te ht ino] 











THE EASTERN = 
“UNDERWRITER ima 














———— 


February 24, 1939 








Norman B. McCulloch: 


y 4xman 


By Clarence 


The recent appointment of Norman L 
McCulloch, a local agent in Lancaster, 
Pa., as production manager of the Globe 


Indemnity, has brought into company 
ranks in Greater New York an outstand 
ing small city insurance man who not 
only has had broad experience in sell- 
ing insurance and in association activi- 
ties, giving him an unusually large ac- 


with local agents Pinar Mead 
but his early days in the 

world covered a pretty 
including salcs- 


quaintance 
the country, 
manufacturing 


wide range of experience, 

manship. In Lancaster, where he is 
best known, his reputation was that of 
one of the most energetic, successful and 
public spirited men in the community 


Backgrounds of insurance executives 


who have achieved success are always 
interesting, especially when one carries 
in mind the environ where most of their 
success was recorded. Few medium-sized 
cities can match Lancaster as a live-wire 
town and as an ideal spot with which 


to get a business and insurance training. 
It is not only loaded with tradition and 
historic significance, but also is impor- 
tant from an industrial standpoint. 


An Unusually Progressive City 


Lancaster is the county seat of one 
of the richest agricultural counties in 
the United States in value of its crops 
and live-stock production. Crops include 
tobacco and grains and the city and 
surrounding country does a big dairy 
product business. It has thirty-nine 
banks and trust companies which have 
an aggregate of $80,000,000 of assets. 

Some of its great industries are the 


Armstrong Cork Co., manufacturers of 
linoleum and other products; the Ham- 
ilton Watch Co., which makes the watch 
which is used among others by railroad 
men all over the country; many cigar 
industries and other manufactures, in- 
cluding hardware. Lancaster believes it 
is second largest manufacturer of hard 
ware. 

The city was founded in 1718 and its 
first permanent settlers were Mennonites 


from Switzerland and the Palatinate. 
Later, the Huguenots arrived; then Eng- 
lish, Scotch, Irish, Quakers and Ger- 


mans. In its churchyards and cemeteries 
are buried many with historic names, in- 
cluding Robert Fulton who revolution- 
ized navigation by his successful use 
of the steam engine; Benjamin West, 
whose paintings cons in the National 
Gallery, London; Thomas W. Evans, who 
introduced American dentistry to France ; 
James Buchanan, who practiced law in 
Lancaster following his retirement from 
the White House, and died there. His 
Lancashire home is now a shrine. Among 
other famous residents were Thaddeus 


Stevens, Congressman, and George Ross. 
a signer of the Declaration of Ind« 
pendence. 
Watch Making 
The two biggest plants are the Arm 


strong Cork Co. which does an inte 
national business and which is discussed 
elsewhere in this article, and the Hamil 
ton Watch Co 

The Hamilton Watch Co. is located in 
the city on the Lincoln Highway. The 


first American watch factory was started 


Lancaster, 


Pa. Agent Who Took Home Office Production 


Post With Globe Indemnity on January 1, Ideally Suited 
For New Role; His Appointment Seen As Aid to Better 


Relations Between 


in 1809 at Shrewsbury, Mass. They made 
500 watches by hand methods and then 
ight years later was driven from the 
field by “cheap foreign competition. ss 
Then along came the Pitkin Brothers 
of Hartford who introduced the first 
machine made watch in 1838; managed to 
manufacture 600 of them and then went 


out of business. In 1849 Aaron Denni- 
son conceived the basic idea of inter- 
changeable watch parts and manufac- 


timepiece of suffi- 
compete 


America’s first 
cient merit and cheapness to 
with the foreign product 

In 1874 Lancaster became a_ watch- 
making center, the first watch company 
there being Adams & Perry. Finally, 
after a couple of reorganizations and a 
merger with the Aurora Watch Co., the 
Hamilton Watch Co. came into being. 
It was named for James Hamilton, who 
had received from William Penn a large 
section of the ground on which the city 
of Lancaster was built. It built a watch 
that made a hit with railroad men and 
was very much needed because at the 
close of the nineteenth century a series 
of disastrous railroad wrecks called pub- 
lic attention to the need for accurate 
railroad watches. 

Norman B, McCulloch’s father was 
formerly connected with the Franklin 
Sugar Refining Co., which later became 
a part of the American Refining Co. 
He has retired from business and is now 
residing in Philadelphia. 


tured 


Experience With Armstrong Cork Co. 


Norman B. was educated in the public 


schools of Philadelphia, after which he 
spent three years in the Towne Scien- 
tific School of the University of Penn- 


sylvania and then went to the Wharton 
School of Commerce and Finance, where 
one of his professors was Dr. S. S. 
Huebner, insurance authority. 

After leaving Wharton School Mr. Mc- 
Culloch joined the Armstrong Cork Co. 
in 1924, one of the leading industrial 
corporations in the country, the presi- 
dent of which is Henning W. Prentis, 
Jr., who as vice-president of the National 
Association of Manufacturers attracted 
nation-wide attention at a talk he made 
at the Waldorf-Astoria dinner upon the 
occasion that Anthony Eden spoke at 
the Waldorf. The Armstrong Cork Co. 
makes every conceivable type of cork 
product and does a tremendous linoleum 


business. The company started in the 
00's. Mr. McCulloch took the com- 
pany’s training course; then went on 
the road doing research work, looking 


for new ways for usage of the Armstrong 
products; in other words, in sales pro- 
motion. Among other things in research 
in the textile industry Mr. McCulloch 
found quite a field in silk throwing and 
cotton spinning industries where cork 
could be used as a covering on rolls. 


He also spent a year and a half in the 
foreign division. Following this sales 
promotion experience in which Mr, Me- 


Culloch was successful in developing new 
types of clients, he had charge of the 
statistical department of the cork prod- 
ucts division. 


Engle & Hambright, Inc. 


He entered the insurance business in 
October, 1928, with the agency of Engle 


Casualty Companies 





NORMAN B. McCULLOCH 
& Hambright, 


Inc., one of the leading 


insurance agencies in Pennsylvania and 
one which has been established for a 
considerable period of years. 


that W. T. 


Landis got 


In fact, it was in 1896 
Hambright and Clayton G. 
together and began this agency. In 1902 
Mr. Landis retired and C. G. Engle 
became associated with Mr. Hambright 
under the partnership name of Engle & 
Hambright. On July 1, 1934, the busi- 
ness was incorporated as Engle & Ham- 
bright, Inc., and on December 1, 1935, 
Mr. Hambright died. 

Present officers are these: C. G. Engle 
is president, Robert F. McMurtrie is 
vice- president and treasurer, George B. 
Hetrich is secretary, E. F. Jaeger assist- 
ant treasurer. W hen W. T. Hambright 
died in 1934 it became a corporation. 
The fire companies in the agency are 
Queen, Hartford, Insurance Co. of North 
America, National of Hartford, New 
Hampshire, United States Fire, Fidelity 
& Guaranty Fire, Connecticut, Conti- 
nental and Glens Falls. The agency is 
+¥ agent for the United States 

& G. and the Ocean Accident. 

‘One of the first things Mr. McCul- 
loch did after joining the agency was 
to attend the home office school of the 
United States F. & G. in Baltimore. 

Lancaster Views of Mr. McCulloch 


When business men in Lancaster heard 
that Mr. McCulloch was going to leave 
the city as a citizen there was genuine 
regret. Two of the best known men in 
the city’s business life were asked by this 
paper for their opinion of Mr. McCulloch. 

H. W. Prentis, Jr., president Arm- 
strong Cork Co., said: 

“T have known Mr. McCulloch 
number of years; first, when he was 
associated with our company and, more 
recently, when he was active in the in- 
surance business here in Lancaster. It 
has been my pleasure to give him a good 
part of my own personal insurance which 
he has handled satisfactorily and, in 
addition, I have been associated with him 
in a number of civic enterprises. I have 


for a 


and Agents 


formed a high opinion of his ability, 
character and personality and wish him 
every success in his new field of work” 

C. M. Kendig, first vice-president of 
the Hamilton Watch Co., gave this esti- 
mate of Mr. McCulloch to The Eastern 
Underwriter: 

“We have all known him intimately in 
a business and social way and consider 
him one of the outstanding young men 
of our city. Here at Hamilton we "tane 
him very helpful in solving our insurance 
problems and aside from that he has 
always taken a prominent part in civic 
affairs—Welfare Federation, Chamber of 
Commerce and others. Lancaster was 
sorry to lose him, but our loss, we are 
sure, is New York’s gain.” 

Activities in Agents’ Associations 

In view of Mr. McCulloch’s close rela- 
tions with local agents’ associations over 
a term of years The Eastern Underwrit- 
er asked Kenneth H. Bair of Greens- 
burg, Pa., former president of the Na- 
tional Association of Insurance Agents, 
and active for years in the Pennsylvania 
association, to tell something about Mr. 
McCulloch’s activities in association work 


and also for a personal estimate. He 
said: 
“Mr. McCulloch has been active in the 


Pennsylvania Association of Insurance 
Agents for a number of years and he 
was vice-president of that organization 
when he joined the Globe Indemnity’s 
organization. He was at various times 
chairman of the membership committee; 
chairman of the legislative committee, 
and chairman of the education commit- 
tee, and he has been a member of the 
board of directors for five or six years. 

“His ability was so outstanding that 
when Charles Liscomb became president 
of the National Association of Insurance 
Agents he appointed Norman chairman 
of the publicity and education committee 
of the National Association of Insurance 
Agents. There was a great pressure 
brought upon him by the present exec- 
utive officers to accept the same ap- 
pointment when they were naming their 
new committee last Fall, but by that 
time Mr. McCulloch was negotiating with 
the Globe Indemnity and these negotia- 
tions had reached the point where he 
declined the reappointment on the com- 
mittee. 

“IT know of no man in the business 
of his age whom I consider his superior. 
He is intelligent, capable, industrious. has 
a keen analytical mind and handles him- 
self extremely well, both in conference 
and in speaking before an audience. His 
appointment with the Globe will mate- 
rially aid in better relations between the 
casualty companies and the agents, in- 
asmuch as the agents throughout the 


country have every confidence in his 
integrity and fair dealing.” 
Has Two Children 

Mr. McCulloch joined the Globe In- 


demnity organization on January 1. He 
had a considerable acquaintance with 
New York insurance men before he came 
here and has made many friends since 
his arrival in the metropolis. Mrs. Mc- 
Culloch is the daughter of C. G. Engle, 
president of Engle & Hambright, Inc. 
They have two boys: Norman B., Jr., and 
James Engle. 
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Whitney In Casualty 
Field for 25 Years 


AUTHORITY ON, TRAFFIC SAFETY 





Consulting Director, National Conserva- 
tion Bureau, Has Advanced Accident 
Prevention Efforts 
Albert W. Whitney completed twenty- 
five years of constructive service to the 
casualty insurance business on February 
15. He is now with the Association of 
Casualty & Surety Executives as consult- 
ing director in its National Conservation 
3ureau. The milestone was observed fit- 





tingly by his organization and the Na- 





ALBERT W. WHITNEY 


tional Bureau of Casualty & Surety 
Underwriters, with whom he was con- 
nected for many years. 

Mr. Whitney, a native of Illinois, en- 
tered insurance as associate professor of 
insurance at University of California. He 
has just returned from a vacation in that 
state, the first he has had in many years. 
He became actuary of the California 
Industrial Accident Board, then actuary 
of the Merritt Committee and later as- 
sociate actuary of the New York Insur- 
ance Department. In 1913 he was made 
general manager of the old Workmen’s 
Compensation Service Bureau and later 
general manager of the National Bureau. 
When it was reorganized he became as- 
sociate manager and concentrated more 
on accident prevention activities. 

Mr. Whitney furthered organization by 
the National Bureau of the safety educa- 
tion division, National Safety Council, 
which has accomplished much toward re- 
ducing the accident death rate among 
school children. He is author of “Man 
and the Motor Car,” the text book for 
safe driving education being used in more 
than 4,000 high schools. He is vice-presi- 
dent in charge of education of the Na- 
tional Safety Council, a national author- 
Ity on traffic safety and a specialist in 
its educational features. He is also active 
in work of the National Conference on 
Street and Highway Safety and_ the 
\merican Standards Association’s efforts 
to establish standards for traffic control. 
He developed the safety education and 
accident prevention department of the 
National Bureau and continued in that 
work when it was taken over by the 
‘Association of Casualty & Surety Execu- 
ives. 


COMMISSIONER FOR TEXAS 


Sidney Green of Dallas, prominent lo- 
cal agent, is among those being named 
as a likely choice for Texas Insurance 
Commissioner. He is said to have the 
endorsement of Chairman E. B. Germany 
of the Texas Democratic executive com- 


mittee. Commissioner L. Daniel is 
continuing in office though his term 
Ormally expired February 10, Truett 


Smith, first choice of Governor O’Daniel 
for the post, was rejected by the Senate. 


TWO OBSERVE ANNIVERSARIES 





Assistant Secretaries Aikin and Duncan, 
Hartford A. & I. With Company 
Twenty-five Years 
Frank R. Aikin and E. L. Duncan, as- 
sistant secretaries, Hartford Accident & 
Indemnity, recently celebrated their 
twenty-fifth anniversaries, having been 
with the company since the first year of 

its active operations in the field. 

Mr. Aikin entered insurance with the 
National Surety in 1904 and for nine 
years served in the burglary department 
as adjuster, inspector and superintendent. 
He went to the Hartford Accident & 
Indemnity in 1914 as superintendent of 
the burglary department and has con- 
tinued to serve in that capacity. He was 
elected assistant secretary in 1934. 

Prior to his association with the Hart- 
ford Mr. Duncan was with Fidelity & 
Casualty, first in the plate glass depart- 
ment at the home office and later as a 
special agent in New England. He joined 
the Hartford in 1914, was first engaged 
in organization work and later was mad¢ 
superintendent, plate glass department. 
He was elected assistant secretary in 


1936. 


Wm. Goldsmith of Greenville 
Observes 55th Anniversary 


Saturday, February 4, was a big day for 
William Goldsmith of Greenville, S. C. 
for it marked his fifty-fifth anniversary 
in the insurance business. He is the head 
of William Goldsmith Co., one of the 
oldest and best insurance agencies in South 
Carolina, which operates four departments 
and has a staff of ten specialists in dif- 
ferent fields. The milestone was of course 
suitably recognized by the companies repre- 
sented in the agency including the United 
States F. & G., which William Goldsmith 
has represented since April 5, 1897, a 
few months after it was chartered. He is 
in fact the second oldest active agent of 
that company. Three of the five com- 
panies Mr. Goldsmith represented when 
he started are still in his office 


ANOTHER CLASS FINISHES 





Men Who Have Been Studying in 
Travelers’ School Now Being 
Assigned to Branch Offices 
Another class in the casualty depart- 
ment of the Travelers home office train- 
ing school concluded twelve weeks in 
intensive training February 17. The 
following men graduates have been as- 
signed as field assistants, casualty lines, 
to branch offices, their appointments be- 

came effective February 20. 

Hugh F. Rose, Jr., has been assigned 
to the Richmond, Virginia, branch of- 
fice; Robert R. Mehring to Omaha; Ed- 
ward L. Butler, Jr. to Bridgeport, 
Conn.; Emmet Seibels to Louisville; 
Cecil H. Groff to Dayton; John S. Bleak- 
ly to Columbus; Ronald W. Hunter to 
Grand Rapids, Mich.; Edward A. Bridges 
to New Orleans; John B. Deuel to Los 
Angeles, and Wilbur K. Porter to St. 
Louis. 





40,000,000 by 1944 
In Cleveland Dr. C. Rufus Rorem, 


hospital service director, American 
Hospital Association, predicted that | 
| 40,000,000 persons will have guaran- | 
teed hospital and medical care by 1944 
if doctors agree to supplement the 
| Group hospital insurance plans now 
jin effect in fifty-two cities. About 
| 3,000,000 are now enrolled and that 
| number is expected to increase to 12,- 
| 000,000 by 1942. 





Payne To Be Assistant To 
Willson At Century Ind. 


Wallace G. Payne, whose appointment 
to the home office A. & H. department 
of the Century Indemnity was recently 
announced, will be an assistant to Leland 
M. Willson, superintendent of the acci- 
dent and health department. Mr. Payne, 
a native of Hartford, returns to that city 
after some valuable experience in other 
cities with Globe Indemnity, Indemnity 
Insurance Co. of N. A. and Employers’ 
Liability. With the latter company he 
was in a production and underwriting 
capacity in the middle department at 
Philadelphia until his resignation to join 
the Century. 


MICHIGAN GROUP A. & H. BILL 

The promised bill in Michigan, spon- 
sored by the Health & Accident Under- 
writers Conference, designed to liberal- 
ize the state’s group health and accident 
law by permitting the writing of family 
hospitalization groups and any other 
groups of twenty-five or more not speci- 
fically banded together for insurance 
purposes, has been introducd in the 
legislature. It was offered by Sen. J. T. 
Hammond, Benton Harbor, senate insur- 
ance committee chairman. Several cor- 
rections in present code provisions in 
health and accident and casualty sec- 
tions are also attempted in the measure 
which is being considered by the insur- 
ance committee. 

45,000 POLICIES IN FORCE 

Richmond Hospital Ins. Company, Now 

in New Quarters, Began Business in 


Dec, 1937; Fred Pilcher, Pres. 
The North American Assurance So- 
ciety, of Richmond, Va., which special- 


izes in the writing of hospitalization 
insurance, has moved into new quarters 


in the old West End Bank building, re- 
modeled. Chartered in February, 1937, 
and licensed the following December, 
the company now has 45,000 policies in 


force, according t Frederick Pilcher, 
president. 

The Employers Casualty of Dallas, 
Tex., with the approval of its stock 
holders recently voted a stock dividend 
of $100,000 and thereby increased its 
capital from $400,000 to $500,000 \ 
newly elected member of its directorate 
is former Governor Dan Moody of 
Texas. 
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SEABOARD SURETY CO. 


FIDELITY anpD SURETY BONDS-CAPITAL $1,000,000 


Cc. W. FRENCH, PRESIDENT 


- BEekman 3-7345 





FORM TOLEDO A.&H. ASS’N 


W. B. Cornett, Ist Vice-President, Nat'l 
Body, Speaker at Organization Meet- 
ing; Elect Officers, Directors 

Toledo branch of the National Acci- 
dent & Health Association has just been 
formed with George A. Bredehoft, gen- 
eral agent, Connecticut General, as presi- 
dent. Leading A. & H. underwriters 
of the city got together for the organiza- 
tion at a meeting held in the Waldorf 
Hotel February 7. The principal speaker 
was W. B. Cornett, first vice-president 
of the association and field director for 
the Loyal Protective Life, whose head- 
quarters are in Columbus, Ohio. His sub- 
ject, “Our Business and Importance of 
Being Organized.” 

The organization, both nationally and 
locally, was put into operation to elimi- 
nate destructive competition and in di- 
recting and shaping health and accident 
legislation, raise ethical standards, ad- 
vance sales methods and educate the 
public as to the benefits of A. & H. in- 
surance. These points were stressed in 
Mr. Cornett’s address. 

Tn addition to President Bredehoft the 
following officers and executive commit- 
teemen were elected: Vice-president, A. 
F. Taylor, general agent, Inter-Ocean 
Casualty; secretary-treasurer, Fred G 
Grau, general agent, Massachusetts Ac- 
cident: executive secretary, Rush Kirk- 
ham, Mutual Benefit Health and Acci- 
dent Association. 

Executive committee, Homer J. Bisch, 
general agent, National Casualty. chair- 
man; Howard C. Dunbar, general agent, 
Aetna Casualty & Surety: Frank Jadel, 
reneral agent, Michigan Life: Helen B 
Shirey, general agent, Continental Cas- 
ualty: D. L. Barnes. general agent. Gen 
eral Accident, and J. B. Short, manager, 
Retail Credit Co. — 

A meeting of the officers will be held 
shortly to make plans for a membership 
drive. 





COMMERCIAL HAS NEW POLICY 





Non-occupational Health and Accident 
Contract Can Be Supplemented With 
Hospital Indemnity Rider 
The Commercial Casualty is issuing a 
new non-occupational accident and 
health policy to which a hospital indem- 
nity rider can be attached. This is a 
new feature in Group policies in that a 
minimum of only five employes of any 
one employer is required to make the 
policy effective. The new policy is said 
to be ideal from the standpoint of sim- 
plicity. No classification manual is nec- 
essary. Everybody pays the same basic 
rate and even in the older ages the 
same premium applies, with the excep- 
tion that 50% less illness indemnity is 

provided. 

WRITING HOSPITALIZATION 

J. Albert Frank, Newark, N. J., agent, 
has begun writing hospitalization insur 
ance and has engaged several additional 
men in his agency to handle that class 
of business. 





Michigan Meeting 
31) 


support for a 


(Continued from Page 


Women’s Clubs Acency 


more liberal Departmental appropriation 
vas urged by Clyde B. Smith 

Secretary - Manager Hildebrand, _ re 
porting on local boards, told of the 


ranization of many new ones Vice 
President Dovle said elevation of mem 


bership standards has proved a sound 
policy. The result is the largest Michi 
gan membership in history 

Joseph W. Mundus, Ann Arbor, ri 
porting on B.D.O. activities expressed 
expectation that the casualty compani¢ 


will join strongly in the movement soon 
The question box session brought out thx 
suggestion that the straight deductible 
automobile collision policy should be sub 
stituted for the present convertible « 
lision form whose servicing costs, it was 
uontended are inordinately high. N 
full coverage form should be writte: 
several agents believed. 
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On the Production “Firing Line” 








Illinois Agents in Lively Session 
On 1939 Business Development 


Some top-notchers in Illinois produc- 
tion ranks participated February 15 in an 
all-day business development conference 
of Region Six Institute, held in East St. 
Louis under the auspices of the Illinois 
Association of Insurance Agents. Re- 
gional vice-president in charge was Dud- 
ley F. Giberson, Alton, whose key men 
include the following St. Louis agents: 
T. E. Dowling, planning chairman; M, G 
Ziebold, registration chairman; A. S. 
Vien, publicity and attendance chairman, 
and W. H. Hormberg, finance chairman. 

Following the welcoming address by 
James T. Crow, Mayor of East St. Louis, 
the agents heard from William H. Jen- 
nings, Jr., a of the Illinois as- 
sociation, ‘and W. H. Steward, chairman 
of its board. 

Lead-off sales topic was “The Essen- 
tials of an Insurance Survey” with three 


Daniels, Nor- 
Eugene A. 
and 
who 


Their 


participants: Charles F. 
wich Union’s state agent; 
Luther, National Surety manager, 
John T. Nansen, St. Louis agent 
gave fire and engineering angles. 
views, high-spotted, follow: 

Charles F. Daniels regards a casualty 
insurance survey as probably more im- 
portant than any other. The first step 
is a line card or record of each policy. 
In examining the policy declarations, he 
said, be sure that the typewritten inser- 
tions tie in with the printed part. The 
survey should contain a brief description 
of the coverage afforded under each 
policy. The client should be informed 
regarding exclusions and sections for rec- 
ommendations and uninsured exposures 
should be included, The survey .helps 
the client, advertises the agent and also 
makes him a better agent. 


E. A. Luther, in explaining fidelity and 


surety surveys, said the client should 
be led to treat the survey as a strictly 
confidential matter. Too much cannot 
be said about adequate coverage and the 
obligation of the agent to his client. Mr. 
Luther explained a wide variety of bonds 
and their uses, many of which clients 
have not availed themselves of. A com- 
prehensive list of subjects that should 
be inquired into were listed by the 
speaker. 

W. W. Rodgers on 1939 Development 

Keen interest was shown in the talk 
by Wallace W. Rodgers, assistant man- 
ager of the W. U. A., on 1939 plans for 
business development and education. He 
observed that in recent years the insur- 
ance business has become more articu- 
late. Company executives have become 
more sales-minded. Agents and _ field- 
men have evidenced their determination 
to increase their ability to sell and to 
serve. Results of the measures taken 
toward these ends are seen in more busi- 
ness obtained or saved; in indications of 
strengthened convictions, increased ag- 
gressiveness and better sale smanship, as 
well as improved relations among the 
several factors in insurance. The rela- 
tive progress of price-sellers has been 
arrested, in Mr. Rodgers’ opinion. He 
was also chairman of a luncheon session. 

Non-ownership liability insurance was 
the timely subject of a talk by John T. 




















Licensed in 
All States 


Cash 
Bonds: 


State and Municipal 
Railroad 
Federal Land Bank 
Total Cash and Bonds 
Real Estate 
Accrued Interest on Investments 


Other Admitted Assets 
TOTAL ADMITTED ASSETS 


Reserve for Unpaid Claims 
Reserve for Unearned Premiums 


Reserve for Commissions 
Voluntary Contingency Reserve 


Total Reserves 
Capital 
Surplus 


Surplus to Policyholders 
TOTAL LIABILITIES 


Increase 
Increase 
Increase 
Increase 
Increase 


in Cash and Bonds 


in Total Reserves 
in Surplus 








HOME OFFICE : 


As Certified to the Missouri Insurance Department 


and surplus of the subsidiary corporation; 
sisting entirely of bonds, exceeded their book value at December 31, 


in Total Admitted Assets 


CORPORATIONL 


R. E. McGINNIS, President 


December 31, 1938 


ADMITTED ASSETS 


U. S. Government (Direct or Guaranteed)... 


Central Surety Fire Corporation Stock 


Mortgage Loans on Real Estate (First Liens) , 
Premiums in Course of Collection (Under 90 Days). 


LIABILITIES 


Total Claim and Premium Reserves 


Reserve for Taxes and Other Liabilities 


Securities carried at $558,133.37 in the above statement are deposited for purposes required by la 

Bonds are carried on amortized basis. Market value of bonds exceeded the book value Descuber : 31, 
No bonds or mortgages were in default either as to interest or pr 1 on 31, 1938. 

The stock of Central Surety Fire Corporation (wholly owned subsidiary) is carried at the amount of combined capital 
the market value of the invested assets of | gees Surety Fire Corporation, con- 





1938, by $27,921. 


Net Premiums Written in 1938 (after reinsurance) 
in Net Premiums Written over 1937 





KANSAS CITY, MO 


een Financial Statement of 


SURETY 


AN SURANCE 





Oualified with 5 
U. S. Treasury 
Department 


$ 1,091,590.04 





$2,149,851.60 
2,114,757.25 
64,454.73 

25,132.57 4,354,196.15 

$ 5,445,786.19 

506,830.15 

160,280.98 

150,593.71 

893,247.09 

40,098.49 

12,476.53 





$ 7,209,313.14 


$2,151,817.88 
1,788,957.83 


$ 3,940.775.71 


217,953.86 

308,430.52 

150,000.00 

$ 4,617,160.09 
$1,000,000.00 


1,592.153.05 
"$ 2.592,159.05 
$ 7.209.313.14 


1938, by $163,579.92. 


$ 4,401,302.49 
209,483.08 
904,755.73 
956,878.11 
621,138.85 
335,739.26 




















Casey, agency division supervisor, Amer- 
ican Automobile, St. Louis. He said, in 
_ he use of private passenger and com 
automobiles has become such a vital fone 
the nation’s business that every commercial Po 


cents is concerned with the use of these ve. 
hicles either directly or indirectly. Every such 
enterprise incurs a potential liability as the re. 


sult of such use and these facts imy 
every business man the obligation 
familiar with the liability questions thus created 
and to evaluate their application to his business, 
They also impose upon every progressive insur- 
ance man the obligation to analyze and to 
evaluate their application to the business of those 
whom he serves in order that he may do justice 
to his insureds and to himself.” 
Automobile Comprehensive 

The next speaker, Thomas J, English, 
St. Louis independent adjuster, gave 
“Adjuster’s Hints to Agents” and said 
that the automobile comprehensive policy 
is one of the most misunderstood forms, 
As to the more important things the 
agent should do, he recommended: “First, 
spend a little more time with the risk 
Just remember the extra time spent with 
the assured is probably less than the 
time you will spend soliciting another 
risk to take its place. If you learn from 
the claim department of an unusually 
large number of certain kinds of claim, 
then discuss this with the insured and 
get his cooperation in reducing these 
claims; also watch if too much compen- 
sation is being paid by the employe not 
returning to work soon enough. If prop- 
erly approached you will be surprised at 
the cooperation your assured will give 
you.” 

Six separate luncheon conferences were 
in session at one time, each with its own 


OSE upon 
to become 


program and chairmanship. G. H. Mo- 
loney, vice-president, Hartford Accident, 
was the casualty-surety leader. Among 


the afternoon speakers not already men- 
tioned were W. D, Forsyth, who handles 
the state’s automobile department, and 
Stuart Bankhardt, vice-president, Osborn 


& Lange, Inc., Chicago. Mr. Forsyth 
spoke on drivers’ license and _ financial 
responsibility laws of Illinois, and Mr. 


Bankhardt gave a history of inland ma- 
rine insurance to which he added the 
suggestion that insurance men are not 
all doing what they might to promote 
this important class. 

Banquet toastmaster was T. W. Butler, 
secretary, Alton District Manufacturers’ 
Association, and the speaker, Dr. P 
Thompson, president, Kalamazoo College. 


$500 Burglary Policy Gets 
Bureau Approval for March 1 


The National Bureau of Casualty & 
Surety Underwriters announces that, ef- 
fective March 1, the $500 burglary in- 
surance policy is approved for sale coun- 
try-wide, except in New York State, 
where it is still under consideration by 
member companies. The policy is a 100% 
blanket form, with the premium one-half 
of the premium for the $1,000 policy. 
Heretofore the $1,000 policy has been 
the minimum 100% form. 

The new form recently was_ brought 
out by several non- bureau casualty com- 
panies, and was approved for use by the 
bureau companies because it is felt that 
tiie $500 policy would make it possible 
for many persons who are not at present 
covered by burglary insurance to insure 
themselves against such loss. 


E. E. Stalling Promoted To 
V.-P. of U. S. Guarante 


Edward E. Stalling, who celebrated 
his fortieth anniversary with the United 
States Guarantee a year ago, was pro- 
moted from secretary to vice-president 
of this company at the annual meeting 
of the board of directors a few days 
ago. Mr. Stalling, popular among fidelity- 
surety men along William Street started 
in as an office boy in 1898 when the 
United States Guarantee’s home office 
was located at 111 Broadway. He has 
worked his way up to his present exec- 
utive post, building a reputation as 4 
sound, able underwriter on whose judg- 
ment the company places great reliance. 

Next to his business Mr. Stalling gets 
the most pleasure out of his hobbies of 
baseball and football, having been a 
professional player in his youth. He 1s 
also adept at trout fishing and hunting. 
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UNITED STATES GUARANTEE COMPANY 


49th ANNUAL STATEMENT, DECEMBER 31, 1938 





ASSETS 

United States Government Bonds. ..... $ 4,742,122.27 
Dominion of Canada Bonds.......... 123,015.92 
State and Municipal Bonds........... 649,640.02 
Railroad Bonds and Stocks........... 547,800.21 
Public Utility Bonds and Stocks....... 1,293,471.91 
Miscellaneous Bonds and Stocks....... 5,682,579.46 

Torat Bonps AND STOCKS..... $13,038 ,629.79 
Cash in Banke... ...2.5. $2,226,674.66 
Cash in Office....... aa 7,250.00  2,233,924.66 
Premiums, not over three months due... 644,774.26 
Reinsurance Receivable ............. 60,710.24 
PORE TGCS oso ce hens han 42,207.29 
CR SEN nen hare a cnacle meets 43,308.08 


Tora, ADMITTED AsseTs...... $16,063,554.32 








LIABILITIES 
Reserve for Unearned Premiums...... $ 2,889,429.52 
Reserve for Losses and Claims........ 2,993,917.75 
Reserve for Loss Adjustment Expenses. 74,217.14 
Reinsurance Reserves: .....5500 6000s 951,889.01 
Commissions and Brokerage.......... 138,460.28 
Federal, State and Other Vaxes....... 327,397.35 
Aoctaiiete Papa: aisles baste ian Wve ek 25,342.76 
Voluntary Special Reserve............ 76,669.45 
Voluntary Contingcncy Reserve....... 1,250,000.00 


$ 8,727,323.26 


Capital Paid Tiss. sss $2,000,000.00 

UOT. aio. o5-5 ox eae ua ors 5 336,231.06 

Surplus to Policyholders..... - sos sr thai 7,336,231.06 
"TOPAE ESARUETTING oo iosecee se ccd $16,063,554.32 








Bonds and Stocks are valued in accordance with requirements of State of New York Insurance Department. 


On the basis of December 31, 1938, market quotations for all bonds and stocks owned, this company’s Total Admitted Assets and _ its 


Surplus would be increased by $213,552.82. 


Securities carried at $970,803.22 in the above statement are deposited as required by law. 





DIRECTORS 





A. M. ANDERSON, J. P. Morgan & Co. New York 


WM. HENRY BARNUM, 
President, Continental Realty Investing Co., Inc. New York 


HENDON CHUBB, Chubb & Son New York 
PERCY CHUBB, 2nd, Chubb & Son New York 
CLINTON H. CRANE, 

President, St. Joseph Lead Co. New York 
D. ROGER ENGLAR, 

Bigham, Englar, Jones @ Houston New York 


WILLIAM A. HAMILTON Hamilton, Ont. 


ROBERT A. LOVETT, 


Brown Brothers Harriman & Co. New York 
GARRISON NORTON, Arthur Young @ Co. New York 
JUNIUS L. POWELL, Chubb & Son New York 
GEORGE H. REANEY, President New York 
REEVE SCHLEY, 

Vice-President, Chase National Bank New York 
J. Y. G. WALKER, Walker Bros. New York 





HOME OFFICE: 90 John Street, New York, N. Y. 


WASHINGTON SERVICE BUREAU 
Shoreham Building 
Washington, D. C. 


WESTERN DEPARTMENT 
Insurance Exchange Bldg. 
Chicago, Ill. 


SOUTHERN DEPARTMENT 
Hurt Building 
Atlanta, Ga. 
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Happy Over Safe Driver Reward 


ye m 





First among all 


members of the Travelers’ home office staff to qualify for the 


safe driver reward was pretty Miss Sylvia Corvo, a secretary in the company s 

, " >. a « oT 
purchasing department. Kenn Herrmann, the company's enterprising photographer, 
posed her beside a huge replica of the safe driver reward emblem. 





American Surety Makes 
Some Good Increases 


ASSETS AND SURPLUS HIGHER 





Annual Report of President Lafrentz - 


Shows Company and Subsidiaries 
in Strong Position 





President A. F. Lafrentz, American 
Surety, in his annual report to stock- 
holders pointed out that last year ad- 
mitted assets of the company increased 
$1,058,195 from $25,684,784 to $26,742,979. 
The capital stock is $7,500,000. Surplus 
and undivided profits increased $1,127,- 
938 from $4,072,585 to $5,200,523. The 
reserve for depreciation on the home 
office building was increased from $l,- 
100,000 to $1,500,000. 

Earned premiums were $9,364,374, a de- 
crease of $24,102 from 1937. Total in- 
come decreased $117,628 and is reported 
in the annual statement at $10,217,720. 
Total outgo decreased $76,420 and stands 
at $8,282,909. Total net earnings were 

57,575 The loss ratio on earned pre- 
miums was 20.4% compared with 20.6% 
in 1937. 

Results Since Organization 

Loss ratios on a claims paid to net 
premiums basis were fidelity and surety 
17.65%; burglary and forgery 18.04%; 
plate glass 40.4%; other casualty claims 
35.70%. 

The company has an agency organiza- 
tion consisting of forty-one branch and 
service offices on a salary basis, and 10,- 
229 agents and attorneys on a commis- 
sion basis. During the life of the com- 
pany it has enjoyed a net premium in- 
come of $232,259,776; its net paid losses 
were $69,072,221; expenses, $142,627,589; 
leaving an excess from underwriting, sub- 
ject to reserves, of $20,559,966, which is 
equivalent to 8.85% of the net premium 
income. Income from investments, $24,- 
929,997. Stockholders have received in 
cash dividends $24,387,350. 

Including Subsidiaries 

Consolidated results of operations of 
American Surety and its subsidiary com- 
panies, the New York Casualty, Cana- 
dian Surety, Compania Mexicana de 
Garantias, S. A., and Amsuco Securities 
reflect: Investment income, excluding 
inter-company dividends, $866,306; under- 
writing profit, $1,368,646; total net earn- 
ings, $2,234,952; appreciation in value of 
securities less loss from sale of securi- 
ties, $559,376. 


Substantial Gains Last Year 
By United States Guarantee 


The United States Guarantee, which 
will celebrate its fiftieth anniversary in 
1940, made substantial progress in all 
departments last year. Total admitted 
assets stood at $16,063,554, a gain of 
$2,037,807. Capital continued at $2,000,- 
000 and net surplus advanced to $5,- 
336,231, a gain of $1,082,934 over the 
1937 figure. Policyholders’ surplus now 
stands at $7,336,231. Bonds and stocks 
were valued in accordance with the New 
York Insurance Department basis but 
if market quotations as of December 31, 
1938, had been used the company’s total 
admitted assets and surplus would have 
been increased by $213,552. 

Net premiums written during 1938 to- 
taled $5,463,242, slightly off from 1937 
figure, but premiums earned of $5,391,- 
363 represented a gain of $155,439. Un- 
derwriting profit on the past year’s busi- 
ness was $910,097, a gain of $62,556 over 
the previous year. Investment income 
of $358,776 represented a drop of $69,- 
950 compared with 1937. The loss ratio 
overall for 1938 was 33.14% compared 
with 32.66% in 1937, and the expense 
ratio was 43.30% compared with 51.15% 
in 1937. 





NORTH AMERICA PROSPERS 





Indemnity Company Shows Many Evi- 
dences of Strength in Its Annual 
Statement for Last Year 
Indemnity Insurance Co. of North 
America experienced a generally satis- 
factory year in 1938. Assets increased 
$3,328,945 to $29,796,997. A gain of $1,- 
232,237 was made in underwriting. Re- 
serve for claims reached $12,453,371, an 
increase of about $240,000. Unearned 
premium reserve increased $113,000 to 
$6,541,729. During last year the com- 
pany transferred $1,500,000 from surplus 
to capital as a stock dividend and the 
capital became $2,500,000. The net sur- 
plus was increased more than $1,200,000 
and reached $6,249,035. Policyholders’ 
surplus was $8,749,035, a gain of $2,- 

731,957. 





TYRRILL HARTFORD SPEAKER 
A. E. Tyrrill, underwriter, Travelers 
Indemnity, addressed students of the 
casualty course, Insurance Institute of 
Hartford, February 16 on mercantile 
safe and mercantile open stock burglary 
insurance, 


Eglof Sings Praises 
Of Retrospective Plan 


SHOWS BROKERS ITS BENEFITS 





Travelers Man Explains What This 
Method of Rating Has Accomplished 


for Workmen’s Compensation 





John H. Eglof, Travelers agency field 
supervisor, addressed brokers taking the 
Insurance Competition Course at Mar- 
quand School, Central Branch Y.M.C.A., 


Brooklyn, February 23. In the course of 
his talk he said: 

“Retrospective rating has put new life 
into the workmen’s compensation insur- 
ance business. Years of study were 
given to development of a plan which 
would fit the modern, rapidly changing 
economic conditions surrounding the 
field of workmen’s compensation. As a 
result the simple, adjustable and com- 
pletely individualized retrospective rat- 
ing plan was devised and put into op- 
eration. This plan was used first to 
cure the risks that had ‘gone bad,’ but 
is now recognized as a great step for- 
ward and is available to risks which have 
‘gone good’ as well as those which de- 
mand special attention. It is a method 
of determining the premium cost of a 
risk after the loss experience for the 
risk has been developed. 

Accident Control 

“The essence of retrospective rating is 
an accident control program, with the 
primary thought being to control acci- 
dent frequency and seriousness. The 
plan is no proposition for the timid in- 
dividual, but it is a good one for the 
person who is sold on an accident con- 
trol program and who is willing to give 
such a program his wholehearted per- 
sonal interest, cooperation and partici- 
pation. Therefore, more attention is 
being given to accident control activi- 
ties which, under this plan, save the 
policyholder thousands of dollars in 
premium cost and likewise thousands of 
dollars in indirect or hidden costs. The 
plan makes policyholders more safety- 
minded and consequently more humani- 
tarian. We all pride ourselves on be- 
ing interested in the preservation of life, 
limb and property, but when there is a 
financial incentive more direct and ef- 
fective measures are forthcoming. 

“That the retrospective rating plan 
has proved its worth is demonstrated 
by the fact that among one group of 
risks the enforced safety measures have 
resulted in a reduction of 28% from 
the standard premium, that percentage 
being indicative of the promotion of 
safer working conditions and the conse- 
quent reduction of industrial accidents. 


Individual Treatment 

“The benefit of the retrospective rat- 
ing plan to the employe is greatly en- 
hanced by the accident control meas- 
ures adopted by the employer, while the 
employer also benefits in numerous ways. 
The plan treats each case of compensa- 
tion insurance individually, providing in- 
surance for both normal and abnormal 
losses along with the program for the 
prevention of accidents through the em- 
ployer’s cooperation. Each case stands 
on its own feet and receives in reduced 
insurance costs directly and promptly 
the entire benefits which it has earned, 
saving in three ways. The cost of 
claims is reduced by the accident con- 
trol program. The expense of settling 
all the prevented accidents is eliminated. 
Lastly, the hidden costs that accompany 
all accidents is reduced in proportion 
to the reduction in accidents. Each year 
the number of employers who have saved 
money by reducing the cost of their 
compensation insurance has increased, 
and many save money each year in ad- 
dition to making their plant far safer 
for their employes. 

Extreme Adaptability 


“The retrospective rating plan has 
proved a boon to employers whose cost 
of insurance has been almost prohibitive 
in the past. It is a new step in indus- 
trial insurance that is destined to re- 


Mass. Commission for 
Compulsory W. C. Act 


RECOMMENDATION TO SENATE 





No State Fund Plan Offered; Self-Insur. 
ance Provided For; Limit on Silicosis 


$3,000 at 6% 





The Massachusetts Senate has received 
recommendations of the special legisla- 
tive commission on study of workmen’s 
compensation and the silicosis hazard, 
The object sought is to provide protection 
to all industrial workers as far as prac- 
ticable. The majority report of the 
commission would make the workmen's 
compensation law compulsory and would 
legalize self-insurance by setting up 
pools for the less desirable risks if re- 
jected by two or more companies. No 
recommendation is made on a state fund, 
it being held that this subject is not 
included in the agenda of the commis- 
sion. 

Decision to make the law compulsory 
was reached because so many employers 
have withdrawn from or refused to ac- 
cept the act and have set up their own 
methods of protection, which have been 
found unsatisfactory. Under the present 
act costs are said to have increased from 
2,000,000 in 1912 to $10,000,000 in 1938 
and are now burdensome. It is believed 
that compulsion would reduce costs and 
the law be made applicable to practically 
every industrial worker. ' 

Pooling of Risks 

Self-insurance would be permitted 
through the use of bonds or other satis- 
factory methods proving ability to meet 
obligations. Self-insurers would have to 
give the same benefits as a regular in- 
surance company. The limit in a silicosis 
case would be $3,000 at a rate not to 
exceed 6%, above which the coverage is 
deemed prohibitive to the insured, Cost 
above that rate would be calculated at 
actual cost and allocated to the industry. 
In case an employer could not obtain 
coverage in two companies upon applica- 
tion, he would be able to get it by as- 
signment from the Insurance Commis- 
sioner to some one of the companies on 
a pro rata basis. Pooling of risks would 
be permitted in either a stock or mutual 
pool under jurisdiction of the Commis- 
sioner, 

A minority report was filed by John M. 
Sullivan along lines recommended by or- 
ganized labor. He claimed that the ma- 
jority report contains so many exceptions 
that the act would be destroyed. He 
therefore would have the present act 
made compulsory instead of elective and 
include silicosis rather than set it apart. 


Maryland Casualty Shifts 


Two in Its Claim Division 


Harper G. Lewis, Jr., manager, Indian- 
apolis claim division, Maryland Casualty, 
has been transferred to New Orleans as 
manager of the claim division. He will 
be succeeded at Indianapolis by Van T. 
Bouchier. > 

Mr. Lewis started with the company in 
1921 as an adjuster in Philadelphia, In 
1930 he was transferred to Boston as 
assistant manager, and went to New Or- 
leans as assistant manager five years 
later. He became manager at Indian- 
apolis in 1938. 

Mr. Bouchier went with the Maryland 
as an adjuster at Waco, Texas, in 1917. 
He was made manager of the EI Paso 
claim office a year later and subsequently 
served at Dallas, Fort Worth and San 
Antonio. Since 1937 he has been a special 
attorney at the home office. 


NEW AMSTERDAM'S DIVIDEND 
The New Amsterdam Casualty has de- 
clared a dividend of 31% cents a share, 
payable April 1. 


—— 





place the older forms of compensation 
insurance because of its extreme elas- 
ticity and adaptability to each individual 
case, and it is a material aid in creating 
safer working conditions for all work- 
men,” 
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